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FIELD CONTROL DIVISION 


H. D. Conkey & Company, Mendota, I!!. 


s | Conco Building Products, Inc. - Brick, Tile, Stone 


AFFILIATES | Conco Materials Handling Div, - Cranes, Hoists 


Represented in Canada by 
Ontor Limited, 12 Leswyn Road Toronto 19, Ont., Canada 
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you can make it a PLIOTRON installation 





at ordinary tiller Prices 


That’s right. Now you can install genuine 
PLIOTRON filters—long the finest available 
without asking premium prices. In fact, 
the new PLIOTRON CR filters — newly im- 
proved for greater-than-ever effective- 
ness — are priced to sell right down with 
most ordinary types. 
And many an installer already knows 
what business builders PLIOTRON filters 
are. Once a user discovers the incompa- 
rable efficiency of these depth-loaders 
not just surface-loaders like ordinary 
filters—he’s usually sold on PLIOTRON. The 
far, far longer life and easy vacuum- 
cleaner cleaning of these super-filters are 
the clinchers. 


So it’s easy to see what the new and mod- 
est PLIOTRON prices can mean to you. Now 
—as never before — you have the oppor- 
tunity of making filter installations that 
are bound to build your business. You’ll 
be surprised at how fast word on these 
superior filters gets around—how one job 
leads to another. 

For PLIOTRON filters with their superior 
performance have long been the filter- 
user’s best buy. At their new low price, 
they’re the biggest news in filters in 
years. For complete details on PLIOTRON 
CR filters, write Goodyear, P. O. Box 288, 
Akron, Ohio. 


Pliotron —T.M. The Goodyear Tire & Rubber Company, Akron, Ohio 
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SUMMER AIR CONDITIONER POSITIVELY CONTROLS BOTH 
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Thumbing Through 
This Month's Artisan 


. we find 
another American Artisan 
special—this month, 29 pages 
of modern, tested ideas on 
How to Make More Mone) 
in Sheet Metal Contracting 
by reviewing and improving 
the six major functions of a 
typical sheet metal business 
Opc ration 


Office 

, we get some 
management tips which prove 
that Organization Is Key to 
Profit in Sheet Metal Business 
Office, where books are kept, 
policy is formed and dect- 
sions are made which deter 
mine how much profit will 
be realized from the products 
and services offered by the 
business 


Shop 


we study the 
production needs of a typical 
shect metal operation doing 
5O percent duct and fitting 
fabrication and 50 percent 
custom work, to determine 
the best arrangement for work 
stations and machines, storage 
facilities and free areas, ob- 
serving in the process that 
Planned Shop Layout Stream- 
lines Work Flow. We analyze 
a floor plan which answered 
the needs of many shops and 
apply the logical sequence of 
stations to other types of op- 
erations, keeping in mind 
that convenience saves mon 
ey in the sheet metal shop 


Tools 


and we follow an 


cight-point guide to sound 


investment in shop equipment 
which does more than an- 
swer the immediate need. We 
find shop productivity will in- 
crease when we Base Tool 
Sel®ttion on Long Range 


FOR THE FULL STORY 


TEAR OUT AND MAIL TODAY 
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Plan, taking into account how 
each piece of equipment we 
add or replace will fit into 
the production picture in the 
future when new products 
may be added, facilities ex- 
panded and new methods de- 
veloped. 


Check-Lists 


we come upon 
three valuable  check-lists 
which can be used to promote 
sheet metal products and serv- 
ices thoroughly in the markets 
we want to reach. We find 
suggestions for using these 
sales tools in the article, Use 
Check-Lists to Expand Your 
Sheet Metal Market, and we 
quickly recognize a profit po- 
tential in this promotion plan 
which has seldom if ever been 
afforded the sheet metal con- 
tracting industry. 


Estimating 


. and we learn 
How to Estimate Duct System 
Costs on the basis of a double- 
check system, proper estimat- 
ing forms and experience 
records, which will reduce the 
omissions and waste that eat 
up profits. We study tables 
and case histories reported by 
other contractors which can 
be applied in most sheet metal 
businesses. 


Specialties 


. we are asked, 
Are Sheet Metal Specialties 
in Your Profit Picture?” and 
then shown why and how 
this work should be taken 
out of the category of stop- 
gap production to keep the 
shop busy during slow pe- 
riods, and promoted along 
with the traditional products 
produced with the same fa- 
cilities in the shop. We ex- 
amine lists of products which 
can be promoted as specialty 
lines and we get some point- 
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Nobody had to push us! 
...we just went ahead and 


made a BETTER 
OCKFORMER 


An outstanding machine 30 years ago— 


An even better machine today! 


For instance: 


e Speed increased from 25 to 75 fpm. on the 
Super Speed 20—from 30 to 45 fpm. on the 
Lockformers 16 and 18 


® 10" longer table (on 16 and 18's)—to the present 
582” length 


® Greater internal strength with new alloys in 
critical parts 


e Newer, simpler adjustment—especially in 
heavier gauge Lockformers 


e Improved-opening roll holder—formerly a block 
type; now a stamped shoe for better perform- 
ance, easier replacement 
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One man and a Lockformer makes more Pittsburgh Locks 
than sixteen men and eight brakes. 


is 


Manufactured by 
THE LOCKFORMER COMPANY 


4615S W. ROOSEVELT ROAD, CHICAGO 50, ILLINOIS 
in Canada; Brown Boggs Foundry & Machine Co., Ltd., Hamilton, Ort. 


AMERICAN ArTISAN, ApRIL 1959 


These, and many other improvements—many 
unpublicized—have been made on Lockformer 
machines down through the years. And we’re 
working on others. Our only incentive is your 
satisfaction. 

Yes, the old Lockformers were truly out- 
standing machines. Many are still going strong 
after 30 years of daily service. And we're still 
supplying parts for them—from stock. 
Lockformers, as a result are never “‘obsolete”’ 
most major parts are interchangeable between 
old and new models. These parts are now made 
of newer materials so they’ll last longer. But 
design changes are only made to give greater 
speed, easier operation, improved performance 
or longer Lockformer life. 

Don’t count on us for fancy claims, loud 
boasts or an “entirely new” machine every year 
...just expect—and get—a better Lockformer 
than the one you last received. 


L449 


TIME SAVING, MONEY MAKING EQUIPMENT 
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ers on how to sell, fabricate 
and handle these profitable 
items 

We also meet a ‘board of 
consultants’ whose names we 


recognize and whose com- 
ments we value. These prom 
inent sheet metal contractors 
reviewed this special presen 


tation, their 


adding ideas, 
comments and experiences to 
the money-making suggestions 
offered on these pages 

We observe that the equal 
ly important subjects of ait 
conditioning the warm air 
overlooked. 
in spite of the emphasis on 
sheet metal this month. We 
find timely articles on these 


subjects by 


heating are not 


familiar authors 
as well as American Artisan’s 
staff 


Setback 


we find, for 
example, some concrete an 
swers to the often-asked ques 
tion, “Does Night Sethack 
Save Fuel?” Professional En 
gineer B. Kellam reports on 
an exhaustive 
which 


three-year test 
shows that heating 
costs can be cut by setting 
the thermostat back at night 

under certain 


which can be 


conditions 
controlled in 
most residences 


Vapor 


and we review 
some significant characteristics 
and behavior patterns of water 
vapor with author S. W. Reid, 
Modern 
Air Conditioning Design 
Stresses Water V apor Con 
trol. We are reminded that 
today’s houses are more tight 


who explains why 


ly constructed and contain 
more mozstur¢ gence rating ap 
than which 


were being built when air con 


pliances those 
ditioning design procedures 
were being developed. W< 
find charts, tables and ex 


amples which prove _ that 


water vapor can no longer be 





- ARE YOU INTERESTED IN 


PERIMETER 
HEATING? 


Here’s a New 
Diffuser 
Register... 


... Designed 
Especially for 
This Type System! 


his diffusing type floor register was carefully en- 
gineered, in cooperation with heating specialists, 
to provide the answer for a perfect outlet for perim- 
eter heat! 

It’s ruggedly constructed. The heavy gauge curved 
vanes are factory-set to deliver a uniform fanshaped 
pattern of air to cover the window areas or cold 
outer walls. 

The 4” and 6” widths have multiple louvers. The 
214,” width has a single louver, embossed for greater 
rigidity. A special lock screw allows setting of the 
valve louvers so they cannot be opened beyond the 
desired position after system is balanced. Louvers 
close tightly to completely shut off air flow when 
desired. 


You'll Use It Many Places! 
The narrow width of this register makes it ideal for 
numerous installations other than perimeter heating. 
For instance: In stair risers, under kitchen cabinets, 
in sills of picture windows. It may also be used as 
a side wall outlet with high velocity systems. It is 
vibration-free! 





AVAILABLE IN NINE SIZES! 
10 x 2%, 10x 4 10x 6 
12x 2%, 12x4 12x 6 
14x 2%, 14x4 14x 6 


Choice of Finishes 
A-] Perimeter Registers may be ordered in any of 
these finishes: Gray prime, Gray Hammertone, 
Bronze Hammertone, Black Japan, Golden Oak or 


White Japan. 











Write for our Complete 
FREE CATALOG 


Listing Many Types and Sizes of Grilles and Registers for 


Every Need! Sy) 
A-) MANUFACTURING CO. 


3601 East 18th St., Dept. A-4 Kansas City 27, Mo. 
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overlooked in calculating cool- 
ing loads and selecting equip- 
ment, and we develop some 
practical ideas for fitting va- 
por control into our estab- 
lished design procedures. 


AC Added to Trade-in 
Home Ups Resale Value 


FOR SOME TIME there has 
been considerable discussion 
regarding the trade-in house 
market. The Home Builders’ 
Association has been promot- 
ing this plan for several years 
and it is now reported that 
the activity is gaining mo- 
mentum. 

It's my hope that homes 
that are accepted for trade-in 
on new homes will be prop- 
erly reconditioned before ef- 
forts are made to re-sell them 
and that replacement of the 
existing heating system plus 
the addition of summer air 
conditioning will be one of 
the first modernization activi- 
ties on the list of work to be 
done 

I believe that 
tractors 


dealer-con- 
would do well to 
contact builders who are ac- 
cepting trade-in homes and 
point out that a house that has 
been modernized by the ad- 
dition of year ‘round air con- 
ditioning will command a 
much better resale price. 

The modernization of 
houses taken in trade has the 
approval of Federal Housing 
Administration and it might 
be possible to obtain exclu- 
sive leads through local FHA 
offices 


Publicizing Technical 
Advances Builds Sales 


A RECENT communication 
from American Management 
Association points out that 
budgeted expenditures for re- 
search and development in 
1958 were up an average of 
f percent over 1957. This is 
the result of a survey recently 
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UST Fele0Sed 


TudsWoay _ FC oil burner for OEM’s 


Here’s the first and only completely integrated oil burner for your residential 
furnace or boiler package. No larger than the basic “F’? Model Burner, Nu-Way’s 
new FC Burner, firing 0.50 to 4.50 g.p.h., can be completely factory-wired because 
primary safety relay and flame detector are in the burner. No longer do you 

have to ask the installer to complete, properly assemble and wire the burner 

and its safety components in the field. And Nu-Way will “tailor” this 

burner to the performance standards you’ve set for your units. 

Write Dept. AA-459 for details . . . NOW! 


completely 
integrated 
components! 


Primary safety relay and flame detector 
mounted in the burner 


Flame detector feels the flame VA 
at the flame 


Safety no longer dependent 
on remote stack element 


Responds faster to burner igni- 
tion and flame failure 


Costly B-X wiring streamlined 
Simplified in-plant wiring for OEM's 


Simplified wiring if burner installed in the field 


me WN Os CORPORATION 


Heating Equipment Rock Island, Illinois 





ALSO ASK awe UT Sundasteand ALL-ELECTRIC BSURNERS 
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conducted among more than 
800 companies with research 
and product development 
programs. 

This trend toward research 
ind product development 
varies with different indus 
tries. It's interesting to not 
that industries that showed 
marked increases in their 
budgets for research and de 
velopment were service ma 
chinery (13.3 percent), 
chemicals (10 percent), food 
and beverages (8.3 percent), 
stone, clay and glass (7.1 
percent ) 

Salable merchandise is th 
end product of effectively ap 
plied technical talent, accord 
ing to Dr. Philip R. Marvin, 
manager of AMA's Research 
and Development Div., who 
believes that an active sup 
port of development pro 
grams will result in the us 
of many new materials and 
cost reductions that can be 
passed along to the con 
sumer 

The public is always inter 
ested in reading about tech 
nical achievements. Our in 
dustry should capitalize on 
this fact by keeping the press 
informed of new develop 
ments in the heating and air 
conditioning field and of 
their availability to the gen 


eral public 


A Good Wholesaler 
Is Expected to — 


I RECENTLY received a copy 
of a bulletin mailed by Duro 
Dyne Corp. to all wholesalers 
handling its products. I think 
the summary given of the 
things a good wholesaler is 
expected to do will be heart 
ily approved by dealer-con 
tractors who rely on whole 
salers to supply their needs 
and to help them with their 
problems 

Here are some of the 
things the bulletin says a 
good wholesaler is expected 
to do 


Speaking of 
‘modernization... 


to be really modern a gas heat- 
ing unit must have the safety 
and convenience of ... 





Write for literature. 


with the 


lighter 
tube 


@ Available on all makes 
and models as _ original 
equipment from the 
manufacturer. 


Your customer will appreci- 
ate the push-button ease of 
pilot lighting and the free- 
dom from sometimes haz- 
ardous lighting practices. 


(U.S. Pat. No. 2728384, Can. Pat. No. 676802) 


MODERN 
LIGHTERS 


INCORPORATED 
NORTHVILLE, MICHIGAN 
FORMERLY 
MODERN MATERIALS COMPANY 
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1) Carry adequate inven- 
tories. 

2) Employ trained sales 
personnel. 

3) Provide 
for his lines. 


warehousing 


{) Finance accounts  re- 
ceivable 

5) Pay his bills promptly 

6) Advertise and promote 
the sale of his lines. 

7) Handle and 
customer complaints. 


pre CESS 


8) Help his customers run 
their business properly and 
profitably. 


Film Describes Heliarc 
Welding Fundamentals 


AMONG the many responsibil 
ities a dealer-contractor or 
sheet metal contractor has is 
the continued education of 
his employees. Better and 
faster work by employees is 
reflected in the overall op- 
eration of the business. 

Many employees have re- 
ceived basic training in heli- 
arc welding as well as other 
types of welding. Their skill 
is usually developed from 
experience. While self-train- 
ing by employees tends to 
improve their ability to per- 
form jobs, it also may be 
responsible for the develop 
ment of some poor habits 
Often such habits can be cor- 
rected by reviewing the cle 
mentary facts involved in 
various Operations. 

An eight minute sound 
and color film recently de- 
veloped by Linde Co. Div. of 
Union Carbide Corp. pro- 
vides an excellent opportu- 
nity to review the fundamen 
tals involved in heliarc weld- 
ing. The movie shows the 
basic pieces of equipment 
and their relationship to 
each other, shows how to 
make a good weld, and il- 
lustrates results that can be 
expected if the welder prac- 
tices the techniques described 

The film is available at no 
charge from any Linde office 
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FAN CENTER 


to control air handling equipment 


For residential air conditioning systems 
with remote cooling equipment... always 
use the Penn Fan Center to control 

the Fan Coil Unit. It saves you installation 
time and assures most efficient operation. 
Compact, it combines a transformer with 
fan relay, reset relay and heating relay... 
one or all. On remote condensing units or 
water chillers, specify the Penn Cooling 
Center. Both of these “centers” have the 
latest engineering advances to assure the 
finest air conditioning performance possible! 
Remember, when it comes to controls... 


It’s best to buy Penn! 


PEMM CONTROLS, VC. cs cs 


EXPORT DIVISION: 27 E. 38th ST., NEW YORK, N.Y. 


VG, REFRIGERAT NG, APPLIANCES, PUMPS, AIR COMPRE 
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as are other short movics on 
welding processes. 1 believe 
that this film will provide 
sheet 


contractors with an 


dealer-contractors and 
metal 
educational tool that they 
have needed for some time 
It can also be used effectively 
at local and state association 
meetings to show members 
how they can improve theit 
business operations at the 


employee level 
I 


Answer to Arguments 
For Electric Heating 


It HAS RECENTLY come to 
my attention that electri 
utilities serving areas which 
have been plagued by smog 
are promoting electricity as 
a source of heat that does 
not create an air pollution 
problem Dealer-contractors 
faced with competition from 
electric panel 


promote the 


heating can 
advantages ol 
the heat pump, which also 
uses clectricity as its primary 
source of heat 

It can also be pointed out 
that heat pumps are superior 
to electric panel heating in 

They 
cooling during the summer 
months 


many ways provide 
offer the advantage 


of air filtering to remove 
dust, and add humidity to 
rooms during the heating 
cycle 

These are excellent sales 
points that can be used to 
resistance 


counter electric 


heating promotion 


Why Association Can't 
Function Effectively 


RECENTLY, R. S. Schmiecer, 
executive Sheet 
Metal Associa 
tion of Wisconsin, sent me 
listed 
two dozen ways to destroy 
Among 


those mentioned by him are 


Sec retary, 
Contractors 


a letter in which he 
your association 
Never accept an office, as 


it is easier to criticize than 
to do things.’ 





fy JOCKFORMER 


BAND SAW 


rf 


} 
’ 


Saves your 
shop money 


Lower 
First Cost 


Greater 
® Operating 
Economy 


Lower 
® Production 
Sawing Costs 


Simple design, rugged, compact construction 
and all-purpose one-man operation make The 
Lockformer Band Saw ideally suited for sheet 
metal shop work. It pays for itself on the first 
few jobs by cutting 50 to 70 stacked sheets at 
speeds up to 15 inches per minute. Cuts iron, 
steel, forgings, bronze, brass and copper as 
well as wood, plastics and stainless at 
comparable speeds. 

Adjustable 100, 600 and 3000 fpm blade speeds 
assure most efficient cutting on any job. Three- 
wheel Model 24S has full 24” throat to accom- 
modate large pieces. Model 14SM has two- 
wheel design and 13!” throat for fast, ac- 
curate cutting on smaller size stock. Both 
models equipped with ball bearings and 
Neoprene seals, cemented carbide blade guides, 
friction-free and slip-proof chain for final drive. 
Perfect blade control prevents blade twist even 
on very small radius cuts. 

Write for complete information now. See how 
the Lockformer Band Saw can cut your labor 
costs 80 to 90% on any cutting operation 
in your shop. 


AA IATA 


TIME SAVING, 
MONEY MAKING 
EQUIPMENT 


THE LOCK FORMER  o. 


Dept. A, 4615 West Roosevelt Road 
Chicago 50, Illinois 


In Conada: Brown Boggs Foundry & Machine Co., Ltd., Hamilton, Ontario 
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“Don't let the association 
know how it can help you 
most. 

“When you attend a meet- 
ing, vote to do somethting 
and then go home and do 
the opposite.” 

‘Agree to everything said 
at the meeting and disagree 
with it on the outside.’ 

“When asked for informa- 
tion, don’t give it, but con- 
demn the association for the 
inadequacy of the informa 
tion it provides.” 

These are attitudes that 
make it difficult for an as- 
sociation to operate at maxi- 
mum efficiency and to pro- 
vide the type of service it 
would like to offer. 


Lists Causes Behind 
Wholesaler Problems 


JOHN ROBERTSON, who re- 
cently completed his term as 
president of the National 
Heating & Airconditioning 
Wholesalers’ 

pointed out the 


association, 

following 

bad practices that are respon- 

sible for some of the head- 

aches in the wholesaling in- 

dustry: 

1) Carrying poor stocks. 

2) Maintaining too open a 
credit policy. 

3) Using inadequate promo- 
tion 

i) Selling volume at below 
cost. 

5) Brokering. 

He said that these practices 
have all contributed to en- 
couraging some manufactur- 
ers to sell direct to dealer- 
contractors, thus intensifying 
wholesaler problems. 

He recommended that 
wholesalers perform all of 
their functions efficiently and 
avoid asking manufacturers 
or dealer-contractors to ab- 
sorb any of the 
volved. 


Clyde y. Marne 


EDITOR 


costs in- 
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Q..BdUCT 


PACKAGE SILENCERS 


Air Conditioning ¢ Ventilating * Cooling Towers 
High Pressures ¢ Toilet Exhausts * Wall Vents 
Ceiling Vents « Air Handling Systems 


Q... VENT 


silencers 


QUIET-VENT Silencers pro- 
Vile (=m ere) ah\-16-t-1 410)al- mm olan T-| 
cy and freedom from dis 
turbing noises coming 
through return air vents, 
yet permit the free circula- 


-P 3 j ; dlelame) m- lia. 
a... DUCT ; 4 





silencers 


Available in 200 Standard 
Sizes, Quiet-DUCT Silenc- 
efs measuring in length 
from 2 to 10 feet will pro- 
vide as much attenuation 
as a conventional lined 
duct measuring from 20 to 
100 feet long! 


MOD-U-SIZE 
Q.. DUCT 


silencers 


Available in 3 economical 
stock sizes—full size, half 
size and quarter size — 
MOD-U-SIZE Silencers can 
easily be built up in paral- 


lel or in series to meet any 

a capacity and acoustic re- 
od quirement. 
silencers 


Available in 100 standard 
sizes, Conic-FLOW Silenc- 
ers, designed especially for 
axial flow fans and the 
higher pressure systems, 
are engineered and manu- 
factured to an exclusive 
fesign for maximum atten 
uation 


Air Conditioning Department 


INDUSTRIAL ACOUSTICS 
COMPANY, INC. 


341 Jackson Avenue, New York 54, N.Y. 


CYpress 2-0180 


Specialists in Noise and Pulsation Contro! 
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Send Coupon for complete details. 


Air Conditioning Department 
Industrial Acoustics Company, Inc. Dept. AA 
341 Jackson Avenue ‘ 
1 Send Quiet-DUCT Catalogs 
New York 54, N.Y. (] Have representative call 


Name dialed Title 


Company 
Address 











City Zone ___ State 





TYPICAL CLARAGE INSTALLATION 
Problem: 5280 CFM at 112” SP 
Solution: Size 400 Clarage Centrilator, 1259 RPM, 1.87 BHP, 2 HP motor 


how to save space and money 
on your next air handling jobs 


YOURS...ALL YOURS...with the Clarage Centrilator®* 
power roof ventilator. Handles static resistances to 2”. Re- 
quires no floor space. Minimum installation cost. Unequalled 
accessibility. High efficiency for low operating cost. Ideal 
solution for numerous industrial systems such as the one 
shown above. 

V-belt driven centrifugal type with 

backwardly inclined blade wheel. ‘ ° . . n~ ° * 

1} chin, Chedinn ten U200 te Get full information on the Clarage Centrilator and its 

26,500 CFM. (Shown above with 


weather enclosure and two sides of 
air apron removed.) 


exclusive Jet Siphonem. Air Flow Director feature. Request 
Bulletin 550 or contact the nearest of our 58 sales engineer- 


ing offices today. CLARAGE FAN COMPANY, 
* Patent applied for 


Dependable equipment for making air your servant 


Kalamazoo, Michigan 
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A COMPLETE NEW LINE OF 


4 OUTSTANDING FEATURES 
for Profitable Volume Sales 


@ Power Burner—provides closer control of 
gases through heat exchanger—gives greater 
— heating efficiency and lower heating costs. 
SUSPENDED G4S 7/RED FURNACES 
Large Capacity—designed to handle greater 
priced to give youa competitive advantage in volume of warm air at higher velocity—can be 
, . . : easily connected to duct work to provide 
the commercial and industrial heating markets! iain titan adits: 
Another ‘‘First’’ for Shafconaire! A new line of suspended gas-fired 
furnaces designed right built right for commercial-industrial use— 
and priced right, too, to give you profitable, volume sales! For these 
new Shafconaires actually cost less than any other type of gas heating 
equipment of equal capacity on the market today. What’s more, Versatility—quickly, easily adapted in the field 
they’re covered by all required approvals for immediate installation. for right hand or left hand installation. 


Maximum Head Room—approved for installa- 
tion two inches from combustible materials, 
compactly designed to assure greater clearance. 





AVAILABLE IN 6 BASIC MODELS TO GIVE YOU BROAD MARKET COVERAGE 
85,000 — 97,000 — 112,000 — 142,000 — 182,000 — 252,000 BTU Output 


In addition to these six basic models, Shafconaire Gas-Fired Furnaces 
can also be supplied for duct heater applications. All models are 
furnished complete with power burner, blower, controls and with or 
without filters as desired. 








SHAFCONAIRE—the Specified Line for '59! More national chain organizations have 
specified Shafconaire this year than ever before. So get your share of this 
profitable “pre-sold”” volume—send coupon today for specifications and 


prices on the entire line of Shafconaire Suspended Furnaces. 
Quer Head edlons tue | 
/ ° OVERHEAD HEATERS, INC. @ 1612 Book Bidg. © Detroit 26, Michigan ' 


Please send complete specifications and price information on your entire 


Executive Offices: 1612 Book Bidg. » Detroit 26, Mich. - WO 2-4647 | line of Shafconaire Suspended Gas-Fired and Oil-Fired Furnaces. 
Branch Offices: New York + Chicago + Minneapolis We are] CONTRACTORS © JOBBERS (| DISTRIBUTORS 


ma" 
aoa = ie , Name__— es eee ad Title 


Company 
20 years exclusive experience in 


Add -Ss 
the design and manufacture of SHAFCONAIRE ; = . 


suspended heating equipment Oveatean HEaTERs ity Zone 
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“We accomplished 
full distribution of 
Alcoa Gutters and Downspouts 
in the first season” 








New Jersey Distributor Finds Promotional 
Aid Pays Off with New Business 


In just nine months, Bayonne Steel Products Company, 
of Newark, N. J., gained full and effective distribution 
of Alcoa® Aluminum Gutters and Downspouts—in one 
of the toughest competitive markets in the country. 

‘People can be sold on quality,” says Mr. Norman 
Herr, president, ‘“‘and Alcoa’s vast superiority over any 
competitive equipment, plus some terrific promotional 
assistance, helped keep sales at a rapid pace right from 
the start. We tied in with Alcoa, using local newspaper 
ads listing dealers who put in advance stocks of Alcoa 
Gutters and Downspouts. This, plus Alcoa’s national 
advertising and publicity, helped create demand and 
immediate acceptance. 

‘*‘With the help of the Alcoa salesman, we also devel- 
oped a demonstration kit for our dealers, including 
samples of breather vent, gutter, downspout, outlet, 
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4 


Stocks of Alcoa Gutters and Downspouts turn over fast at Bayonne Steel Products 
Company's warehouse, as a growing number of builders and homeowners insist 
on aluminum. 


» 
4 


“Tell them about the high strength and corrosion resistance of Alcoa Aluminum 
—then show them what you mean with the demonstration kit,’’ Norman Herr 
instructs a salesman. 


“Alcoa national advertising and local advertising with dealer listings played a 
large part in gaining fast acceptance of the new gutters and downspouts and in 
bringing new business into our shop,” Norman Herr, president (right), tells 
Alcoa salesman Joe Dorgan (left). With them is Seymour Herr, vice president 
of Bayonne Steel. 


miter, ends, bar hanger, Alcoa promotional material, pop 
rivet gun, rivets and a tube of sealer. For comparison 
purposes, we also included a piece of ordinary leader. 
Seventy-five of these kits are being used by our dealers. 
All report that they are a real sales clincher in demon- 
strating the high quality of Alcoa equipment.”’ 

This is only one of many sales success stories from 
distributors and dealers handling gutters, downspouts 
and other quality building products of Alcoa Aluminum. 
For more information on how you can cash in on the 
Your Guide to the Best in Aluminum Value growing market, call your 
nearest Alcoa sales office 
or write: Aluminum 
Company of America, 
1892-D Alcoa Building, 
Pittsburgh 19, Pa. 


ALCOA 0 
» ALUMINUM 





For Exciting Drama Watch “Alcoa 
Theatre,” Alternate Mondays, NBC-TV 
and ‘‘Alcoa Presents,’ 
Tuesday, ABC-TV 


Every 





No quicker way to air condition many old or new homes! 


FRIGIDAIRE TRANS-WALL UNIT 


Slides in like a drawer— 
Cuts installation cost up to 50%! 


Model AIAZ-240 (24,000 Btu/ 
Hr.) shown below. Also avail- 
able in 35,000 Btu/Hr. capacity 
(Model AIAZ-350) similar ex- 
cept for slight dimensional 
changes. 








Here’s how easily Trans-Wall 
Unit adds Dry-Cool 
comfort to any style home 


A Air-cooled, factory-assem- 
bled Trans-Wall Unit slides 
into 


B Wall opening 14” x 24” 
( AIAZ-240; 17%” x 24” for 
model AIAZ-350). 


Collar encloses wiring and 
refrigerant tubing; extends 
through sealed wall open- 
ing and 


Condensing Unit rests on 
outside mounting brackets, 
furnished. 


Coil housing installed un- 
der (or above) vertical fur- 
nace, or at end of horizontal 
furnace. 


High-efficiency, ‘inverted V’ 
cooling coil cools and dries 
the air. Utilizes furnace 
blower, filter and ductwork. 


EP a ON at 


This complete Frigidaire packaged Dry-Cooling Unit simply slides 
through a pre-made wall opening, with the coil located in a special 
plenum over or under a vertical forced warm air furnace, or at the 
end of a horizontal furnace. You and your customers save more be- 
cause all internal pre-wiring is done, refrigerant lines charged, sealed 
and checked by the factory. No plumbing for water supply is neces- 
sary. No separate ductwork or dampers. No concrete base needed. 

Sales potential? If a homeowner now has a furnace located at an 
outside wall of his home or is installing a new furnace, he already 
has two-thirds of this air conditioning system—thanks to the amazing 
Frigidaire Trans-Wall Unit. You can get a new boost to builder 
business, too, by installing the low-cost special coil plenum and sealed- 
up wall-opening during home construction, then installing Trans-Wall 
Unit later at home buyer’s option. The builder gets extra selling power 
and you get extra profit. Call your Frigidaire Representative now 
for more Trans-Wall data, or write Frigidaire Division, General Motors 
Corporation, Dayton 1, Ohio. 


Frigidaire advanced Dry-Cooling—designed with you in mind... 


cools, cleans and 


Compact horizontal unit 
ideal for remodeling market 


Here’s new flexibility to solve any instal- 
lation problem, save time and money, too! 
The new air-cooled Frigidaire Horizontal 
Air Conditioners (19,000 and 34,000 
Btu/Hr. capacities) install through-the- 
wall, in the attic, basement, in transom; 
all inside, all outside, or balanced—with 
existing ducts or special plenum as shown. 


® FRIGIDAIRE 


Built and Backed by General Motors 


“the air! 
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NEW! from STANDARD 


the SERIES 
AIR-CONDITIONING REGISTERS and GRILLES 


! 


jrommand 
Sceapmen| 


‘ere 2 
(eemmer 


if 


MODEL HO MODEL VHO 

















MODEL VM 


MODEL HVM 
ing 


ectional comfort 





Standard introduces a new line of air-conditioning registers and grilles with MODULAIRE. Standard calls 


this concept “directional comfort” and it means just what it says... the right pattern and velocity of cool 


air for any given air-conditioned space. There are MODULAIRE models available with a variety of face 
bar combinations (horizontal and vertical; single and double bank) with either opposed blade dampers 


or multi-valve louvers . . . models to fit any need... any application. Write for Standard’s new catalog! 


MODEL HO 


MODEL VM 
Single Bank Deflection Single Bank Deflection 
Register with Opposed i Register with Multi 
Blade Dampers Valve Louvers 





Double Bank Deflection 
Register with Multi- Register with Opposed STAMPING & PERFORATING CO. 
Valve Louvers Blade Dampers 


3137 W. 49th Place, Chicago 372, Illinois 


: : ; =A saar “ Gentlemen: Please send me the following < 
line of registers and grilles for all your air-conditioning, heating, and sc sla ali ele catenin cain 
two-way system needs! andar ir-c 9 g 


Mone, wo STANDARD 
Double Bank Deflection 


=| MODEL HVM 





Mai! coupon for free catalogs and information on the complete STANDARD 


| Standard Register and Grille Catalog 
INCLUDED AMONG STANDARD'S REPRESENTATIVES: 


Lee Dewhirst Clitf Derbes Associates, Inv HE. Culley Les Gary George Bolinger 
139 N. Mead 2430 N.W. 140th Street 414 W Main Street P.O Box 5/7 901 W Vickery 
Wichita, Kansas Opalocka, Florida Louisville. Kentucky Gates Mills, Ohio Fort Worth, Texas 

G. R. McKenzie Mike Mitchell Irwin |. Platsky Address 
2811 So. 20th Street West Jefferson Street 73-35 135th Street 
Birmingham, Alabama Kosciusko, Mississippi Flushing C, New York City 


Name 


Company 
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Ca// your jobber for prices, or write the nearest branch listed below. 


MIILCOR econretes vcsomen 


INLAND STEEL PRODUCTS COMPANY 
DEPT. D, 4073 WEST BURNHAM STREET + MILWAUKEE 1, WISCONSIN 


ATLANTA @ BALTIMORE ® BUFFALO © CHICAGO @ CINCINNAT @ CLEVELARN 


40 @ DALLAS @ DENVER @ 


KANSAS CITY e LOS ANGELES . MILWAUKEE . MINNEAPOLIS . NE LEANS . NEW YORK 





WHAT'S HAPPENING... 





ARI Meeting to Develop 
New Member Services 


Wasuincton, D. C. The annual 
meeting of the Air-Conditioning and 
Refrigeration Institute at Hot Springs. 
Va., May 3-6, may well be one of 
the most important in the institute’s 
history, according to Don V. Petrone. 
ARI president. Mr. Petrone urged all 
members to attend. 

He said that the meeting will be 
devoted to discussions of recommenda- 
tions for future activities and proce- 
dures designed to strengthen the or- 
ganization and bring greater benefits 
to its members. These recommenda- 
tions were developed by the board 
of directors from studies made by 
the group’s planning committee under 
the direction of Ray Serfass. 


SMACNA Schedules Convention 
For ‘Springtime in the Rockies’ 


\ 


PIKES PEAK cog railway has made reg- 
ular trips each season for more than 60 
years. Pictured at timberline (11,000 ft), 
this train travels from Manitou Springs 
to the summit of Pikes Peak. Official 


convention tours are scheduled for May 


yo 


Compares Cost of Owning, Operating 
Cooling System With Other Expenses 


New York City The question. 
How does the cost of having summer 
air conditioning as part of a year 
‘round system compare with other 
family expenses’, was answered by 
Russell Gray at the recent seminar 
on air conditioning sponsored by Car- 
rier Corp. Mr. Gray, a vice president 
of the firm and general manager of 
its Unitary Equipment Div., stated 
that a typical family is likely to pay 
no more for complete warm weather 
comfort than for cigarettes. only a 
little more than for alcoholic bever- 
ages, and far less than for owning a 
car. 

He presented probable costs in- 
curred by a hypothetical family of 
five (parents and three children) liv- 
ing in an $18,000, three bedroom 
home, in Terre Haute. Ind. This fam- 
ily is assumed to own a $3000 car 
and a television set. The annual fam- 
ily income is $7500. Both parents 
smoke and drink moderately. At the 
time they installed their winter air 
conditioning system they were fore- 


sighted enough to prepare for addi- 
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tion of cooling at a later date. 

“Suppose this family decides to add 
cooling.” Mr. Gray said. “Capitalized 
on a 20 year basis, their owning 
cost for a summer air conditioning 
system will be approximately $80 a 
year including 5 percent interest. Add 
maintenance of $25 yearly. and elec- 
tricity to operate at $31 a season 
and the owning and operating expense 
hecomes $136 a year. 

“Let's compare this with some of 
their other expenses. They trade in 
their car every three years. Assuming 
20 percent depreciation and five per- 
cent interest. their annual owning 
Add to this $12 for a 


license. $125 insurance. $100 mainte- 


cost is $638. 


nance and $208 gasoline and oil. and 
the total owning and operating cost 
annually is $1083. 

Also listed by Mr. Gray as typical 
consuming costs. including owning 
cost where there is an investment. 
were: heating. $235 annually; a mod- 
ern television set. $53; food. $1381: 
medical and drugs. $239: tobacco. 
$150: alcohol. $125. 


Even, ILt.—Program plans for the 
forthcoming convention of the Sheet 
Metal and Air Conditioning Contrac- 
tors’ National Association, to be held 
May 28-30 at Colorado Springs, call 
for forums on a variety of subjects 
including warm air heating, indus- 
trial and architectural sheet metal. 
air conditioning, ventilating, business 
managment, and labor _ relations. 
Scheduled are: 

Warm Air Heating and Air Con- 
ditioning Forum, moderated by Dee 
Cramer. Representatives of the Na- 
tional Warm Air Heating and Air 
Conditioning Association will present 
a complete explanation of the Silver 
Shield program. (All warm air deal- 
er-contractors, whether they — are 
members of SMACNA or not. are 
invited to attend this special forum 
which will be held Thursday after- 
noon, May 28. Non-members prob- 
ably will not wish to make the trip 
just to attend this one session; thus 
SMACNA is willing to open all ses- 
sions of the convention to them pro- 
vided they pay the usual registration 
fee. The only restriction will be that 
non-members may not vote on official 
association business. ) 


Ventilating and Air Conditioning 


Couch. 
Panelists will discuss high and low 


Forum. moderated by H. J. 


velocity air distribution systems. 

Industrial Sheet Metal and Venti- 
lating Forum, moderated by Richard 
Hepper. A session on plastics will be 
featured. 

Labor Relations Forum, moderated 
by D. E. Shytle. Winners of appren- 
ticeship contest will be announced 
and a plaque will be presented to 
winning local apprentice committee. 

Business Management Forum, mod- 
erated by Robert Bayless Jr. Subjects 
to be covered include bid depositories 
and the program of the Council of 
Mechanical 


Industries. 


Specialty Contracting 


(Continued on page 24) 





Revolutionary Circular Cooling Coil 
gives additional cooling surfaces in less 
space! Better condensate drainage! 
Easier installation! Unexcelled per- 
formance! 3 sizes—for 2, 3, 5 H.P. 
: Condenser-Compressor Units! 
IN ; Accessory Plenum — available for 
easy slide-in of coil — also provides for 


YEAR ’ROUND tee future installation! 


‘ Furnace Type Cooling Coil 
AIR - : } for installation within cab- 
— ; ' | inet of Combination Year 
‘Round Air Conditioning 
CONDITIONING Rugged 2, 3 or 5 H.P. Air Cooled Unit! Can be installed at 
sees Condenser-Compressor Unit is same time as heating—or 
heavily constructed for peak per- at future time! 
formance! Uncomplicated for easy 
installation and trouble-free 
operation! Underwriters’ Listed AIR COOLED 


for unsheltered outdoor installa- 


= Horizontal Fl li i 
tion! 16 Gauge Zinc Coated Cab- : = ine: Semis for + np ic 
inet has top air discharge! —>= tions! Completely insulated 


Cabinet! Built-in Condensate 








Drain! 3 sizes—for 2, 3, 5 H.P. 


PRODUCING Condenser-Compressor Units. 


Counterflow Cooling Coil is designed 


especially for down-flow installation! 
‘ . Better condensate drainage! Flexible 
installation! 2 sizes—for 3 and 5 H.P. 
Condenser-Compressor Units! 
Accessory Cabinet — available for 
— slide-in of coil — also provides Air Handling Blower-Cooling Coil 
a eC for future installation! Unit has Blower and Coil in same 


compact Cabinet! 2 sizes—for 3 
and 5 H.P. Condenser-Compressor 
Units! Accessory Intake and Dis- 
charge Plenums with Grilles pro- 
vide for air intake or discharge 
directly into the room! 


Year ‘Round Air Condition- 
the ing Unit combines complete : In COOLING 


Water Cooled Circuit with 


feat oy in HEATING... 
BIGGEST be Av Coe ith LUXAIRE 


3 sizes — 2, 3 and 5 Tons! 


PROFIT you do NOT choose 


WATER COOLED between a low price 


PRODUCIN od Water Cooled Add-On and excellence. . . for 


ing Unit can be installed LUXAIRE gives you BOTH! 
Line! 2 sizes—3 or 5 Tons See your LUXAIRE 


jobber. . . today! 
~~ jobber . . . today 


LUXAIRE FURNACES — WITH LUXAIRE COOLING — ARE UNSURPASSED FOR YEAR ‘ROUND AIR CONDITIONING ! 


tioning Units Units — Gas sg 
Fired and Oil ~ Gas or Oil Fired and Horizontal Furnaces — 
Fired — shown Fired — shown } Oil Fired — Gas Fired and Oil 
with Plenum with Plenum shown with Fired — shown with 
| Cooling Coil | Cooling Coil Counterflow Horizontal Flow 
Cooling Coil Cooling Coil 


Unit Heaters 
— 5 Sizes 
ws Gas Fired 
Conversion 
Burners 


} fi Basement Counterflow <2 
Winter Air _! Type Winter Winter Air i ‘ 
Conditioning ; Air Condi Conditioning pe *, 
Units — Gas | Gas Fired 


THE C. A. OLSEN MANUFACTURING COMPANY. .« ervria, onto 
* 


HEATING & AIR CONDITIONING UNITS 
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N F RI E . A o_o exclusive 
§ i 


FIRSTS” 


Here’s the most versatile blower 
manufactured today! The Lau Series A 
is extremely efficient in many applications 
because of its availability in such a 
complete performance range. Assorted 
wheel sizes, four standard discharge 
positions, and a wide selection of C.F.M. 
characteristics mean you can specify a 
blower that’s practically custom made 
for you... at no extra cost. 


Standard Series A features include such 
Lau exclusives as Preslok® wheels, 
eround and burnished shafting, Lau Pak 
Gold Seal bearings, tripod bearing 
brackets, heavy gauge housing supports, 
versatile motor mounts, and Lausteel 
pulleys. 


Series A blower assemblies are 
recommended for warm air furnaces, 
central air conditioning systems, 
evaporative coolers, cooling towers, and 
remote condensers. 


Write or call Lau today. We will place 
you in contact with your experienced 
Lau Sales Engineer. He’s always nearby 
and ready to help you solve any air 
moving problem. 

° mimere 
INDOOR COMFORT 
> 3 


+ tear ome ey 


The Lau Blower Company, 2027 Home Avenue, Dayton 7, Ohio. 


Other plants in Kitchener, Ont., Can., and Irwindale, Calif. 


World's 
Largest 
manufacturers 
f 





Remote Condensers 
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WHAT'S HAPPENING... 





New Ordinance to Control 
Air Pollution in Chicago 


Cuicaco—Chicago’s new air pollu- 


tion control ordinance. which be- 
comes effective May 1, is not as spe- 
cific in its requirements as are other 
of the city’s laws such as the new 
ventilation code, for example. This 
is due to lack of information and 
data on the effects of air pollutants 
and methods of controlling their emis- 


sion from various 


processes and 
sources. However. Chicago ventilat- 
ing contractors and consulting engi 
neers were told last month by Thomas 
Carey, director of air pollution con- 
trol, that his department would work 
with them to apply the regulations 
fairly and reasonably. 

The occasion was a dinner meeting 
of the Ventilating & Air Conditioning 
Contractors Association of Chicago. 
held at the Bismarck hotel, to which 
a number of consulting engineers had 
been invited. Philip Olmen. president 


of the 


Henry J. Couch, executive secretary. 


association, presided, and 
reviewed highlights of the new ordi- 
nance, Fred T. Mommsen, assistant 
director of the air pollution control 
department, explained its background 
and some of its provisions. 

Of particular interest to ventilating 
contractors are the code requirements 
relating to pollutant emissions from 
industrial processes, said Mr. Couch. 
He made spec ial note of the section 
allowing the director of air pollution 
to require proof of financial respon- 
sibility and of ability to make any 
changes that may be required aftet 
installation of any system for which 
insufficient data to estimate the ai 
pollution potential has been provided 
because a design or process is un- 
conventional or untried or because 
confidential details have been omitted. 
If adequate proof is not given, the 
director may require filing of a sure- 
tv bond. not to exceed $50.000. 

Although we can never be expected 
to be surrounded by 100 percent pure 
air, air pollution is everybody's busi- 


ness not just the department's 


said Mr. Mommsen. Too much ait 
pollution is caused by 
he stated. 


Questions from the floor indicated 


“just plain 


Ca relessness. 


concern about when plans and speci- 
fications for exhaust systems should 
be submitted to the air pollution de- 
partment for approval, when an ex- 
haust becomes a_ pollutant, ete. It 
was indicated that plans for exhaust 
systems will be submitted to the de- 
partment of air pollution through the 
department of buildings. The air pol- 
lution department, with the aid of 
a technical advisory board, expects 
to establish rules and regulations on 
the submission of plans. 

According to the ordinance, all 
plans and specifications submitted 
for approval require the seal of a 
registered professional engineer. 

John Aeberly, chief of the city's 
bureau of heating. ventilating and 
industrial sanitation, and a_ special 
guest at the meeting. advised the 
contractors “not to anticipate too 
much trouble” in complying with the 
new ordinance, and said that no 
doubt the air pollution department 
“would tie-in in some way” with the 
city building department regarding 
what plans and specifications re- 
quired approval. 


May Require Re-Use of 
Evaporative Cooler Water 


San BERNARDINO, CAILrP. The city 
council of San Bernardino has pro- 
posed an ordinance which would re- 
quire recirculation of water used in 
evaporative coolers. Passage of the 


ordinance would 


mean that home 


owners using evaporative coolers 
would have to buy pumps to complete 
the recirculation process. Comment- 
ing on the proposed ordinance, city 
building inspector Ralph F. 


said. “The 


about 10 gallons of water an hou 


Spencer 


average home wastes 
when the evaporative coolers are in 


use. 


(Continued from page 21) 


SMACNA Schedules 


Convention Forums 
(Continued from page 21) 

Sheet Metal and 

Roofing Forum, moderated by R. E. 

Walsh. Speakers will discuss curtain 


4rchitectural 


wall construction, a proposed curtain 
wall construction manual. and recom- 
mended specifications for sheet metal 
applications. 

Production Fabricators Forum. 
Panelists will explain how to establish 
a production facility. 

Meetings of the board of directors 
and of the council of chapter repre- 
sentatives are scheduled for Wednes- 
day, May 27. 


various committees. 


as are meetings of 


Thursday's program includes regis- 
tration of proxies, appointment of 
proxy committee. election of nomi- 
nating committee, and reports by the 
Activities Fund 
chairman, secretary and president ot 


treasurer. Special 
the association. 

A special program has been 
planned for the ladies which includes 
a tour of Alexander Film studio, a 
visit to the Van Briggle pottery 
studio, a card party and a millinery 


show. Entertainment 


planned for 
both men and women includes the 
banquet. a floor show, square danc- 
ing. and an evening cookout with 
grilled mountain trout heading the 
menu. 

A number of pre-convention acti- 
vities will be available. The Broad- 
moor Hotel facilities golf course. 
stables. skating rink, outdoor and in- 
door swimming pools are open 
to registered guests. Tickets may be 
purchased at the hotel for tours of 
the Garden of the Gods, Will Rogers 
Shrine, Royal Gorge, Cripple Creek 
mines, and the Cheyenne mountain 
zoo. A tour of the air academy is 
also available. Two official conven- 
tion tours to the top of Pike’s Peak 
have been arranged — one leaving 
in the morning. the other in the after- 
noon. Part of the trip will be made 
by limousine, the balance via Pike’s 
Peak cog railway. 


(More news on page 26) 


AmertcAN Artisan, Aprit. 1959 





Honeywell's new 


FITER> FLAG 


increases your business and profit 3 ways! 


1. As a premium to close builder or homeowner contracts 


2. Eliminates nuisance service calls caused by a dirty filter 


LOW RETAIL PRICE 


3. Helps sell more filters by the carton— shows customers when oe) 
filter needs replacing 


plus 
Tarsie-lit lateral 


Here at last is a precision indicator that clearly warns when 
furnace filters become clogged—shows when filter needs cleaning 
or replacement. 

When you install the new Honeywell Filter Flag, tell your 
customers about the importance of clean filters—the danger of 
underheating and undercooling that can result from dirty filters. 
Attach a sticker with your name on it to the furnace near the 
Filter Flag. It will remind your customer to order replacement 


filters from you and gives you an opportunity to sell them by the 
carton! 


Two types of Filter Flag installations available: 

1. Filter Flag mounted directly on furnace casing. 2. Filter Flag 
on furnace casing p/us warning light on thermostat subbase (used 
with Honeywell T86, T87 or T870 thermostats). A counter card 
and consumer stuffers help you sell the Filter Flag. Order now 
from your wholesaler or your nearest Honeywell office. 





Filter Flag 
on turnace (ei Releye) Jp) 
warns of 
clogged 
filter | LTE R 
—_—_——_ 

convenience Filter Flag plus 


> thermostat sub-base light 


Rives warning at thermostat 


For maximum 





4 Working demonstrator 
counter card with 


— Honeywell 
Fut we Couttol 
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WHAT'S HAPPENING... 





OHI Announces Program 
For 37th Annual Convention 


New York City 
Institute of 


The Oil Heat 
America, Inc. has com- 
pleted program plans for its 37th an- 
nual convention scheduled for Apr. 
28-May 2 at Seattle, Wash. The pro- 


gram has been set up as follows: 


{pril 28 

10:00 a.m. Distribution Div. board 
of directors and annual meetings. 
Manufacturer and Accessory Div. an- 
nual meeting, Technical Div. annual 
meeting. 

2:00 p.m. Retiring OHI board 
meeting. 

2:30 p.m. OHI annual meeting. 

1:00 p.m. New OHI board of di- 
rectors meeting (first session closed). 

6:00 p.m. OHI executive commit- 


tee dinner meeting. 


{pril 29 
9:30 a.m. New OHI board of di- 


rectors meeting (second — session 

closed). 
10:00 a.m. West 

advisory committee meeting. 


“Old 


Bendix. 


Coast regional 


7:00) p.m. 
Charles 


monies, 


Timers” dinner. 


master of cere- 


{pril 30 

9:00 a.m. Technical Div. symposi- 
um. Topics: Cloud #9 panel on oil 
burning developments for the future: 
fuel oil additives and what they are 
doing for the industry: research re- 
sults on oil-fired water heaters; ap- 


Program Promotes 
Humidifier Sales 


The Humidifier Asso 


ciation has launched a publicity pro- 


CLEVELAND 


vram designed to help dealer-contrac- 
tors sell more humidifiers in 1959. 
Major elements of the program are 
news releases which are being sent to 


all daily 


and specially written feature articles 


newspapers in the country 


which will be published in consumer 


and farm magazines, 


plications of fuel nozzles in the field. 
10:00 a.m. Annual meeting OHI 
of Washington. 
12:00 


colf tournament. 


noon Pacific Coast OHI 
6:00 p.m. Cocktail hour, dinner, 


dancing. 


Vay | 

9:00 a.m. Distribution Div. dealer 
management clinic. 

10:00 a.m. Manufacturer and Ac- 
cessory Commercial-Industrial Sec- 
tions meeting. 

12:00 noon Ladies luncheon. 

1:30 p.m. Ladies cruise Seattle 
harbor and vicinity. 

12:15 p.m. OHI pre-luncheon cock 
tail party (by invitation only). 

1:15 p.m. 37th annual OHI con- 
vention grand luncheon. 

3:30 p.m. Commercial-Industrial 


symposium (invitation only). 


Vay 2 


9:00 a.m. Distribution Div. dealer 


management clinic. (Open to all.) 
6:30 p.m. Cocktail party. followed 
by OHI of Washington annual ban- 


quet. 


(Continued from page 24) 


Takes’ Double Seal’ 
Heating Story to 
Canadian Public 


The National Warm Air 


Heating and Air Conditioning Asso- 


TORONTO 


ciation of Canada has launched an 
extensive publicity campaign, utiliz- 
ing newspapers, radio and TV sta- 
tions, to acquaint the Canadian pub- 
lic with the benefits of Certified Dou- 
ble Seal heating. News releases have 
been sent to all daily newspapers as 
well as commentators and radio and 
TV announcers explaining that the 
objective of the Double Seal program 
is to provide the public with better 
heating systems. with equipment that 
is designed. sold and installed in ae- 


NW AHACA 


cordance with recom- 
mendations. 

Under the program, furnace man- 
ufacturers agree to design and pro- 
duce equipment that meets the stand- 


NWAHACA. and 


heatine dealer-contractors 


ards set up by 
warm alt 
agree to install equipment according 
to NWAHACA recommendations. The 
manufacturer provides an approved 
seal with each furnace. This seal is 
incomplete until the warm air heat- 


ing dealer-contractor has added his 


(Continued on page x0) 


Make Consumer Want Your Product: 
NWAHACA President to Dealers 


CHICAGO Tom Byrd. president of 
the National Warm Air Heating and 
Air Conditioning Association, speak- 
ing at the opening session of the IIli- 
nois Institute of Technology college 
short course. urged dealer-contractors 
to “take a positive attitude toward 
the wants of the consumer. sell him 
on good system performance. educate 
him to want and stimulate his desire 
for quality.” 

Mr. Byrd pointed out that the aver 
age consumer is far more interested 
in an automobile. TV set. or a trip 
to Europe than he is in a heating o1 


air conditioning system. Reason for 


this preference, he said. is that the 
consumer has been educated to want 
all of these things, but that “he only 
buys a heating system when he has 
to. as a result of having either to put 
heating in a new house or replace a 
burned out furnace in an old one. 
For as long as we permit the con- 
sumer to retain this negative attitude 
about the things we have to sell him 
while he continues to be actively in- 
terested in the products of other in- 
dustries. just so long will our indus- 
iry continue to be faced with low 


price and low profit problems.” 


(More news on page 30) 
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The heavily corroded panel was not Bonderized; 
the virtually undamaged panel was. The panels 
were scratched and then subjected to the 
A.S.T.M. standard salt-spray test. In the finish 
over Bonderite, rust stopped at the scratch-mark 
— but it spread extensively over the other panel 


Continuous 8-day salt-spray 
test proves prime advantage of 


Milcor Steel Roof Deck | 


be 
Cut on-the-job damage 
with Milcor Bonderized Deck 


Prime paint that withstands salt spray for 192 hours certainly can 
take the wear and tear of shipping, storage, and erection. This often 
damages ordinary factory-applied primer. 


Milcor deck is Bonderized, fortified against corrosion. Then it is 
flow-coated with an epoxy-resin enamel, oven-baked to abrasion-resist- 
ant hardness — for the most durable finish ever applied to roof deck! 

A Milcor deck job is trouble-free and profitable for other reasons, 
also: Sheets are 24” wide and as long as 28'6” — you get fast coverage. 
Die-set ends make fitting easier, more rapid. 

Get the full story. Write today for catalog 240. 


MiLtcoR Steel Roof Deck 


INLAND STEEL PRODUCTS COMPANY Member of the «<fB> Stee! Family 


> 
DEPT. D 4023 WEST BURNHAM STREET, MILWAUKEE 1, WISCONSIN 





LO 


Three Milcor Steel Decks: 
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Milcor high-strength B-deck safely car 
ries normal loads over spans up to 10 
Wide rib-openings help to make welding 


from above easier and faste 
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HEATING EQUIPMENT 


CHECK THESE FEATURES: 


Y Compact Design 

Y Flexibility of Application 

Y Straight Through and Angle Models 
Y Mounts in any Position 

SY Components Easily Accessible 


Jf Available in all Popular Sizes for 


Natural, Manufactured and LP Gases. 








INCLUDES: 


Pressure Regulator, 
Safety Pilot, Main Valve, 
100% Shut-off and 
Safe Light. 
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McQUAY. 
NORRIS 


MANUFACTURING CO. 


ELECTRIC PRODUCTS DIVISION 
2320 MARCONI ST. « ST. LOUIS 10, MO. 


49 years in the manufacture of precision products 





WHAT'S HAPPENING... 





‘Manage Your Management’ 
NHAW Convention Theme 


REGION 10 MEMBERS AND WIVES met recently in Los Angeles to make 


plans for forthcoming national convention 


COLUMBUS, QO. Wholesalers in the 
Los Angeles area will serve as hosts 
at the International 
Spring Meeting of the National Heat- 
ing & Airconditioning Wholesalers, 
Inc., to be held May 10-12 at the 
Hotel, Los 


“Manage your management” will be 


forthcoming 


Ambassador Angeles. 
the theme of the convention, the first 
ever held by NHAW on the West 
Coast. 

Panel workshop sessions will covet 
such subjects as: How to Select, Up- 
erade and Hold Key Employees: The 
Values of Available Educational Pro- 
grams in Upgrading the Industry; 
Improving Employer-Employee Rela- 
tions in Heating and Air Condition- 
ing Firms: Master Pension Plan for 
Members and Associate Members: 
Values of a Profit Sharing Plan for 
the Industry; Why NHAW Trade 
Area Groups Should, and How They 
Can, Work with Local and State Laws 
and Licensing Boards: and Why 
NHAW Trade Area Groups Should. 
and How They Can. Work with Local 
Utility Companies in Upgrading and 
Selling Heating and Air Condition- 
ing. 

At one workshop session——‘*Ladies 
Three Ring Circus’—women will dis- 
cuss: 1) Things to do to help pro- 
mote the sale of good heating and 
air conditioning: and 2) Things I 
don’t like about the heating and ait 
conditioning business. 


A number of recreational activities 


will be offered to members and as- 


sociate members, including a deep 
sea fishing trip to San Diego, a steam- 
er trip to Catalina Island, and tours 
of Disneyland, Knotts Berry Farm, 
Alligator Farm and Marineland. Base- 
ball fans will have an opportunity to 
see the Los Angeles Dodgers at a 
night baseball game. 

NHAW has also arranged a_post- 
convention air cruise to the Hawaiian 
Islands. Those making this trip will 
leave the Los Angeles airport on the 
morning of May 13. will spend sev- 
eral days sightseeing in the islands. 
and will return to the mainland on 
the 20th or 25th. 


Canadian Home Owners 
Get Double Seal Story 


(Continued from page 26) 


portion of the seal. Completed instal- 
lations are inspected by members of 
the chapter's engineering staff. 

At a recent meeting of the board 
of directors, a motion was unani- 
mously carried that. in the interest 
of upgrading warm air heating instal- 
lations, the Double Seal program be 
made available to all persons engaged 
in the manufacture of warm air heat- 
ing equipment and /or the installation 
of warm air heating systems. This 
decision is a reversal of the chapter's 
previous policy of making the pro- 


eram available to members only. 


(Continued from page 26) 


Foreign Engineers, 
Architects Visit 
ResearchResidence 


UrBANA-CHAMPAIGN, ILL. — Re- 
search Residence No. 4. the National 
Warm Air Heating and Air Condi- 
tioning Association’s research project 
at the University of Illinois, is begin- 
ning to attract international attention. 
In recent months visitors have in- 
cluded architects and engineers from 
Argentina and Germany; heating, 
ventilating and air conditioning man- 
ufacturers and  dealer-contractors 
from Sweden; the general manager 
of the National Association of Home 
Builders of Santiago, Chile; and a 
member of the staff of the London 
School of Hygiene and Tropical Med- 
icine. Visitors are taken on a com- 
plete tour of the facilities, are given 
a full description of the studies on 
warm air heating and summer air 
conditioning being conducted at the 
residence. Edward a Brown is head 
of the project. 


LA Ok's Omission 
Of Fire Shutters 


Los ANGELES The Los Angeles 
City Board of Building and Safety 
Commissioners has approved the 
omission of fire shutters in furnace 
room enclosures of one-hour fire re- 
sistive construction. This ruling ap- 
plies provided that 1) all portions of 
any air duct within the furnace room 
are covered with 2 in. thickness of 
rock wool or glass fiber; and 2) a 
manual reset temperature limit con- 
trol switch set for a maximum tem- 
perature of 250 F is installed in the 
largest air duct from each furnace 
or heat producing device and within 
> ft thereof. Each such temperature 
limit control shall shut off the source 
of fuel supply when the temperature 
in any portion of the air duct exceeds 
250 F. 


29) 
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Motors sell 


Maybe not this fast, but with Century Electric 
motors you can cash in on added profits. Here’s how: 

Often you find jobs where selling a replacement 
motor is more practical than trying to repair an old 
one. In that case by selling a new Century Electric 
motor you do a better job for your customer and 
make more profit. 

You see many places where this can be done. For 
instance, often furnace blowers, oil burners, pumps 
and many other kinds of equipment can readily take 
a new motor. And with Century Electric’s complete 
line of motors you'll have the right motor for every 
job. A dependable quality motor that will help you 

















make a happy customer. You'll have a profit-making 
motor for all sizes, enclosures, speeds and mountings. 

And to help you sell and display your Century 
Electric motors you can get this attractive metal 
stand. It holds five motors and requires only three 
square feet of floor space. To get one just write 
Century Electric Company and order 10 motors for 
resale. The stand is yours, free of charge. You can 
have one in about a week’s time. 

For more information on how you can make 
more money selling Century Electric motors, write 
Century Electric Company, 18th and Pine Street, 
St. Louis 3, Missouri. 


CENTURY ELECTRIC COMPANY 


St. Louis 3, Missouri Offices and Stock Points in Principal Cities 


Qu 


68-23 








WHAT'S HAPPENING... 





Execs See Good 


Second Quarter 


New York City A large majority 
of the 1542 business executives in 
terviewed in a recent survey con- 
ducted by Dun & Bradstreet were 
optimistic about their second quartet 
sales and profits prospects. Seventy- 
seven percent indicated the belief that 
their sales would be higher than a 
year ago, 20 percent foresaw no 
change, and only 3 percent thought 
sales would be below last year. 
Answering questions about their 
profits prospects, 58 percent of the 
executives said they expect year-to- 
year gains during the second quarter 
and 38 percent said they hope to 
match year ago levels. Executives 
planning to build up their inventories 
outnumber those considering reduc- 
tions over three to one, but more than 
half expect to hold them at year ear- 
lier levels. Twenty-seven percent of 
the businessmen expect to raise their 
prices over last year. Seventy per- 
cent, however, contemplate no change 


in prices. 


(Continued from page 30) 


26 Graduate from Kalamazoo School; 
Qualify as Silver Shield Dealers 


PARTICIPATING in country’s first Indoor Comfort school were (back row, | to r): 
Don Snyder, John Weissner, John DeHaan Jr., A. Vosburgh, Ken Sills, Weldon Fox, 


Henry Schippers. Center row: 


Glen W. Rynbrand, Lewis Andrus, Lloyd Tassell, 


Maurice Massuch, Allan P. Tyler, Harley Monk. Seated: Robert Bailey, Ken Blanch- 
ard, Chas. Casselman, Garret J. Moerdyk, Howard Limbacher, Claude Bartholomew, 


Harold Guernsey 


KALAMAzoo, MICH. 
dealer-contractors from the Kalama- 
zoo area recently graduated from a 
school conducted by the Kalamazoo 


Indoor Comfort Bureau which was 


Twenty-six 


open to non-members as well as mem- 
bers of the bureau. Purpose of the 


school was to give the dealer-contrac- 


Chicago Area Architects, Consulting 
Engineers Favor Bid Separation 


(.HICAGO 


A recent survey of archi 
tects and consulting engineers in the 
Chicago area shows that 71 percent 
are in favor of separate bids on heat- 
ing, ventilating. plumbing and elec- 
trical contracts. This information was 
obtained from a questionnaire sent 
out by the coordinating committee 
of the Mechanical Specialty Contrac- 
tors Association of Chicago, which 
is composed of representatives of the 
Ventilating and Air 


Contractors 


Conditioning 
Association of Chicago. 
the Mechanical Contractors Chicago 
Association, the Plumbing Contrac- 
tors Association of Chicago. and the 
Electrical Contractors Association of 
the City of Chicago. These four as- 
sociations represent a total of 415 


individual contracting firms. 


Replies received totaled 133. The 
importance of the subject. not only 
to contractors but also to architects. 
is evidenced by the fact that almost 


half of 


comments in their replies, the major- 


those included 


responding 
ity of which were strongly favorable 
toward separation of all mechanical 
work from the general contract. 

The coordinating committee is ac- 
tively promoting the cause of sepa- 
rate bids, not only to eliminate bid 
shopping and bid peddling. but also 
to establish a more direct line of 
contact between the architect and the 
mechanical contractor, to give the ar- 
chitect a greater voice in the selection 
of mechanical contractors. and to re- 
duce the overall cost of building proj- 


ects, 


tors an opportunity to review the sys- 
tem design procedures outlined in the 
manuals of the National Warm Air 
Heating and Air Conditioning Asso- 
ciation which constitute the design 
standards for a Silver Shield installa- 
tion. 

Glen Rynbrand, chairman of the 
Kalamazoo Indoor Comfort Bureau’s 
educational and training committee. 
told the graduates that additional 
schools would be held “to provide 
general access to the latest research 
development in ducted air heating 
and cooling systems.” 

Classes started on Jan. 13 and 
ended on Feb. 24. The school sched- 
ule consisted of a three to four hour 
class each week. Classwork was based 
on NWAHACA Manuals 3 and 11. 

Senior instructor was Garret J. 
Moerdyk. an employee of Glen W. 
Rynbrand Co. Other instructors were 
Ward 


Brundage Co.. 


Brundage. president. _ the 
Robert 
Waalkes. product manager. Hart & 
Cooley Mfg. Co.. Holland; and How- 


ard Limbacher. engineer. 


Kalamazoo: 


Ingersoll 
Products. Kalamazoo. Tuition fee was 
$20. which covered the cost of the 
manuals. Fee for registrants who al- 
ready had copies of the manual was 
$15. 


(More news on page 34) 
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—  *F 
axial 
flow 
fans 


for 
exhaust 
of fumes 
and 
vapors... 


FOR 

STANDARD AIR 
CORROSIVE GASES 
ELEVATED TEMPERATURES 


Specify Westinghouse Tubeaxial Fans 
complete with motor and V-Belt Drive 
ready for “in-line” mounting in 

duct or stack 


Call your nearest Sturtevant Division Sales Engineer, 


or write Westinghouse Electric Corporation, 
Dept. D-6, Hyde Park, Boston, Massachusetts. 
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“POP” 


e Cut fastening time . 


e Inst 






“POP” Rivets are preci- 
sion made, hollow rivets as- 
sembled on solid high tensile 
headed mandrels. The setting 
pliers pull the mandrel head 
into the rivet from the front 
side, setting the rivet on the 
reverse side. Mandrel breaks 
under tension of up to 1600 lbs. 
and falls free. 

“POP” Rivets save 
money on installed fastening 
costs because they are so quick 
to install. Ideal for all types of 
sheet metal work. Vents, blow- 
ers, ductwork, paneling, signs, 
moldings, cabinets and a host 
of other jobs can be fastened 
quicker, easier and at lower 
cost with “POP” Rivets. They 
are available in 3/32”, 1/8”, 
5/32”, 3/16” in various lengths 
in aluminum, steel and monel. 

Call or write us today and 
we'll be glad to tell you how 
“POP” Rivets can save you 
money and where you can buy 
them. 


alled and set from 


DISTRIBUTORS WANTED Limited territories open to 
responsible, progressive firms with live-wire sales staff calling on 
sheet metal trades. A real hot item. Write today. 


“POP” RIVET DIVISION 
UNITED SHOE MACHINERY CORPORATION 


Shelton, Connecticut * Regent 5-3391 

















“POP” Rivet mandrel is placed in 
aws of setting plier while handles 





are in open position 






































punched hole. Plier handle is 





losed setting rivet. Mandrel stem 
breaks off and is discarded 


























Schematic of how “POP” Rivets 
work. Note low head profile fo 
finished" kk 








90k. Fasten thick or 
thin sheets, metal to plastic. Can 
be supplied with non-breaking 
Malelaleie-1Mlol@lriieliiite Miri iioiilels 














WHAT'S 
HAPPENING... 





ARI Guide for 
Purchasers Gets 
Wide Distribution 


A suide for 


purchasers and prospective purchasers 


Wasuincton, D.C. 


of unitary air conditioning equipment 
is now being distributed by the Air- 
Conditioning and Refrigeration Insti- 
tute. The booklet, designed to ac- 
quaint purchasers with the certifica- 
tion program developed by ARI in 
cooperation with the National Warm 
Air Heating and Air Conditioning 
Association, is also being distributed 
through sales and distribution out- 
lets of the 33 manufacturers partici- 
pating in the program and through 
dealer-contractors handling certified 
equipment. The booklet explains the 
program in detail, tells of the various 
tests made to assure that “certified” 
units are rated according to applica- 
ble ARI standards. and lists the 
names of all of the participating com- 


panies, 


LPGA Convention 
To Emphasize 
Marketing Problems 


CHICAGO Idea-swapping sessions 
for personnel engaged in marketing 
operations will be a feature of the 
Liquefied Petroleum Gas _ Associa- 
tion’s 1959 convention and trade show 
scheduled May 3-6 at the Conrad Hil- 
ton hotel. The panels, which will cov- 
er such subjects as management, ac- 
counting, load balancing and adver- 
lising, were planned in response to 
requests of numerous marketing offi- 
cials to conduct meetings designed 
specifically to help key marketing em- 
ployees learn more about their jobs. 
Other sessions will cover problems of 
producers, equipment manufacturers 
and suppliers. Some 4000 visitors are 


expected to register. 
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the quality tells...the quality sells 
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Fits in as little as 33/s square feet! 
Features Dura-Tube Gas Heating Heart 
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WESTERN UNION 








HARRY C. GURNEY, General Sales Manager, 
Janitrol Heating and Air Conditioning Division, 
Surface Combustion Corporation, 


Columbus 16, Ohio (in Canada: Wire Moffat’s Ltd., Toronto 15) 
RUSH ME FACTS ON JANITROL’S SELECT DEALER PROGRAM. 


Name 
Address 











WIRE COLLECT | 
FOR PROOF... | 


You'll do better by far as 
a Janitrol Select Dealer! 


Janitrol’s Select Dealer Plan does what other plans can 
only claim to do...adds new depth and dimension to 
Dealer Growth and Profit Potential! 


HERE ARE THE HIGHLIGHTS... 


The Finest Factory Technical Training Program in the industry .. . tuition-free for 
Select Dealers! 


Personalized Dealer Management Services . . . expert guidance in all phases of 
management, including sales training, recruiting, accounting, advertising, and 
engineering available to Select Dealers at no cost! 


Dealer Information Service . . . authoritative newsletters, bulletins and periodicals 
keep Select Dealers up to date on latest developments in equipment, applications, 
service and merchandising slants! 


Regular Regional Meetings . . . bring Select Dealers and Janitrol personnel to- 
gether for stimulating discussions of merchandising, management, engineering and 
other subjects pertinent to dealer growth and profit! 


Liberal Dealer Stocking Pians . . . assures the equipment required by Select 
Dealers will be on hand when needed. 


Free Retail Salesman Training and Aids . . . Janitrol helps recruit and train sales- 
men for Select Dealers. Provides proven, sales-clinching presentation manuals 
for cooling, heating, and new home builder selling! 


Protected Territories . . . Select Dealer Franchises in any market area are limited. 
No “free-wheeling” franchising to choke off profits! 


Powerful Planned Co-op Advertising . . . a year-round program of hard-hitting 
local level advertising and promotion prepared for you by experts! 


Powerful National Advertising . . . to create demand in your own local market for 
Janitrol products—back up your sales and promotion activities! 


Promotion Package Worth $300.00 . . . for newly franchised Select Dealers. 
Includes illuminated signs, floor and window displays, colorful literature, demon- 
stration kits, etc. 


Yellow Page Telephone Listings . . . reserved for you, as a Select Dealer, in your 
own local phone book under the JANITROL headings. 


Competitive Pricing . . . made possible by famous Janitrol advanced engineering 
and new automated production lines. Puts Select Dealers in the driver's seat with 
quality at low cost! 


The Top Brand Name . . . Janitrol leadership in design and quality is nationally 
recognized and acclaimed. Over two-million Janitrol units have been sold! 


14 A Great Line To Sell, a Full 


Line to Sell, topped by the One and 
only Win-Sum- Matic! 
Win-Sum-Matic is the year ’round 
conditioner designed with you in 
mind! It’s years ahead in design 
and performance .. . offers a 20- 
year warranty on the heat ex- 
changer, and new time-saving ease 
and simplicity of installation. 
There’s new freedom of acces- 
sibility for adjustment and service, 
too .. . new quietness and thrift in 
powerful air cooled cooling and 
clean gas heating! And to top it off, 
surpassing new beauty and refine- 
ment of line and color. . . the trim, 


slim “‘look of the future” packed with sales appeal. 
Get the full story on Win-Sum-Matic and other quality 


products in Janitrol’s full line . 


. . Plus the fabulous SELECT 


DEALER PLAN! WIRE COLLECT RIGHT AWAY! 


, ie 


an 


Exclusive Pride 0’ Yard Compressor- 
Condenser is low, streamlined, beautiful. 
Top-mounted fan boosts cooling per- 
formance . . . operates up to 125° F. 
Throws exhaust air upward . . . protects 
plants and shrubs. 


be a 


rN tno -t') 


Select 
Dealer! 


WIRE TODAY COLLECT FOR ALL THE FACTS 





¢ doowattoaig Cetus 
aud Grille —The World Own 


The HIGHEST QUALITY — The MOST COMPLETE LINES — From The Industry’s FINEST Facility. 
The No. 1500 ROUND CEILING DIFFUSER The No. 2500 SQUARE CEILING Diffuser 
REALLY ‘The BEST For LESS’’—- DESIGNED To COMPARE with Higher Priced LINES. 





No. 1500 U.S. ROUND CEILING DIFFUSER No. 2500 U.S. SQUARE CEILING DIFFUSER 


Both No. 1500 Round and No. 2500 U.S. Square CEILING DIFFUSERS May be Equipped with the Smoothest 
and Most PERFECT Knob-Operated Bi-Valve Damper—An Original U.S. FEATURE. 


U.S. OFFERS Your CHOICE of PERIMETER FLOOR DIFFUSERS 


The NEWLY DESIGNED No. 410 U.S. DIFFUSER FLOOR REGISTER 


FULL ONE INCH WIDE MARGINS to Cover Crackage left grees of Air Flow. A Smooth Geared Lever Operation— 
by Over Sized FLOOR OPENINGS. Heavy Gauge grille with Set-Lock for Balancing the Job. SEAMLESS Smooth 
bars Curved to increase Air Deflection. Graduated De- Corners — No Cracks or Breaks as in some Makes. 


- : Perspective View of the Brand NEW LINE of 

; No. 410 U.S. DIFFUSER FI Registers. Super i 

P| J | | | | [ l LLGGaatl | | | | | | | | | I STRENGTH—SUPREME in QUALITY SUPERB 

BULLI LLC OS BBB ee att in PERFORMANCE. SELECT The No. 410—The 
BEST in Floor Diffusers. 


Sy 


No. 413 C/tamp/lire FLOOR DIFFUSERS 


DESIGNED For Projects 
on which PRICE PREDOMINATES 


U.S. HAS IT—IF YOU MUST HAVE IT. A 
SUPER LOW COST FLOOR DIFFUSER that is su- 
perbly made but not to be COMPARED as EQUAL 
to OUR new No. 410 U.S. DIFFUSER FLOOR 
REGISTER. It is a Stamped-Face Register. The most 
perfectly constructed of its type. The Geared Lever 
actually and easily operates (compare it with oth- 
ers). The Set-Lock really functions. 


& Nina? 


UNITED STATES REGISTER COMPANY 


BATTLE CREEK, MICHIGAN 
MINNEAPOLIS ° KANSAS ciIiTY ° ALBANY 


AMERICAN ARTISAN, APRIL 1959 





It’s dealers—not manufacturers 








who get called out at night 


AMERICAN 


The manufacturer sleeps snugly— 
all night long—although the Smiths 
may call you at 2 A.M. Their 
furnace has stopped running, it’s 
miserably cold outside—and the 
baby is sick. Who crawls out of 
bed, makes the hurried service call 
in the pre-dawn darkness? Not the 
manufacturer! 

An awareness of this fact shapes 
the product and policies of 
Lennox. It's one of the reasons you, 


the dealer, are recognized as the 


most important person in the en- 
tire organization. 

As a businessman—with plenty 
of problems of your own—you're 
entitled to the very best help and 
cooperation from your equipment 
suppliers. Lennox takes this re- 
sponsibility seriously—and it’s the 
heart beat of the direct factory to 
dealer relationship. 

If you're not a Lennox dealer, 
find out now what you ve been 


missing. 


/ 
LENNOGX Industries Inc. 
Te /895 


Marshalitown, towa « Columbus, Ohio « Syracuse, N.Y. « Fort Worth, Texas 
Sait Lake City, Utah « Decatur, Ga.«+Los Angeles, Calif. « Des Moines, iowa 
Lennox industries (Canada) Ltd.+ Toronto, Montreal, Calgary and Vancouver 
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REPUBLIC 


STAINLESS STEEL 


PROVIDES UNIFORM QUALITY 


Skilled fabricators find Republic ENDURO" Stainless 
Steel makes possible workmanship of highest quality. 
Types of Republic Stainless are available with the 
properties required for a wide range of applications. 
Experienced craftsmen find that these properties are 
consistently uniform. 

Republic Stainless Steel provides bright, long-last- 
ing beauty, combined with high resistance to heat and 
corrosion. And it is ideal for those applications re- 
quiring ease of cleaning and sanitation. 

The illustration above provides a good example of 
the sureness with which a high degree of glistening 
beauty can be achieved with Republic Stainless Steel. 


In fabricating the steel sink shown, welds were made 


Ww) 


on the “wrong” side, leaving only a slight discolora- 


tion on the working side. In final finishing, the discol- 
oration was easily removed, providing a uniform, 
mirror-like surface. 

Results as impressive as this are possible when you 
specify Republic Stainless Steel. Continuous re- 


Search, testing, and experimentation enable Republic’s 


specialized metallurgical staff to bring out and 
consistently maintain the best characteristics of 
each type. 

It will pay you to get full information now on 
Republic Stainless Steel. Contact your local steel 
service center, your Republic sales office, or mail the 
convenient coupon. 
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— FOR SUPERIOR FABRICATION 


a. 

CONSISTENT PAINT-HOLDING CAPACITY makes Republic Electro Paintlok 
ideal for water cooler housings, or for exterior panels of ranges, freezers, 
dryers, washers, air-conditioners, and other major appliances and cabinets 
for home, commercial, and industrial applications. Produced by electro- 
galvanizing and a chemical treatment process for paint adherence. Electro 
Paintlok Sheets are shipped from the mill in prime condition for painting. 


TEE 


Wolds Wideat Kange 
% Standard Stacks anil 
Stack Produdg 
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SUPERIOR FABRICATION FOR OUTDOOR REQUIREMENTS is a char- 
acteristic of Republic Galvannealed Sheets. Experience proves 
its durability, even when only one side is painted. Hot dip gal- 
vanizing plus special heat treatment gives Galvannealed its 
weather-resistant qualities plus a surface exceptionally well suited 
to take and hold paint. Forming operations fail to damage these 


outstanding surface characteristics. Flaking or peeling is practically 
eliminated. 


——- QUALITY of Republic Continuous Galvanized 


Sheets provides the rigidity and corrosion-resistance required for 
quiet, economical, trouble-free air conditioning and warm-air 
heating duct work. The tight, galvanized coating will not crack, 
flake, or peel under any operation permitted by the base metal. 


REPUBLIC STEEL CORPORATION 
DEPT. AA-7426-A 


1441 REPUBLIC BUILDING + CLEVELAND 1, OHIO 


Please send more information on: 
Stainless Steel O Electro Paintlok Sheets 


Galvannealed Sheets OContinuous Galvanized Sheets 


Name I 


itle 
Company 


Address 





NOW SOMETHING BIG HAS 




















THE CARRIER CLIMATE CENTER REPORTS: 


1 heating or cooling cycle; 2 fan operation; 3 night set- 
back; 4 indoor temperature setting; 5 filter cleanlinesst ; 
6 pilot light operation+; 7 condensate operationt; 8 com- 
pressor performancet; 9 outdoor 














temperature; 
10 time and night setback indicator; 11 barometric 
pressure, and 12 indoor temperature and humidity. 



































tOptional 
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HAPPENED TO AIR CONDITIONING! 


The Revolutionary New 
Carrier Climate Center 


gives homes new mastery of indoor climate 


...another spectacu/ar Carrier first! 


Ever sat behind the controls of a plane? Or 
stood on the bridge of a ship? Then you have a 
fair idea of how you’ll feel when you stand in 
front of the Carrier Climate Center. 


This handsome 8-by-14-inch wall panel 
which installs between studs is more than a 
weather bureau... which it is. More than a 
control board... which it is. More than an 
automatic monitor that reports on the opera- 
tion of a Carrier air conditioning system... 
and it’s that, too. 


The Climate Center is the heart of a Carrier 
air conditioned Weathermaker* Home. Here 
your customer is master of the well-being of 
his family. He can see the performance of his 
system—and be able to precisely control it. See 
what the weather is outside—and what it will 
be like tomorrow. And see new ways to effect 
economies. One example: a timer that can be 


preset to automatically lower the temperature 
in the house during sleeping hours. Another: 
a warning light that signals when replacing 
filters will improve efficiency. 

Now your customer can watch—as well as 
experience— perfect climate control in opera- 
tion. He can custom-tailor indoor climate to 
the preferences of his family. And be sure that 
he’s always getting the best from his system — 
the all-season comfort, the cleanliness, the health 
that truly fine air conditioning provides. 


CARRIER DEALERS HAVE A 1-2-3 PUNCH! 


The greatest name in air conditioning to sell... 
plus a complete line that permits you to air con- 
dition any home... plus the Carrier Climate 
Center —the most exciting new merchandising 
idea in years! Get the details on a Carrier fran- 
chise today. The Carrier distributor to contact is 
listed in the Yellow Pages. + Rey. ULS. P 


wt. on 


MORE PROOF OF 


BETTER AIR CONDITIONING FOR EVERYBODY 
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EVERYWHERE 


Carrier 








*‘Sometimes I 
think this 
poor territory’’ 


You can find live prospects and the kind of business you want 
— through DODGE REPORTS 


If you're looking for profitable business in the new construc- 
tion field, information and timing are vital. You need detailed 
facts on what’s going on in your market every day. You need 
to know when and where to act. Only in this way can you 
go after the kinds of jobs that will do you the most good. 
That’s where Dodge Reports come in! They’re mailed to 
you daily. They tell who’s going to build what and where 


in your area...in the types of construction in which you're 
interested. You know at once whether any given project is 
right for you. Follow-up reports tell you when bids (or 
rebids) are wanted—and even with whom you're competing. 

If youdo business anywhere within the 37 eastern states, let 
us show you how Dodge Reports can improve your operation 
and your profit picture ... keep you ahead of competition. 


WRITE FOR FREE BOOK 


F. W. Dodge Corporation, Construction News Division, 
119 West 40th Street, New York 18, N. Y., Dept. AA49 


~ 
Send me the book “Dodge Reports How to Use Them Effectively b 
and let me see some typical Dodge Reports for my area. I am interested 


in the general markets checked below. 


House Construction General Building 


Engineering Projects (Heavy Construction) 


Area 
Name 
Company 
Address 


City 


Dodge Reports 


For Timed Selling 
to the Construction Industry 
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A name you can fruet... 








SCREWS* 


Gave money by ueing the BEST/ 


Top quality 
“duct shop” packing. 
All cadmium plated. 


METAL FAB* 


Hi-V* 
REGULATOR 
GRIP-LOC* AND QUADRANT SETS Complete 
Quality flexible connectors Rattle free . . . no air leakage turning vane 


-++ easiest to use. - « « positive lock, assembied in 3 easy steps. 







P-K" DAMPER 
REGULATORS 





P-K 
UADRANTS 
. a Se ae ie The proper control 

<a er ae for every job — big or small. 





Patented 


ane was 





oxirgn To pucToo? 
(A-22° eee 
NEVA-BIND BLADE KIT* & INSULATION 
' OPAX" DAMPER HARDWARE ADHESIVE 
a Make quality dampers. Proven quality, 


Parallel — Opposed yet most economical. 


DUCT TAPE” 
Seals insulation and 
pipe joints and stays on! 








nla. ra 


SEP eet 








SHUR-GRIP* FILE OX* AND Xx* 
RAMEX* AIR HAMMER’ PORTABLE SPOT WELDER AND SOLDER HANDLES METAL PUNCHES 


ele) leokiod 4, | mele) ite] 7 wale], 
ROUTE 110, FARMINGDALE, NEW YORK 


Canadian Distributors— igias Engineer , id hont "2 


New Product Information Available . . . Write NOW! 


THE GREATEST NAME IN SHEET METAL SPECIALTIES 





Write for your Duro-Dyne catalogue now 


PREMIUM COOLING 
Does NOT Cost too Much...if itis... 


Air Cooled Units ‘i? Water Cooled 
Top rated 2, 3 or 5 H.P. Air Cooled | 1 pt Units 


Condensing Unit . . . Underwriters’ 
Listed for outdoor installation .. . 
constructed of 16-gauge Zine Coated 
Steel ... Upward Air Discharge... 
sensationally rugged and efficient! 





Unexcelled Combination Year 
‘Round Air Conditioner provide 
on ‘ 2,3 or 5 Tons of Cooling with Gas 
"Sate tl — Type ‘= or Oil Heating in the single, com- 
et rs ally sens — ' pact Unit! Can be either Water 
lated Enameled Casing = Cooled or Air Cooled! 

... equipped with 
flanged Duct Connec- 
lL nig Round, or Oval, tions ... sizes for 2,3 o1 
Plenu Type Evaporator 5 H.P. Condensing Unit! 
Coil hes inereased cooling 3 or 5 Ton Water 
ares educed space ; Cooled Add-On 
improved drainage ... easier Unit provides 
Ingenious Counterflow high capacity 
Evaporator Coil . . . spe- cooling when in- 
cially designed for Counter- stalled 
flow application ... affords 
Inexpensive accessory more elficient drainage ... 
Plenum provides slide-in peak performance with 3 or 


installation — or future addi- / - 5 H.P. Condensing Unit! 
lion « oil! : 


. 


to install . . . exeeptional 
performance in sizes matched 
t@ « or 5 H.P. Con- in combi- 
densing Unit! nation with Fur- 
nace — or as 
separate Summer 
Air Conditioner! 

Accessory Enameled Cas- 
ing available for slide-in 
installation — or future ad- -<------ 
dition of coil! 








If you want to prove to 
your builder, architect and 
' ——— homeowner customers that 
Evaporator Coil for Com- : ; 


Ad ble BI Coil Uni bination Year “Round Air — better Cooling does not cost 
daptable ower-Cot nit com- Conditioner fits into space _ 
: : : 00 oh ¢ 
bines Blower and Evaporator into provided within furnace —— toe maee aes yous 
a compact Air Handling Unit — 


or 5 BLP. Condens! Be casing — sizes for 2,3 0r5 Jt a Moncrief Wholesaler for 

we ‘ “ +. one on et H.P. Condensing Unit! the new, low Moncrief 
vailable with accessory Intake ° . ' 

and Liiseharge Plenum-Grilles ! preces, BOW: 











Premium YEAR ‘ROUND Air Conditioning is MONCRIEF Heating ... plus MONCRIEF COOLING! 


Fi Gas Fired and y F we Na oa T Gos Fired and I £¥ { 
| 6 " ired anc ire asement Oil Fired | Be ——_ uc F 

il Fired Winter Type Winter Counterflow a al 
} Air Conditioners Air Condi- Units... | Gas Unit 
Counterflow Gas Fired and Oil Fired Heaters 
Evaporator Horizontal Furnaces 5 Sizes 


| Plenum Type tioners ... 
Evaporator Coil Duct Type 
Evaporator 3 oi ... Duct Type | 
NY Coil 7 ‘ Evaporator Coil Gas Conversion 
Burners 


THE HENRY FURNACE COMPANY «© Medina, Ohio 


—<—==!] 


/MONCRIEF 


RNACE PIPE AND FITTINGS 
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f ‘ 
AMERICAN STEEL 


“™ O3e 
Al SHis8 


7 


WAREHOUSE ASS'N 


In back of this symbol is a unified campaign to 
make every steel service center more efficient 
and more productive, for you. Today’s Modern 
Steel Service Center enables you to: 











REDUCE CAPITAL EXPENDITURES 


You can operate with realistic inventories, freeing 
capital for more profitable purposes. 


REDUCE OPERATING COSTS 


Stacking, sorting, storing, cutting—every opera- 
tion on a piece of steel adds to operating costs. 
Modern Steel Service Centers eliminate many 
pre-production services, and do the needed ones 
economically because their equipment and spe- 
cialized manpower are used full time. 


WY. Plants and Service Centers: 


Los Angeles + Kenilworth (N. J.) * Youngstown «+ Louisville (Ohio) « Indianapolis + Detroit 


Jones & Laughlin Steel Corporation ~- 


STAINLESS and STRIP DIVISION « 





























Symbol for Savings 


REDUCE OVERHEAD COSTS 


Obsolescence, taxes, insurance, accounting, rent, 
heat, light — all overhead items which are too 
easily forgotten although they add to production 
costs. Modern Steel Service Centers eliminate 
these costs to you. 


Using a Modern Steel Service Center is Like 


Adding a Money-Making Department to Your Plant 


STAINLESS 


SHEET > STRIP + BAR + WIRE 


Box 4606, Detroit 34 





New!...from American-Standard Air Conditioning Division 


Here’s a top-quality, 
condensing unit — 

















st ; Hila \ ; 
ir tg Lid oa i) VY 
ae Ph Pee ee 











Here’s the “hottest” cooling combination on the market: the all-new 
AC-B Condensing Unit and one of these advanced-design evaporators! 


There’s an American-Standard evaporator for every 
installation—big home, small home, any size home 
(and for small commercial jobs, too). Four models— 
RC-V, RC-H, RC-C and RC-B—for every furnace 
and ductwork design, and in capacities for 2-, 3-, 4- 


and 5-hp installations. All units have the added 
feature of an expansion valve with a thermally aged 
diaphragm for longer, more reliable service. Be sure 
you see the new “spec”? sheets—and the new low 
prices—at your distributor now! 
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name-brand 
at an unbeatable price! 


Here it is—the finest condensing 
unit on the market! 
It’s the all-new AC-B condensing unit in 2-, 3-, 4- 


and 5-hp sizes. If you haven’t seen the “‘spec”’ 
sheets on this equipment, be sure to contact your 
American-Standard Air Conditioning Division dis- 
tributor today. And be ready for a surprise when 
you see the prices! For example, the suggested deal- 
er price for the AC-2B, a 2-hp unit, is only $361.84. 
And this value is typical of the whole line! 


New AC-B has improved design throughout! 


To start with, the AC-B is one of the most com- 
pact, easy-to-handle units made. This fact, plus 
these really advanced design features, gives you 
a solid sales advantage: 
e Controls are sensibly located so you can reach 
them easily. 
Suction and liquid line valves in front for simpli- 
fied servicing. 
High-voltage line current is supplied directly to 
condensing unit. 


Relay control panel has improved-design delay 

sequence feature. 

Entire electrical system approved by Under- 

writers’ Laboratories for outdoor operation. 

4- and 5-hp units have two condenser fans and 

motors for maximum cooling efficiency. 

Add to the new AC-B any of the American- 
Standard evaporators, and you have the finest 
cooling system made. 


LOOK!—A special bonus that puts 
money in your pocket! 

You get extra profits for buying American-Standard 
Air Conditioning Division equipment now, during 
the special ‘““Bonus Bonanza’”’ offer. With every 
air conditioning unit you buy before March 31, 
1959, you get two bonus certificates. These certi- 
ficates are as good as cash. You can use them to 
buy anything your distributor handles. Tools, 
fittings, replacement parts, units... anything! 
It’s a real Bonus Bonanza! 

See your American-Standard Air Conditioning 
Division distributor today—he’ll fill you in on 
the money-making details. Call him right now! 





ACP—unmatched for price and value! 


; : nee Bi ice 
It’s been called “the most underpriced air conditioning PM py 


unit on the market!’’ But don’t let the price fool you— ibaa , 
the ACP is a finely engineered quality unit. Just com- —— 
pare these features with any other package unit: twin 

compressors give continuous air circulation and positive 

humidity control, with either full- or half-capacity 

cooling automatically controlled by a thermostat; ex- 

clusive heat exchanger cuts refrigerant temperature by 

an extra 20 degrees; specially designed condenser fan 

gives unmatched cooling efficiency. And the ACP is 

protected by a full Five-Year Warranty! 


ANN 


ANNAN 











American-Standard and Standard® are trademarks of American Radiator & Standard Sanitary Corporation 


American-Standard 


AIR CONDITIONING DIVISION 
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CERTIFIED STouy- 


lectric 





NO. 260 — 262 

On No. 260 Super Screwdriver the 
operator controls the tightness with which 
a screw is set by the amount of pressure he 
applies. The 


equipped with reversing switch. 


«” Hex Drive takes shanks for clutch 
head screwdriver bits, Reed and Prince, Standard 
screws, Phillips, and socket head (Allen Type). 

On the No. 262 Super Screwdriver tightness is 
pre-determined by adjusting the clutch. Both models 


242 


It fits the hand, and operates in 
restricted space like no other 

electric screwdriver. It quickly 

drives or removes all types of screws. 
No. 242 has a positive clutch; the 
operator controls the tightness by the 
amount of pressure applied. No. 246 


has a 


n adjustable clutch, so that it can be 


preset for any uniform degree of 


tightness desired. 








SIOUX HIGH-SPEED STEEL 
TEETH HOLE SAWS 


will cut holes from 54” to 6” in diameter, in any 
free machining material to a depth of 1%”. 
Alloy or stainless steel may be cut at slow 
speed. High-Speed teeth welded to chrome- 
vanadium body give maximum life and cutting 
ability. 





1” H.D. DRILL 
No. 1579 


POWER* SPECIFICATIONS SIOUX ELECTRIC DRILLS 
When it’s a SIOUX you know what it will do 
Oz. Ft. 


Torque at 
Load Speed 


a" & %" 
H.D. DRILLS 
No. 1560, 1575 





Oz. Ft. 
Torque 
Peak Load 
8.8 
16.8 
16.7 
16.7 
108.0 
222.0 
135.0 
96.0 
45.0 
85.0 
222.0 
252.0 
400.0 
748.0 
800.0 
32.4 


No Load 
Speed 
2250 
1600 
1650 
1650 
400 
525 
925 
1250 
1650 
925 
525 
525 
400 
400 
350 
1600 
950 
625 
950 
625 
1600 


H.P. and R.P.M. 
at Load Speed 
5/64 1525 
7/64 1140 
3/32 1060 

1060 
275 
370 
670 
860 

1060 
670 
370 
325 
260 
205 
200 
960 
575 
375 
575 
375 
960 


Catalog 
Number 
1475 
1480 
1485 
1495 
1498 
1510 
1517 
1519 
1525 
1541 
1548 
1550 
1560 
1575 
1579 
1472 
1473 
1474 
1477 
1478 


H.P. and R.P.M. 
at Peak Load Speed 
7/64 1050 
32 790 
620 

620 

215 

230 

540 

500 

680 

540 

230 

175 

155 

125 

115 

720 

430 

280 

430 

280 

720 





V2" H.D. DRILL 
No. 1550 


uw 


w 
owowor~ 


Yo" STD. 
DUTY DRILL 


complete 
No. 1510 


specifications 


SEE THE 
NEW 
SIOUX 
CATALOG 


SO WWHO 


Ye" & 5/16” 
H.D. DRILL 
No. 1517, 1519 





Yo" SLOW SPEED 
DRILL No. 1548 
































when it’s a SIOUX 


” 


J # 3 iw eae sa, 
Pes a ee FF A 
a aS wee Me fe A 
a oillins 4 i Oe 


The Horsepower and torque for each Sroux drill is rated, stated, and certified. 
It isn’t necessary to buy just a drill. When it’s a Sioux you know what it will 
do. See the power specifications for Sioux Electric Drills in this advertisement. 


Styoou Fourcrad) Ya and Ye" - 


Here is super power to provide all the torque 
necessary for any operation where this type of drill 
would normally be used. (See specifications) And there’s 
a vga’ — or an on new design in 
which the brushes have been located at the fan position i 3/." 
at front of the drill. The advantages include cooler Ya" No. 1472, } ae 
running, and easier inspection and replacement of motor 1473,1474 : : 
brushes without partial or complete disassembly of the 
tool. Ball and roller bearing construction, with finest 
precision gears and mechanical design have achieved a 
new high in output efficiency. 





All time sales champ 


The SIOUX No. 1495 Y%” ALL ANGLE DRILL 
Year after year this is a top seller in the SIOUX line. It’s popular 
with almost everyone—auto mechanic, sheet metal worker, 
electrician, shipbuilder, woodworker, assembly line, factory 
maintenance man. It fits the hand and operates in restricted 


space like no other tool. It’s a most convenient handful of 
rugged power. 


Leading distributors 
everywhere display z Yq" H.D. DRILL 
and sell Certified = . , 
SIOUX power drills. a> ae ieee: 


AUTHORIZED SERVICE a wanes i 525 
AND DISTRIBUTORS ; 


a a 
IN PRINCIPAL CITIES noe ~Nethe)) Va" H.D. DRILL 
ye No. 1480 SEMI 


ty Jf BALL BEARING 

















Yo" LT. re! 
DUTY DRILL 
No. 1498 











Ya" DRILL 
No. 1485 


ALBERTSON & CO., INC. 
SIOUX CITY, IOWA, U.S, A. 
AIR IMPACT WRENCHES © AIR SCREWDRIVERS « ‘PELICAN’ NUT ACCUMULATORS « V4" DRILL 
ELECTRIC IMPACT WRENCHES «© DRILLS * GRINDERS * SANDERS « POLISHERS * VALVE No. 1475 
FACE GRINDING MACHINES ¢ SCREWDRIVERS + PORTABLE SAWS «© FLEXIBLE SHAFTS 
e ABRASIVE DISCS 











No. 1042. Adjustable, 8-12", 
Depth of cut, 24%". Wood handle. © 


CRESCENT HACKSAWS 


have what it takes 


Depth of cut, 34". Neoprene handle. 


Strong, rigid, well-balanced Crescent Hacksaws are 
designed for the exacting mechanic. Choose from five 
popular patterns having wood, steel or Neoprene 
handles and nickel or chromium plate finish. The 
Neoprene handles are far superior to plastic. They are 
impervious to oil and acid, unaffected by 

extremes of heat or cold, have high 

dielectric value and are practi- 

cally unbreakable. 


Crescent is our trade-mark, registered in t 





= 
“a v 
<<? 


NO. 1047. ADJUSTABLE, 8-12”. 
DEPTH OF CUT, 31/,". 
STEEL HANDLE. 








No. 1044N. Solid frame, 12”. Depth of 
cut, 34%". Neoprene handle. Also 
No. 1044 with steel handie. 


SOLD BY HARDWARE DEALERS 
AND INDUSTRIAL DISTRIBUTORS 
Everywhere 


Sign of lhe CbHisan 
Symbel of Ereellence 


he United Stotes and abroad, for wrenches and other tools. Sold by leading distributors and retcilers everywhere and made only by 


CRESCENT TOOL COMPANY, JAMESTOWN, 


NEW YOR K 
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FRASER-JOHNSTON © 
Air Conditioning Installations 


When you sell quality air 
conditioning, you sell com- 


fort, health, 


cleanliness, 





happiness for users.. 


.and 
PROFITS for yourself. 


You can protect your cus- 
tomers against disappoint- 
ment and protect yourself 
against profit-killing serv- 
ice, call-backs, and price 
adjustments by selling only 
top quality equipment... 


FRASER-JOHNSTON! 


rter century ee 
Gir. 


-—— 
es 


ar 


= “7 
Ll 


H STREE 


ANCISCO, CALIFORNI 
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USEL 


AND KEEP DEALERS 
HAPPY, TOO! 


Increased profits for you 
come from FRASER-JOHN- 
STON top quality engineer- 
ing and construction, which 
assure you... 

FAIR MARGIN 

EASIER SELLING 


SATISFIED 
CUSTOMERS 


EASIER...FASTER 
INSTALLATION 


PROPERLY SIZED 
INSTALLATIONS 


FEWER CALL BACKS 


Manufactured by 


ohistou 





ABSOLUTELY 
DEPENDABLE ~ 
DELIVERY 


With Ryerson immediate service, you 
get delivery of every requirement ex- 
actly when you need it—where you 
need it—every time. This is priceless 
assurance when delays could cause 
idle manpower or even lost business. 
For galvanized sheets—or for any type 
of steel—look up to dependability .. . 
call your nearby Ryerson plant. 


SIX-WAY RYERSON SERVICE 


1. Exact length on net weight basis 

when your order is cut from stock 
width coils, we furnish 4’ to 16’ lengths 
in !,” increments. 


2. One sure source for all require- 
ments—whether steel is plentiful or 
scarce, nobody approaches the size 
and variety of Ryerson stocks. 

3. Correct weight — and fair prices 
year in and year out. 


4. Good packaging — tightly banded 
steel, skidded with sound lumber, cuts 
labor costs, protects steel, makes han- 
dling easier. 

5. Ryerson Certified Quality — all 
Ryerson steels are backed by rigid 
quality controls to protect you fully 
on every purchase. 


6. Absolutely dependable delivery 

a priceless assurance when delays 
could cause idle manpower or even 
lost business. 


@, RYERSON STEEL 
sy 


Member of the <Q Stee Family 


NATION'S MOST COMPLETE SERVICE ON STEEL .. . ALUMINUM... PLASTICS .. . METALWORKING MACHINERY 


SERVICE CENTERS IN PRINCIPAL CITIES COAST TO COAST 
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Time to Review Your Sheet Metal Business 


JUST AS MANUFACTURING plant owners must update their factories 
and equipment to produce better products at lower cost, so must a sheet 
metal contractor periodically examine his techniques and procedures—not 
only in the physical plant, but also in the front office, where policy is for- 
mulated, various departmental operations are coordinated, selling methods 
are developed, etc. 


Assembled in this issue you will find one of the most complete “refer- 
ence manuals” ever published on the reasons for and the techniques of 
modernizing a sheet metal contracting business to make more money. 


Keeping shop in the old-fashioned sense is not enough in these days of 
fast moving, competitive marketing. Outdated methods of keeping records, 
fabricating and installing sheet metal products add enormously to operating 


costs, at a time when gross margins have shrunk and net profit is being 
squeezed. 


Sheet metal contractors can borrow a page from industry's production 
efficiency records to develop simpler, more economical and practical meth- 
ods of putting their products on the market—to “streamline” their busi- 
nesses, so to speak. 


Actually, modernizing a business goes far beyond updating the physical 
plant and front office operations. It must also include developing new ap- 
proaches to selling and attracting business to the company. With this task 
in mind, American Artisan has developed and tested three check-lists to pro- 
vide sheet metal contractors with a really productive method of locating 
prospects and creating new markets. 


Merchandising a sheet metal contractor’s services is not as easy as pro- 
moting certain physical products such as washing machines, television sets, 
autos and electrical appliances. However, many of the techniques used in 
promoting these products can be adapted to sheet metal contracting. 


Several of these tested methods are reported in this special compilation 
of recommended sheet metal contracting practices. 


Competition isn’t going to become lighter in this industry—far from 
it. Only the sheet metal contractor who gears his operation effectively to 
offset competition will continue to earn a fair profit on the valuable serv- 
ices he performs for his customers. 





THE FOLLOWING 28 PAGES are devoted exclusively fo money-making, 
“money-saving ideas for sheet metal contractors. In this special sec- 
tion. you'll find: 1} a comprehensive analysis of six vital points 
which contribute to the successful operation: of any sheet 

~ metal business; and 2) three sales-building check-lsts - 
designed to promote your sheet metal prodicts. and 

services. in: the markets. you want to reach with ~ 

your sales promotion. Here’s a lineup. of the 

articles which ate presented In this section: * al 


How to increase profit in ‘the sheet metal 
business office 2.45. .65.. . page 56 
How to lay out a sheet metal shop for | 
efficiency... 2. ket page. 59 
How. to select shop tools ;..... . page 62 
How to build sheet mefat sales’ -page 66 
How fo estimate duct.costs + os page 76 
How. to fabricate sheet metal specialty 

products. ...... >» page. 80 * 


How to make more money in 


a™ 


SHEET METAL 
CONTRACTING 


Organization Is Key to Profit 
In Sheet Metal Business Office 


8 


“It’s what’s up front that counts’ 


- | 


This familiar slogan could be aptly 
applied to a sheet metal business 
where the front office determines 


how much profit will be 





realized from the mate- 
rials and services that 


come out of the shop 


EVERY FUNCTION of a sheet metal 


contracting business must be directed 
toward improving the service which 
it renders to its customers and offers 
prospective customers. 

To enjoy success a sheet metal con- 
tractor must: 

1) Be a good organizer. 

2) Be resourceful in emergencies. 

3) Make decisions and be capable 
of weathering the wrong ones. 

4) Understand that business is a 
speculation and be able to take the 
risk involved. 


56 


5) Like the business and not object 
to working long hours and making 
personal sacrifices. 

6) Shoulder the responsibilities of 
meeting the payroll and paying his 
debts on time. 

7) Be able to get along with peo- 
ple and inspire confidence. 

8) Be capable of selling both his 
company and its services. 

The front office is the heart and 
the brain of the sheet metal business. 
Here the records are kept of work 
done and money collected. Here also, 


estimates are prepared, pricing sched- 


ules are verified, company policies 


formulated, job made 
Mistakes and pro- 
crastination in this vital phase of the 
business can be fatal. 

The sheet metal contractor must 
realize that he can’t be 


assignments 
and supervised. 


at the same 


time an expert in accounting, sales 
promotion, 


banking, etc. 


insurance, purchasing, 
Often the business will 


be money ahead to hire 


qualified 
people to handle these functions. 


The office must be set up to main- 
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tain all necessary records of costs 
incurred on each job. These costs 
should be periodically checked against 
the original job estimate to verify or 
adjust estimating procedures. Some 
sheet metal contractors use these cost 
records to establish pricing schedules 
which break down pricing informa- 
tion for each type of work performed. 
When any job is being estimated, 
these known figures are used to arrive 
at the price to be asked in the bid. 
These figures, accumulated over the 
years, show the history of the com- 
pany’s operation in the shop, on the 
job site and in the office. 

A prescribed procedure is essential 
for estimating jobs. Use of a standard 
job record form will avoid many of 
the pitfalls which occur in estimating. 
This form can be worked out by any 
contractor, based on the operation of 
his particular business. On it should 
be space for showing the price of 
individual parts as well as for the 
grouping of totals to obtain the fixed 
selling prices which should include 
total cost plus the markup to offset 
overhead, plus profit. 

Also important for their informative 


value are job progress records, kept in 
the office and maintained up to date. 


CLOSE CONTROL OF INVENTORY frees capital for improvement of 
business and profit. Accurate inventory records contribute to true picture 
of the business operation as well as stock on hand 


These forms record data obtained 
from employee time cards for both 
shop and field activities. From the 
time cards can be determined the 
time required to install certain pieces 
of equipment, fabricate certain parts, 
etc. This progress record can also be 


used for billing general contractors 





@ Carl M. Ammon, 
and O'Connell Roofing & 
Sheet Metal Contractors, 
West Reading, Pa. 

@ Harvey €£. Anderson, An- 
derson & Litwack Co., Hill- 
side, Ill. 

@® R. H. Budde, Budde Sheet 
Metal Workers, Inc., Dayton 
® Dee Cramer, Dee Cramer 
Heating and Air Conditioning, 
Inc., Flint, Mich. 

® John F. Creegan, Creegan 
Sheet Metal Co., Inc., Haw- 
thorne, N. J. 


Cronan 





THE ‘‘BOARD OF CONSULTANTS” who reviewed the articles in 
this s-ecial section are prominent sheet metal contractors se- 
lected to participate in this presentation because of their own 
success in the field. Some of their observations have been sep- 
arated from the text as ‘‘Consultants’ Comments’’ and appear 
throughout this special section. Following is a list of the con- 
tractors whose opinions you'll want to note: 


@ A. E. Grumney, The Riester 
& Thesmacher Co., Cleveland, 
Ohio. 

© A. T. thde, Alfred Goethel 
Sheet Metal Works, Inc., Mil- 
waukee 

® Nat N. Leas, Conditioned 
Air, Fresno, Calif. 

® William C. Schmitt, Wm. J. 
Schmitt, Inc., Rochester, N.Y. 
@ Paul Stromberg, Strom- 
berg Sheet Metal Works, 
Washington, D.C. 

@® P.C. Young, Young & Bert- 
ke Co., Cincinnati, Ohio. 
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at the end of each month if the job 


runs over a long period. 


Handle Specialty Differently 


\ progress record would not be 
required for a one-shot custom or 
specialty job to be fabricated in the 
shop, as the information needed for 
this type of work will be shown on 
the shop record card. The shop record 
card would show a brief description 
of the product being fabricated for 
the customer, the amount of material 
used, the amount of labor required, 
and the bid price, Cost records such 
as these should be kept indefinitely 
to serve as guides in estimating any 
future work of similar nature. 

A record of the money which has 
been collected could also be kept 
on the shop record card, but this 
should also be a separate function of 
the bookkeeping department to show 
the reliability of the purchaser. 

Purchasing is one of the most im- 
portant functions of the business office 
staff, which must: 

1) Determine the demand for par- 
ticular materials or products normal- 
ly supplied oO! needed. 

2) Determine the inventory to be 
kept on hand at all times 

3) Determine the kinds of mate- 


rials needed and the quantity of each. 





ow to make more money. in 


sheet metal contracting 


4) Select reliable suppliers. 


ing, in many respects, is like selling. 


Buy- 


Each is dependent on the other for a 
profit. 

5) Conform to the purchasing and 
payment policies of the suppliers 

6) Establish 


placing an order so an accurate record 


a set procedure for 
can be kept for making payments, 
obtaining cash discounts and avoid 
ing excessive inventories. 

7) Inspect material when received 
to verify that it coincides with the 
order and is in good condition. 

8) Use a record system that will 
show all cost incurred in purchasing 
a part or product 


Costs suc h as 


freight, storage, etc. should be added 
to invoice charges. 

9) Develop a system for placing 
materials in stock so they can be 


located quickly when needed. 


Watch the Trends 


Sales trends for 


should be carefully watched so pur- 


various materials 


chasing patterns can be adjusted to 


customer 


requirements. In other 


words, as new (such as 


materials 
plastics) become popular for certain 
applications, whether as substitutes 
for more expensive materials for- 
merly used or for any other reason, 
the stock of the old material carried 
on hand should be decreased and the 
new material inventoried to match 
the demand. 


Most stocking 


minimized by an 


problems can be 
inventory control 
plan that maintains not only a mini- 
mum inventory but also a maximum 
inventory. A number of excellent 
plans have been developed by various 
contractors. The common goal of all 


types of inventory control plans is to 


avoid tying up too much capital in 
slow-moving inventory. 

A oood set of records should show 
the following: 

1) Income for previous years. 

2) Collection record in number of 
days required for collection, and an- 
nual bad debts. 

3) How 
pany. 

1) Total 


the percentage of 


much is owed the com- 
overhead expenses and 
gross sales they 
represent. 

5) Items of expense. 


6) Value of 


ment. trucks, fixtures and buildings. 


machinery, equip- 


“BUSINESS PRINCIPLES which 
contribute to fair profit for 
good service to customers are 
the backbone of any success- 
ful operation. This set of ar- 
ticles that 
would help minimize many of 
the sheet metal contractor’s 
problems if the recommenda- 
tions are followed.” — Paul 
Stromberg, Stromberg Sheet 
Metal Works, 
D.C. 


outlines methods 


Washington, 





| CONSULTANT'S COMMENT 








CONSTANT CHECKING assures agree- 
ment between estimates and actual costs. 
Frequent conferences among department 
heads keep each phase of the business 
up to date and in line with prescribed 
operational plan a 


7) The best profit items. 

3) Poorest profit items. 

9) Which department is most and 
which is least profitable. 

10) Discounts available for prompt 
payment of purchases. 

11) A normal inventory and the 
cost required to carry it. 

Any business which has this in- 
formation in recognizable form within 
its records and uses it to full advan- 
tage is operating efficiently—provided 
that the percentage of overhead for 
operating the office compares favor- 
ably with the ratio of other overhead 
expenses involved in operating the 
company. And it can be done. 

Some sheet metal contractors have 
developed sets of records that show 
their break-even points for each 
month of the year. This has been ac- 
complished by compiling the average 
income for each month over a period 
of years and balancing this figure 
against their average monthly ex- 
penses, 

A good credit rating is a desirable 
Quick 
builds supplier confidence and brings 
have the 


asset. payment of invoices 


cash discounts. To cash 
available to use for these purposes, a 
system of collecting “aged” accounts 
is necessary. This is the job for a 


cood office manager. 
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Planned Shop Layout 
Streamlines Work Flow 


Carefully located work stations, storage 
facilities and free areas can convert expen- 


sive waste motion to productive effort 
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LOGICAL SEQUENCE of fabricating steps determines ideal 
locations for tools and machines, work benches and storage 


areas. Shop is laid out for duct fabrication, custom work 
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THE FIRST CONSIDERATION in laying tractor whose shop production con- which require special items for spe 


sists roughly of 50 percent duct work citi applic ations. 
for commercial and industrial heat- The efficiency of 


ing, air conditioning and ventilating 


out a sheet metal shop for efficient 


and profitable operation is the type of most successful 
work most often handled. Let's con- sheet metal shops is grounded on a 
systems, and 50 percent custom work careful study of the various steps in- 
weighed by a typical sheet metal con- for factories 


sider the points which must be 


and other businesses volved in fabricating the products. 
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The majority of sheet metal contrac- 
tors either store their sheets near the 
doorway where they are delivered. o1 
if they have cranes, move the sheets to 
storage areas out of the way. One 
popular procedure is to unload the 
sheets at one entrance to the shop and 
stack them in a corner of the build- 
ing, preferably near an outer wall (to 
the left as shown in the illustration) 


close to a shear. Locating the sheet 


stock 


nearby shear provides natural light 


near the outer wall and the 
for the shear operator 

Bar and angle stock is stored in its 
original lengths on the opposite side 
of the doorway in another corner of 
the building (to the right in the sam- 
ple layout illustrated) without having 
to be carried through the shop for 
storage. Tools used for cutting and 
bending bar and angle stock are lo- 
stock racks. This 
selecting lengths and 


With 


this arrangement. workmen can easily 


cated near the 


saves time in 
shapes, cutting. bending. ete. 


return unused sections to the rack. 


Utilize Natural Lighting 

In our planned shop, the sheet 
stock, after 
shear to specified sizes, is placed on 
portable tables and rolled to mechan 


being trimmed at. th 


ics’ work benches which are aligned 
perpendicular to the outer wall where 
natural lighting is available for draw 
ing patterns, notching and trimming 

The next station in the assembly 
line is a Pittsburgh lock forming ma 
chine. Several sheet metal contractors 
have reported that the most economic- 
al location for this tool is at the end 
of a work bench so one edge of each 
duct 
formed 


section and fitting can be 


before it is moved to the 
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press brake. Other contractors believe 
a single lock former can be used more 
effectively by placing it between the 


last work table and the press brake. 


Allow Space Around Brake 


The press brake is the next large 
tool in our streamlined production 
line. The location of the press brake 
should be carefully planned to be 
sure adequate floor space is available, 
not only for workmen to move around 
the brake but also for clear access to 


the die rack 
changed quickly or often. Again, this 


when dies must be 
type of arrangement makes it con- 
venient for workmen to replace dies 
in the racks after use. Adequate space 
is also required at the point where 
work leaves the press brake so duct 
sections and fittings can be assem- 
bled, weighed and stored for ship- 
ment to the job site. 

This is a logical point for an exit 
door which is large enough to admit 
trucks to pick up the stored fittings. 
Locating exit doors at opposite ends 


of the shop also provides natural ven- 
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tilation when doors and windows are 
open in warm weather. 

Some contractors arrange selec- 
tions of small hand tools which are 
constantly used for fabricating duct 
work, on benches near working areas 
so mechanics can perform whatevet 
work is necessary before sending the 
lock 


parts to the former or 


brake. 


press 


Arrangement Is Versatile 


This flowing arrangement is suit- 
able for most of the duct fabrication 
work done in a sheet metal shop. On 
small jobs, a single journeyman can 
take each section or fitting through 
all the processing stages from start 
to finish. When many parts are to be 
fabricated, each machine can be 
manned by a worker who performs 
the same operation on each fitting. on 


an assembly line basis. 


Specialty Work Separated 


The half of our mythical 


shop (to the right of the doorway 


other 


where angle and bar fabricating tools 
are located in the sample illustration) 
is used for the fabrication and assem- 
bly of the various types of specialty 
products which we have assumed 
constitute 50 percent of the shop's 
production. 

Orderly of fabricat- 
ing equipment is just as important in 
this section of the shop. The logical 


production route in our typical shop 


arrangement 


would be alone the wall at the right 


side of the leading off 


illustration, 





“THE ARTICLE on laying out 
a sheet metal shop has ex- 
cellent suggestions to obtain 
good production capacity. We 
found that the 
portable you make machines 
and equipment, and the more 


space you can allow between 


have more 


machines, the better you can 
operate.” — R. H. Budde. 
Budde Sheet Metal Workers. 
Inc., Dayton, O. 
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| CONVENIENCE IS ECONOMY IN SHEET METAL SHOP 





























OFTEN-USED TOOLS, PARTS AND SUPPLIES should be within easy reach along the work route. Small hand 
tools can be arranged on benches (top, left) near work areas. Portable tools (lower left) which can be pulled 
to work areas as needed save carrying fittings, etc. back and forth. Labeled supplies, arranged neatly in acces- 
sible spots (right), avoid time-consuming searches for proper sizes and types 





from the bar and angle stock racks. 
Allowing plenty of working space 
near the storage area. an angle and 
bar machine would be placed in the 
first position with an electric hack 
saw located nearby. Along the wall 
from this point would be the paint 
booth and air compressor. It’s desir- 
able to locate the paint booth as far 
as possible from the office area. After 
the paint booth would come a line of 
welding booths, spot welding ma- 
chines, several work benches, a free 
space and a slip roll machine. 

Down the center of the shop, just 
off the center line away from the roof 
supports, would be a heavy duty 
shear, heavy duty brake, drill press. 
punch press and notcher, and a grind- 
er. Nearby are the benches for small 
hand and bench tools. 

Adjacent to the shop is the office 


area containing supply room, shop 
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foreman’s office and washrooms for 


office and shop personnel. 


Variables Affect Layout 


The purpose of this article is not 
to propose an ideal shop layout for 
all applications but to provide a start- 
ing point for planning an equipment 
arrangement which coincides with 
the flow of processing work. Among 
the variables which will influence 
shop layout are the volume, ratio and 
relationships to each other of the 
various types of work done. the ma- 
terials used and the number of auto- 
(Only 


ard shop tools have been disc ussed 


matic tools required. stand- 


here: special purpose tools and 
equipment of course require special 
consideration. ) 

Once the general plan has been 


completed, special tools or equipment 


can be located where they are most 
easily used. For instance, some sheet 
metal contractors like to imbed a rail 
in a concrete floor for pounding out 
seams on work which is too long or 
too heavy to place on a bench. 

Its a good idea to show rough 
skete hes of the proposed equipment 
layout to employees who have been 
with the firm long enough to be fa- 
miliar with the existing arrangement 
and understand the company’s oper- 
ation. The local electric utility should 
also be called in for advice on powel 


sources and lighting arrangements. 


Make Scaled Floor Plan 


Once all the practical ideas have 
been worked into the rough sketches, 
an accurate floor plan should be 
drawn to scale, showing each piece 


of equipment in its precise location. 
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If the final plan brings out unforeseen 
problems, it would be wise 
cardboard models of eat h piec e of 


equipment and 


move them around 


on a scaled floor plan until the best 


arrangement is established. 


Use this eight-point 


to make 


guide 


When the Wm. J. 
Rochester, N. Y., 
arrange their shop, they made a 1! 
in. scale 


4 
layout on 


paper, showing all doors, 


columns, partitions, etc. They 


next 


Base: Took Selection 
On Long Range Plan 


to assure sound 


judgment when you add or replace shop 


equipment... each tool must be an investment 


in future productivity, as well as an answer 


to an immediate need 


SHOP EQUIPMENT REPRESENTS a ma- 
jor investment in a sheet metal busi- 
ness. Snap judgments and vague im- 
pressions in its selection can be cost- 
ly. 

To the right are eight questions a 
sheet metal contractor should answer 
in selecting tools (machines) to add 
to his shop’s present complement or to 
replace outmoded or worn-out tools: 

The answers to these questions 
should be established in the 


metal contractor’s mind as he 


sheet 
com- 
literature and 


pares information 


from tool manufacturers. 
If the answers to any of the above 
questions doubt 


give rise to some 


62 


about the advisability of purchasing 
a new tool, several other questions 
about the purchase are in order: 

a) Is present equipment worn out 
or can it be used for other purposes 7 

b) Is the tool obsolete? 

c) Is the tool inadequate ? 

d) Will a new tool fit in with the 
existing equipment and 
employed in the shop? 

e) Will a new tool perform work 
now being done 


proc esses 


by hand or by other 

machines which can be discarded? 
f) What are the 

curacy which must be 
g) What 


required? 


tolerances for ac- 
met 7 


production rate 


will be 


Schmitt Co., 


decided to re- 


a sheet of tracing 


windows, 


a blocked outline 
or machine to go on the shop plan. 
blocks were 
attached to the 


made for each tool 


The paper cut out and 


scale layout with 
rubber cement in their approximate 
This rough draft was sent 
The shop floor 
plan appeared as white space on the 
print and the 


blue shaded images. 


positions. 
to a blueprint shop. 
tools were shown as 
This shows the 
relationship between equipment and 
working area. When this relationship 
failed to satisfy those making the lay- 
out, the paper squares were lifted off 
the scale floor plan and 
and another 


relocated, 
made. 
This process was continued until the 
best possible 


blueprint was 


arrangement was found, 


to everyone's satisfaction. 


“WEIGH THESE. g FACTORS = 
~ BEFORE BUYING ‘NEW: Took: 


How often-will it-be anit 
. How -mauch: tine: will, the “new 
equipment SOVE? NSE kt 
- What -is~ the capacity of” the 
~ equipment? ~~ 
What are. plans. for future ex- 
pansion of the shop tnd equip- 
ment? 
How-much money canbe “int- 
Nested in. the tool?” 
How teligble is: the- old equip- 
ment? ; 
‘How: much will the new tool be 
worth if the shop: is enlarged 
tater and tools are replaced by 
newer equipment? 
How long will it take the ma- 
thine to pay for itself? 


h) What maintenance costs can be 
anticipated ? 

i) What depreciation rate can be 
expected ? 

j) Can the money be better spent 
in some other phase of the business? 


Consider Useful Life Theory 
There are 


fast depreciation write-off permitted 
under Internal 


certain advantages to a 


laws. 


Revenue tax 
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Many people closely connected with 
the tool industry recommend basing 
depreciation on the economic life 
rather than the physical life of equip 
The 
places less emphasis on wear and tear 


and factor of 


ment. economic life concept 


more on the obsoles- 


cence caused by improvements in 


craftmanship, techniques and quality 


of produc ts, This obsole scence fac tor 


r-— CONSULTANT'S COMMENT 


“I THINK THE PURPOSE, sim- 
plicity and readability of these 
articles is excellent. This type 
approach is necessary to help 
the 


industry. 


newcomers understand 


problems of our 
Good business practices pro- 
vide the guides to successful 
operation of a complicated 
metal 
— Nat N. Leas, 


fir. 


business such as sheet 
contracting. 
Conditioned 


Calif. 


Fresno. 





CONSULTATION WITH SHOP FOREMEN and 
workers may produce new considerations and ideas. 
“Selling” mechanics on purchase of new tool often 
pays off in increased productivity and development of 
new applications 


has been ignored by many sheet metal 
contractors who are inclined to stress 
the physical life of the tool rather 
than considering the economic sound- 
from 


ness, a tax point of view, of 


trading in the tool for a more pro- 
ductive one. 

New regulations 
code of the 


recognize the 


1954 
Department 


useful life 


under the 
Treasury 


economic 
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concept and place more emphasis on 


obsolescence rather than on actual 


life expectancy of shop equipment. 


Relate Tool, Time, Taxes 


This point of view was expressed 
Ashworth, Peck, Stow 
and Wilcox Co.. in a paper presented 
Alabama 
contractors’ association con- 
Mr. Ashworth “The 


relationship between tool and time 


bv Francis L. 


at a_ recent sheet metal 
annual 


vention. said, 


and taxes must be considered in 
equipping today’s modern shop. 
“Good buying 


practices can save 


small amounts of money on basic ma- 
terials to be used in the shop. But 
consider that shop labor costs approx- 
This in- 


hourly 


imately 10c per minute. 


cludes not only the 


rate of 
each employee but also fringe bene- 
fits, compensation insurance and the 
many other elements that contribute 
to local cost per employee per hour.” 

Thus, as Mr. Ashworth points out, 
for each five minutes gained in the 


fabrication of a fitting or duct sec- 
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How to make more money in 


sheet metal contracting 


tion, approximately 50 cents has been 
saved by the equipment. At this rate 
that 
realized by wise buying of material 


the saving is much more than 
making a 
One 


point he brings out by way of an ex- 


used by the mechanic in 


fitting or duct section. other 


ample is that a back gage on an old 


——— CONSULTANT'S COMMENT 


“I ENJOYED READING 
they gave me the opportunity 
to review some of the estab- 
lished principles of good busi- 
ness, and two, they provided 
a method of comparison for 
the way we do things. The 
articles 
and 


are most interesting 
Dee 
Cramer, Dee Cramer Heating 
and Air Conditioning, 


Flint, Mich. 


educational.” 


Inc. 





oa 


be based on the individual contrac- 
tors’ operation and the services he of- 


fers to his customers. 


Is Tool Worn Out? 


Evaluation of the adequacy of ex- 


isting equipment isn't as easy as it 





these 
articles for two reasons: one, 








manually, 
equipment this 
control is at the front of the shear 


shear must be adjusted 


whereas on new 
and near the normal working posi- 
tion of a mechanic. Thus, in changing 
shear adjustments a man 


can save 


five minutes or 50c on that hour’s 
work that might otherwise have come 
out of company profits. This is one 
point that can be brought out wnder 
question 2, “How much time will the 
new equipment save?” The answers 
to questions 1, 3, 4, 5, 6 and 7 must 
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the 
often difficult for the sheet metal con- 


may appear on surface. It is 
tractor to determine whether or not 
a tool is actually “worn out.” Appear- 
ance is not a reliable criterion. A 
hand brake, for example, may appear 
to be functioning quite efficiently; 
but close inspection of its work could 
prove conclusively that the tool has 
exceeded its useful life span. 

Over the years the blades of the 
brake become chipped and marred, 


to the point that quality work cannot 


SPECIAL PURPOSE TOOLS must be 
used often enough and save enough time 
to warrant their purchase 


be continuously produced. When piv- 
ots. shafts and bearings become worn. 
no two pieces of duct work will be 
exactly the same size, and time is lost 


on the job when a journeyman at- 
tempts to assemble two sections of a 


duct system which fail to fit properly. 


Consider Production Speed 


Another question that enters into 
estimating the obsolescence of equip- 
ment is how fast it can perform its 
function. There is evidence that the 
sheet metal contractor with the most 
modern and up-to-date equipment can 
submit lower bids and still earn bet- 
ter profits than his competitors be- 
cause he can set up “production 
such as those described in the 

1958 
Artisan which describes how Creegan 
Sheet Metal Co.. Hawthorne, N. J., 
mass-produces duct work. 


lines” 


August article in American 


Adequacy Is Relative 


“Is the tool 
quate?”’, is relative, and embraces a 
different 
closely 
sheet contractor: 1) 
the ability of the tool to handle the 
range of work that must be done; 2) 


whi h 


wages are 


The question, inade- 


number of points which 
weighed by the in- 


metal 


must be 


dividual 


the speed at 
hicher 
per part becomes more important) : 
») accuracy of work produced (it is 
“get by” 


from one job to the next if a sheet 


it operates (as 


encountered. cost 


no longer practical just to 
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MUL1LIPLE PURPOSE MACHINES which save floor 
space and combine separate operations are worth con- 
sideration if all functions can be applied frequently 


metal contractor is to be a successful 


bidder). 


Does Tool Fit in? 


To answer the question, “Will the 
new tool fit with other new equipment 
purchased ?”, the sheet metal contrac- 
tor should study his plans for future 
expansion and examine existing 
equipment in the shop so he can se- 
lect tools that will fit in not only with 
his future plans but also with current 
production techniques and capacities. 
Mr. Ashworth advises, if expansion 
plans are not to go into effect for five 
to ten years, selecting a tool with suf- 
ficient capacity to match current pro- 
duction rates plus a reserve capacity 
to handle any slight increase in busi- 
ness volume that might take place 
during the next five years or so. The 
new tool should also closely match 
the capacities of other equipment. 

By using a fast rate of depreciation 
for this equipment, enough cash 
could be laid aside ea h year for a 
substantial payment toward a new 
and larger tool that may be needed 
after five years when the shop has 
been expanded to handle large work. 
Mr. Ashworth also suggests that this 
money be placed in an individual de- 
preciation account at the bank. 


Versatile Tools Used More 


Will the tool do other 


work? This is a most important point, 


types ol 


which will help answer the contrac- 
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tors first question, “How much of 
the time will the 
Versatile 


course, stands to be used more often. 


equipment be 
used ?” machinery, of 
much 
more expensive than tool-performed 
operations. An essential point to keep 
in mind relative to the question of 


selecting a machine to take over hand 


Hand labor is invariably 


operations is the opinions of employ- 
ees who will be required to use the 
new tool. It’s often necessary to “sell” 
employees on a new tool before it is 
purchased. Sheet metal contractors 
who observe this precaution in the 
purchase of new tools have found that 
it pays off, and that once employees 
become accustomed to the new tool, 
they not only use it for the purpose 
for which it was purchased but often 
find other uses for the equipment. 


Are ‘Advantages’ Real ? 


Does the new tool have special ad- 
vantages over other tools offered by 


competing tool manufacturers. or 


those now being used in the shop? 


The answer to this question requires 
considerable research and investiga- 
tion. The cost of the advantages is 
often offset by reduction in many 
other costs involved in the fabrica- 
tion of sheet metal. Factors such as 


these need to be considered: 


1) Ease of setup or adjustment. 
2) Convenience of operation. 
3) Safety features. 

4) Reliability of performance. 


Check Old Equipment Costs 


The answer to the question, “Is the 
cost of keeping present equipment too 
high?” should be based not only on 
the inaccuracy of worn-out equipment 
and costs for maintenance and re- 
pair, but also on its lack of produc- 
tion capability based on current shop 
requirements. 


Consider Loan, Tool Fund 


If funds aren’t available at the 
time the new purchase is considered, 
a loan might be considered. Bankers 
are often impressed when a company 
can show it is enjoying good business, 
is in sound financial condition even 
though the cash balance is low, and 
has an opportunity for healthy growth 
if the funds are available. Under 
these conditions they will usually 
provide the money needed for the 
purchase of new tools. This is espe- 
cially true now, because used tools 
have a high resale value in today’s 
market. 

If depreciation money is kept in a 
special depreciation bank account, 
future purchase of needed tools will 
no longer be a financing problem 
and sheet metal shop equipment will 
remain at a high rate of efficiency 
and economy. 

In many parts of the country, sheet 
metal tool distributors have a “tool 
lease-purchase plan” which permits a 
sheet metal contractor to try out a 
tool on a rental basis. If the contrac- 
tor decides he wants to buy the tool, 
the rent is applied against the pur- 
chase price. This plan requires no 
down payment, permits a quick 
write-off for tax purposes and doesn’t 
affect the 


borrowing capacity at the bank when 


sheet metal contractor’s 
he needs it for future operating capi- 


tal on special jobs. 





ow to make more money in 


sheet metal contracting 


x 
Lads ~ 


_Use Check-Lists to Expand __ 
Your Sheet Metal Market 


< 


These three tested check-lists, prepared 
specifically to acquaint prospects with the sheet metal products 
and services you offer, can become the most effective 


sales promotion tools you’ve ever employed 


SALES PROMOTION of sheet metal con- 
tractors’ services can’t be governed 
by all the time-tested rules which 
apply to merchandising the industry’s 
other products, primarily because 
sheet metal contractors offer custom 
services. Their skills are utilized to 
fabricate products to meet specific 
application requirements. Certain 
proven sales promotional activities, 
however, can be and are utilized in 


this industry. 


Continuing Program Pays Off 


A number of sheet metal contrac- 
tors conduct continuous sales promo- 
tion programs which have paid hand- 
some dividends through the location 
of prospects for new work. One such 
contractor is the William J. Schmitt 
Co., Inc., Rochester, N. Y., which 
runs a full page ad monthly in the 
Rochester Chamber of Commerce 
magazine. Each ad, similar in ap- aie 
pearance though different in content, WORKING DIRECTLY WITH PLANT ENGINEER, contractor has op- 
brings out four pertinent points: portunity to demonstrate thoroughness of his checkup procedures, as well as 


to point out sheet metal parts and equipment which need attention. Check- 
(Text continued on page 73) lists also plant ideas about additional sheet metal work which can be done 
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SHEET METAL CHECK-LIST 
for 


HOSPITALS ® INSTITUTIONS ® THEATERS ® SCHOOLS ® FRATERNAL ORDERS ® FEDERAL 
BUILDINGS ® RAILROAD STATIONS ® STORES ® AIRPORTS 


HERE'S A CHECK-LIST you can;use in your maintenance program to determine the condition of sheet metal products in 
your buildings. Inspection of these important items right now. may save considerable expense and trouble later on. ° 
Classify the condition of each item and call us for analysis or explanation of any items checked in the “needs 
repairing’ or “don't know” columns. Ask us also about adding any of these products in or to your buildings 
and consult us about the sheet metal work you contemplate in future construction. 


NEEDS 
REPAIRING 





Ventilating systems — exhaust 





Ventilating systems — supply 





Air conditioning systems (self-contained) 





Air conditioning systems (central) 





Metal ceilings 





Fire dampers 





Fire doors 





Air filter banks 





Duct insulating 





Air noise reduction 





Roof deck 





Metal sinks 





Metal carts 





Metal tables 





Metal tanks 





Metal pans 





Movable partitions 





Metal lockers 





Metal wall partitions 





Curtain wall panels 
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Awnings 


NEEDS DON'T 
REPAIRING KNOW 








Signs (metal) 





Canopies (marquees) 





Flashing 








Gutters 





Scuppers 





Conductor pipe (downspouts) 





Louvers 





Termite shields 





Roof ventilators 





Ridge ventilators 





Prefabricated chimneys 








Gravel stops 





Spires 





Copings 





Coping covers 





Skylights 





Snow guards 





Chutes 








Metal decks 

















Name 





Company 





Street Address 


City and State 
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SHEET METAL CHECK-LIST 
for 
INDUSTRIAL PLANTS 


HERE'S A CHECK-LIST you can use in your maintenance program to determine the condition of sheet metal products in 
your buildings. Inspection of these important items right now may save considerable expense and trouble later on. 
Classify the condition of each item and call us for analysis or explanation of any items checked in the “needs 
repairing” or “don't know” columns. Ask us also about adding any of these products in or to your buildings 
and consult us about the sheet metal work you contemplate in future construction. 


CONDITION 


NEEDS 
REPAIRING 





Dust collecting equipment (cyclone and hoppers) 





Dust collecting systems 





Materials handling systems 





Direct fired unit heating 





Space heating installations 





Ventilation systems — exhaust 





Ventilation systems — supply 





Air conditioning systems (self-contained) 





Air conditioning systems (central) 





Air purification systems 





Fire dampers 





Fire doors 





Drying ovens 





Machinery guards 





Roof decks 





Curtain wall panels 





Signs (metal) 





Flashing 




















AMERICAN ARTISAN, APRIL 1959 





Roofing 








Gutters 





Conductor pipe (downspouts) 





Scuppers 





Louvers 





Termite shields 





Roof ventilators 





Ridge ventilators 





Prefabricated chimneys 





Metal siding 





Skylights 





Chutes 





Spray booths 





Tanks 








Metal decks 

















Name 





Company 





Street Address 


City and State 
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SHEET METAL CHECK-LIST 
FOR 
STORES @ RESTAURANTS e@ TAVERNS, ETC. 


HERE'S A CHECK-LIST you can use in your maintenance program to determine the condition of sheet metal products in 
your building. inspection of these important items right now may save considerable expense and trouble later on. 
Classify the condition of each item and call us for analysis or explanation of any items checked in the “needs 
tepairing” o¢ “don't know" columns. Ask us also about adding any of these products in or to your building 
and consult us about the sheet metal work you contemplate in future construction 


NEEDS 
REPAIRING 





Counter fixtures 





Exhaust hoods 





Range hoods 





Grease traps (air filtering) 





Exhaust systems 





Supply systems 





Makeup air systems 





Air conditioning systems (self-contained) 





Air conditioning systems (central) 





Metal ceilings 





Fire dampers 





Fire doors 





Air filter bank 





Metal food tables 





Metal sinks 





Curtain wall panels 





Awnings 





Signs (metal) 
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Canopies 


NEEDS 
REPAIRING 








Flashing 





Gutters 





Conductor pipe (downspouts) 





Louvers 





Prefabricated chimneys 








Gravel stops 





Skylights 





Snow guards 





Chutes 





Vegetabie bins 








Metal pans 





Odor filters 




















Company 





Street Address 


City and State 
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(Continued from page 66) 

1) What the William J. Schmitt 
Co. has to sell. 

2) Pictures of typical applications. 

3) Types of materials and _proc- 
esses used in various applications. 

4) The firm’s ability to supply 
and fabricate products for all types 
of commercial and industrial appli- 
cations. 

Most of the pictures used in the 
ads are taken by William C. Schmitt 
who maintains a file of interesting 
job photos which he believes are 
worthy of playing up in advertise- 
ments, 

Despite the care he exercises in put- 
ting ads together, Mr. Schmitt re- 
ports that occasionally he learns that 
one of his members of the 
Chamber of Commerce has 


fellow 
placed 
an order for certain types of work 
with a competitor, because, “We did- 


n't know you do that type of work.” 


Direct Promotion to Managers 


This is heard too often from com- 


mercial and industrial firms who 


y——CONSULTANT’S COMMENT 





— % 


PERSONAL ASSISTANCE TO PROSPECTS’ employees in filling out the 


check-lists sets up exclusive sales and builds confidence in your business 


need sheet metal work done but 
do not realize who is best qualified to 
undertake the job. Thus, sales pro- 
motion programs should be directed 
to management personnel in fac- 
tories, assembly plants, utility and in- 
stitutional buildings, etc., who are in 
position to know when maintenance 
work or new construction is being 
planned. Exposure of these men to 
constant sales promotion will usually 


produce at least an invitation to bid 





“THE CHECK-LIST IDEA is very 
good. Ill have to use it. And 
the ‘Price Per Pound Chart’ 
for estimating ductwork is 
very correct for a fair profit. 
As you know, it is too easy to 
overlook essential and 
without a 
formula the job becomes 
profitless.” — A. E. Grum- 
ney, The Riester & Thes- 


macher Co., Cleveland, O. 


costs, 


proved pricing 
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when they are ready to begin work 
on a new building or modernization 
project. 


Postcard Arouses Interest 


One sheet metal contractor whose 
promotion plan is concentrated on a 
monthly direct mail piece is the 
Young & Bertke Cincinnati. 
Each month this company mails out 


Co., 


a9 X 6 in. postcard. On the address 
side is a cartoon depicting the com- 
pany’ symbol: a mechanized man 
made of sheet metal. This character 
is usually involved in some activity 
associated with sheet metal work. The 
message under this cartoon decribes 
what the mechanized man is making 
and tells how Young & Bertke Co. 
would make it. Also prominently dis- 
played are the company’s name, com- 
plete address and telephone number. 


Job Photos Show Skill 


On the message side of the card is 
an attractively designed headline that 
is used month after month. It is 


called the Metal Wrighter. Under this 





haroh™ 


ow to make more money in 


sheet metal cont ; ic fir 
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headline appears an illustration and 
brief des ription of some job recently 
fabricated and installed by Young & 
Bertke. One ad showed a dust col- 
lecting system over the caption, “UN- 
CONTROLLED DUST A HAVEN 
FOR HIDDEN COSTS.” Copy points 
out how the dust control system was 
installed for one of Young & Bertke 
Co.’s customers and tells how much 
the company was able to save by 
installing this system. 

Another 
variety of odd 
“FOR THOSE PESKY PARTS 
THAT CAN PART YOU FROM 
PROFITS.” The story tells how these 
parts, all of sheet metal, can be fabri- 
Young & Bertke because 


their shop is well-equipped and their 


postcard illustrates a 


parts, captioned: 


cated by 


employees are skilled in their craft. 


Puzzle Intrigues Readers 


Each of these cards has a column 
of quotations by famous people. One 
column posed a short mathematical 
problem with a challenge to the read- 
er to solve it. The answer is printed 
upside down along the bottom of the 
card, A short, amusing story is usual- 
ly featured in the column. The com- 
pany’s name, complete address and 
‘phone number and a brief list of 
the services it performs is also 
printed on both sides of the card. 

These monthly reminders by 
Young & Bertke are backed up by 
periodic direct mail pieces telling of 
some problem that has recently been 
solved by the company’s engineers. 

The Limbach Co., Pittsburgh, 
sends out a four-page bulletin each 
month to all of its old and new ac- 
counts describing some recent job 
and emphasizing the important part 


74 


played by the Limbach Co. in ful- 
filling the requirements. 


‘Remind’ Engineers, Architects 


Architects, 


etc, are unaware of many of the jobs 


consulting engineers, 


performed by sheet metal contractors 


and unfortunately omit necessary 





-— CONSULTANT'S COMMENT — 


Fla., sends out two such folders with 
its estimates. One four-page folder 
includes photographs of the com- 
pany’s equipment and some of the in- 
teresting products it has fabricated 
A 16-page booklet spot- 


lights each of the company’s depart- 


recently. 


ments and its manager. Another sec- 
tion outlines some of the problems 
presented to the company and tells 
how they were solved. The booklet 
winds up with a review of the com- 
pany’ historical background and 
growth, and a rundown on what it 
expects to contribute to the industrial 


future of the area it serves. 


Booklet Stresses Prestige 


A high-quality, “prestige” booklet 
was published by A. H. Lumm Co., 


Toledo, O., Following an introduc- 

















“How To BuILD sheet metal 
sales is one of the most neg- 
lected phases of the sheet 
metal business. The article on 
this subject points the way to- 
ward 
This 


able.” — Harvey E. Ander- 


solving the problem. 


information is invalu- 
son, Anderson & Litwack Co., 
Hillside, Ul. 











work and parts when writing the 
sheet metal specifications. This type 
these 
people of the work performed by 


of sales promotion reminds 
sheet metal firms. 
Other _ sheet 


throughout the 


metal contractors 


country have pre- 
pared booklets that they mail with 
each quotation. Trost Sheet Metal 
Works, Erie, Pa., has a four-page 
bulletin describing the equipment in 
its shop, many of the parts it has fab- 
ricated for customers and a long list 
of items that can be fabricated from 
sheet metal by their skilled mechan- 
ics. This booklet goes with each sub- 
mitted bid. 

Giffin Gables, 


Industries, Coral 


tion to the key personnel in the com- 
pany and a description of techniques 
employed to fabricate a variety of 
products, appears a page-long list of 
important companies the Lumm Co. 
has served. The page, in fact, is so 
filled with names that the reader gets 
the impression that many familiar 
names had to be dropped because of 


space limitations. 


Serves Two Purposes 


A similar booklet was mailed to 
customers and prospective customers 
by the G. R. Cummings Co., Meri- 
den, Conn., reminding old customers 
of the many services the company is 
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capable of performing and introduc- 
ing the firm to new companies in the 
market area who may need sheet 
metal work. 

For sheet metal contractors who 
are interested in conducting a sales 
promotion program, American Arti- 
san has prepared the three check-lists 
presented in this article. Designed 
to help uncover business for sheet 
metal contractors, these lists are di- 
rected to three different groups of 
businesses: one to stores, restaurants. 
taverns, etc.; a second to industrial 
plants; and a third to institutions 
such as hospitals, schools, theaters. 
federal buildings, railroad stations. 
airports and other such buildings. 
These check-lists have been compiled 
and checked by American Artisan 
and by sheet metal contractors from 
different parts of the country. 


Cards Contain ‘Sell’ Copy 


These check-lists can be mailed 
to chief engineers or owners of build- 
ings along with letters recommending 
the use of the check-lists to determine 
the condition of the equipment listed. 
Recipients should be encouraged to 
call the sheet metal contractor fo1 
any assistance they require in deter- 
mining the condition of the equip- 


ment. 


THE three sheet metal check-lists 
published in this special section can 
be used as direct mail pieces, for 
presentation by salesmen, as give- 


FOLLOW-UP 
IS IMPORTANT 


Systematic follow-through 
makes leads productive. 
Sales calls should be sched- 
uvled as soon as possible 
after completed check-list 
is returned by a prospect, 
and repeat mailings should 
be planned at selected in- 
tervals 


“Sell” copy appears at the top of 
each check-list, briefly acquainting 
the engineer or building owner with 
the value and purpose of the form, 
telling him how and why to fill in 
the blanks and inviting him to con- 
tact the sheet metal contractor who 
sent it to him for solution of his 
current and future problems. 
much 


Actually, this copy pretty 


does the job all the covering letter 
need do is introduce the mailing 
piece and briefly describe its impor- 
tance to the recipient. 

Direct mail has proved to be one 
of the best sources of leads. However, 


it is seldom effective on its first con- 


To: The Editors 
American Artisan 
6 N. Michigan Ave. 
Chicago 2, Ill. 


away items, etc. Designed to remind 


prospects of their modernization 
needs, the two-color check-lists are 
available at the following prices: 


tact and mailings should be repeated 
at intervals. The check-lists in this 
issue should be scheduled for mail- 
ing at least once a month, along with 
a covering letter. Check-lists should 
be mailed at intervals of no more 
than six weeks to obtain good results. 

Salesmen who call personally on 
customers periodically will welcome 
the check-lists as sales tools which will 
help them convince prospects that 
their firms are interested in their 
customers’ welfare. The lists add au- 
thority to their recommendation that 
equipment be periodically checked 
and kept up to date to minimize 


maintenance costs. 


Please rush the following quantities: 





Sheet metal check-lists for stores, res- 


taurants, taverns, etc. 





Cost 


Quantity 





plants. 





50 $ 0.85 
100 1.35 
200 2.70 
300 4.05 
400 5.40 
500 6.75 

1000 13.50 
2000 27.00 
3000 37.00 
4000 48.00 
5000 59.00 
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Sheet metal check-lists for industrial 


Sheet metal check lists for hospitals, 


schools, theaters, airports, etc. 


Enclosed is my check for $. 


Name 


... to cover reprinting costs. 





Company 





Street Address 





City and State 
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How to Estimate Duct System Costs 


co ee 


. 


WHENEVER TWO OR MORE sheet metal 
contractors get together, the subject 
of estimating commercial and indus- 
trial duct will be 
brought up. 


systems usually 

Their procedures may differ, but 
nobody ever disputes the fact that 
each step of the estimating procedure 
must be taken carefully to avoid 
overlooking essential components of 
the duct system and omitting them 
from the bid submitted. 

Plans 


general 


submitted by engineers o1 


contractors aren't always 
very reliable in regard to specifica- 
tion of required duct sizes and air 
volumes. Many sheet metal contrac- 
tors have learned through bitter ex- 
perience that it is to their advantage 
to check the submitted 


thoroughly before they begin their 


drawings 


estimates. They may find it advisable 
to redesign the entire duct system to 
provide adequate air quantities, and 


to relocate both 


main and branch 
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A check-and-double-check system, plus proper 


estimating forms and records of past experi- 


ence, will minimize profit-cutting omissions 


and set patterns for future work 


——CONSULTANT’S COMMENT 
Log in ee 








“You KNOW EVERY MAN has 
varied opinions and I’m no 
exception. [ve just checked 
your table on average prices 
charged for duct work fabri- 
cation and I find 
that our total costs forced us 
to charge 93 cents a pound at 
a $3.45 labor rate for an ideal 
job.” — Carl M. Ammon, 
Cronan and O'Connell Roof- 
ing & Sheet Metal Contrac- 
tors, West Reading, Pa. 


erection. 








ducts to more suitable positions than 
those specified on the original draw- 
ings. 

Before submitting his quotation for 
the duct system, the sheet metal con- 
tractor who has based his estimate on 


a redesigned duct system should take 


the revised drawing to the engineer 
or the general contractor to get his 
approval — in writing — and to 
point out the savings or improved 
operation that can be realized by re- 
designing the duct work. It also al- 


lows the sheet metal contractor to 
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point out diplomatically the need for 

alterations due to errors that may 

have appeared on the original draw- 
PI 


ing. 


‘System’ Is Essential 


A “system” for estimating is essen- 
tial. A system minimizes costly omis- 
sions from bids and permits esti- 
mates to be prepared faster. Many 
sheet metal contractors have worked 
out successful formulas for estimat- 
ing, fabricating and erecting com- 
plete duct systems. 

One such procedure calls for num- 
bering each section and fitting in the 
entire duct system, beginning at th 
supply plenum. A material sheet with 
the consecutive numbers listed in a 
left-hand column includes a descrip- 
tion of each of these parts on the 
same horizontal lines. 

A good estimating form will giv 
the answers to the actual material 
needs when it comes time to place 
an order for the job without having 
to go over the blueprints again. It 
also serves as a guide to the met 
who prepare the detailed plans and 


the shop and job foremen who must 
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follow through on the flow of work 
in the shop and its erection proce- 
dure on the job. A good estimating 
form is the cornerstone of a good job. 

Contractors who use such methods 
of taking off the work to be done 
usually follow a pattern similar to 
the following: 


Tables Translate Factors 


The size of each part is listed on 


the material sheet. In another vertical 


CONSULTANT'S COMMENT 


“ANYONE GOING 
ness, or for that matter, any- 
one already in this business, 
would do well to follow the 
recommendations outlined in 
this set of articles. The prices 
listed for ductwork are what 
should be charged for this 
type of work.” — A. T. Ihde, 
Alfred Goethel Sheet Metal 
Works, Inc., Milwaukee, Wis. 


| 





6 

TAKEOFF SYSTEM accounts 
for each component of duct sys- 
tem, avoids overlooking essen- 
tial parts which must be paid 


for out of profit 
e 


° 

COMPLETE BREAKDOWN of all parts 
needed should be given to shop. Code or 
other system identifies each part and its 
place in the duct sygtem 


column, the weight of the individual 
part is entered from tables which 
translate square foot area of various 
materials into pounds per square foot, 
then into weight per fitting. The sum 
of the figures in this column is the 
total weight of duct work needed for 
the system. From an estimating for- 
mula the sheet metal contractor se- 
lects a multiplying factor based on 
his labor rate per pound. Multiplying 
this factor by the number of pounds 


of metal to be erected produces the 





INTO the 
sheet metal contracting busi- 











’ Kat <a \)) 


sheet metal contracting 


ul 


estimated fabricating and erecting 


cost. 


Add Percentage for Bracing 


added 


an additional 8 percent to allow for 


To this estimate must be 


metal used at joints and an addition- 
al 12 percent when sheet metal is 
used for bracing. However, if angle 
iron is used for bracing, the estimate 
of angle iron cost should be made 
under a separate estimate and mul- 
tiplied by a factor which represents 
this type of construction cost. Such 
a factor can be selected from an 
analysis of costs involved in fabric at- 
ing previous jobs. 

In determining the labor rate per 
pound, the rate per man-hour re- 
quired should include all payroll tax- 
es and fringe benefits. 


Experience Is Best Basis 


Methods of determining fabricat- 
ing and erecting cost factors are 
based on previous experience in 
similar work. This of course involves 
a continuous record-keeping opera- 
tion to keep current costs in line with 
gradual changes in erecting and fab- 
ricating procedures which occur over 
the years. 

Record-keeping is a very inexpen- 
sive operation when it produces com- 
plete information on the costs of do- 
ing various types of jobs and the as- 
sociated peace of mind that comes 
with knowing estimates are accurate 
and each job will bring a fair profit 
for the company. 

The next step in determining the 
price to submit for a complete duct 
system is listing all materials other 
than duct, such as blowers. coils, 


hangers, etc. to be used. The materials 


ow to make more money in) 


should be listed at their selling price, 


which includes the markup to cover 


all unseen costs of purchasing and de- 
livery to the job. 


Itemize Overhead Costs 


The third list itemizes overhead 


costs. This category comprises the 


TABLE 1 — AVERAGE PRICES’ 
tharged by sheet. metal con- 
tracfors per pound for -in- 
stalled sheet metal duct 
Work bear direct relationship 
to labor rate (labor rate in- 
tludes both the hourly scale 
and fringe benefits) 
LABOR 
‘RATE 
$2.30 
2.40 
2.50 
2.60 
2.70 
2.80 
2.90 
3.00 
3.10 
3.20 
3.30 
23.40 
3,50 
3.60 
3.70 
3.80 
3.90 
4.00 
4.10 
4.20 
4.30 0.98 
4.40 1,00 
“4.50 28,02 


PRICE 
PER POUND 


$0.58 
0.60 
0.62 
0.64 
0.66 
0.68 
6.70 
0.72 
0.74 
0.76 
078 
0,80 
0.82 
0.84 
0;86 
0.88 
0.90 
-C,92 
0:94 
6,96 


ratio used to cover the burden of be- 
ing in business. It varies in each sheet 
metal shop, from 40 percent to as 
high as 200 percent. This overhead 
figure must include the work involved 
in engineering and estimating jobs. 
Engineering costs also vary consider- 
ably — from 8 to 12 percent of the 
total cost of a job, according to many 
office 


employees involved in routing work- 


contractors. The wages of 
sheets, keeping track of records, ete. 
must not be overlooked in the total 
overhead figure. Overhead costs also 
include supervision in the shop and 
on the job as well as the many other 
operational expenses such as trucking 
costs, time lost in delays caused by 
other trades, and time spent balanc- 
ing air delivery. 


Profit Estimate Remains 


The sum of these figures represents 
the total cost of the job but does not 
include the profit the sheet metal con- 
tractor must realize as compensation 
for his investment in the business and 
for the skill he is selling. 

The percent of profit to be expected 
on a job will often depend upon the 
size of the job, its complexity, etc. 


Make a Time Study 


Adequate records in the shop and 
on the job are very useful tools for 
estimating duct systems. Many manu- 
facturers classify the constant main- 
tenance of these records as time 
study. While time study must be a 
continuing practice in this type of 
operation, a single time study is suffi- 
cient for most sheet metal contracting 
businesses. Once the study has been 
completed, periodic checks are made 
to verify its accuracy. 
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TABLE 2 —— ESTIMATED SHOP AND JOB SITE MAN-HOURS 
required for fabricating and installing ducts and fittings are 
as follows: 





Shop Time (Man-Hours) 





42 X 42 in. plenum 
36 X 18 in. X 4 ft duct section 
16 X 8 in. X 8 ft duct section 
36 X 18 in. to 18 X 12 in. transitions 
Volume damper 
18 X 12 in. elbow 
Register box 
Pattern development for transition 
Pattern development for rectangular elbow 
20 in. round elbow 
Transition elbow (rectangular) 
Turning vanes (per elbow) 
Boot (10 in. dia to 26 X 14 in.) 
install interior duct insulation 
(per 6 sq ft) 


APPROVAL OF PROPOSED 
changes should be obtained be- 
actual 


fore proceeding with 


figuring of a bid 


who do not use de- 
tailed lists of fabrication 
various parts will find Table 2 help- 


Contractors 


costs for 


ful. However, it must be remembered 
that the gage of metal has consider- 
able bearing on the time required 
for fabricating duct fittings or sec- 
tions. Contractors who don’t have 
data on erection costs for commercial 
duct 


find the table helpful in determining 





and industrial systems will 


Installation Time 





the time required for a worker to per- Stemen en 


4 ft duct YW hr 
Transition Ya hr 
Elbow Y hr 
Branch duct, 8 ft sections Yp hr 
Volume dampers VY, hr 
Register VY, hr 
Register box VY, hr 
Connection for each duct section or fitting VY, hr 


form certain operations. 


Add Seaffold Erection Time 


This time estimate pertains only to 
duct work which can be erected from 
portable scaffolding. When scaffold- 
ing must be built or hung from roof 


trusses, additional time must be al- 





lowed in the time estimate. 
Because they are lighter than the 
duct 


sections may be 


if a number of fittings of the same type and size can be 
fabricated at the same time, man-hours shown can be re- 
duced by one-third. 


galvanized sections, 
duct 


easier to erect. However, when a val. 


same size 
aluminum 
vanized duct section is within rea- 
sonably workable lengths and can 
easily be handled by two men, there 
may be little or no difference in the 


erection cost involved. 


Allow for Valueless Scrap 


One of the important considera- 
tions in designing a duct system (or 
any other sheet metal work) is the 
amount of scrap which is produced 
in prefabricating. Some sheet metal 
studied this 
factor find it amounts to 15 or 20 per- 
duct Though this 
cost may be small in comparison to 


contractors who have 


cent in systems. 


the overall cost, it should be consid- 
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ered as overhead, because the scrap 


which accumulates from trimming 
operations has very little value. The 
contractor who doesn’t anticipate and 
account for this additional cost of 
fabrication in his estimate must be 
satisfied to subtract this amount from 
his profit figure. 

Bolts, screws, nails, rivets, straps, 
light weight hangers, etc. to support 
ducts or fasten them to the structure 
should be listed on the material sheet. 
So should vibration absorbing de- 


vices installed within the duct system 


and in mechanical equipment sup- 
ports. Omission of these lesser costs 
in the estimate will also show up as 
a reduction in the realized profit. 
Table 1 has been compiled from 
data obtained from sheet metal con- 
tractors in all parts of the country 
and can be used where complete cost 
accounting data has not been re- 


corded. The table 


benefits as well as the hourly 


includes fringe 
wage 
rates paid and recommends the price 
to charge pel pound of duct work to 


be fabricated and erected. 





ow to make more money. in 


sheet metal contracting 


My 


HANDLING AND FABRICAT- 
ING precautions are even 
more important in special- 
ty work than in duct and 
fittings fabrication. Ob- 
serving a few simple rules 
and precautions will in- 
crease profit and build a 
reputation for quality work 


Are Sheet Metal Specialties 
In Your Profit Picture? 


No longer considered as merely a stop-gap to pay for overhead 


during slack periods, specialty work is being promoted on an even basis 


with the “traditional” sheet metal products by many contractors. 


Here are some pointers on selling and handling this type of work 


SHEET METAL SPECIALTY products, 
long regarded by many sheet metal 
contractors as necessary nuisances 
taken on only to fill in during slack 
seasons, are becoming the major 
profit item in a number of shops. 
This is due largely to an increasing 
public demand for sheet metal cabi- 
nets, tables, racks, shelves, boats, etc. 
fostered by the stepped-up selling ef- 
forts of sheet metal shops which have 
elected to concentrate on this type of 
work and who are able to show the 
public many advantages of sheet met- 
al over wood and other materials for 
these items. At the very least, con- 
tractors who formerly considered the 
specialties as a stop-gap to keep from 
laying off employees are now promot- 
ing specialty work along with their 
traditional products and services, and 
are making money during the periods 
when they previously were barely 


able to make ends meet. 


Tell Public You’re Available 


Sheet metal contractors have the 


know-how and the equipment to 








LIST OF SHEET METAL SPECIALTIES produced for previous cus- 
tomers was developed by Brownie’s Tin Shop to promote this 
work, List can be used as direct mail, give-away or sales 


presentation aid. 


Common Items 


e kitchen equipment, com- 
mercial and residential (work 
surfaces and sinks, range 
hoods and stacks, wall 
shields, storage cabinets, 
shelving) 

e planting bins 

e boat tanks (gasoline 
and water) 

e finger pulls for sliding 
glass doors 


e car window visors 

e store fronts, marquee 
and cornice trim 

e covered doors 

e signs, letters and stencil 
type 

e mirror frames 

e protective mounting 
plates for outboards 

e bulletin boards for 
churches, real estate offices 


Some unusual items 


e ornaments, such as stars, 
masks, Christmas decorations 

e special lighting fixtures 

e tackle boxes 

e portable coolers 

® smorgasbord and cafe- 
teria serving counters 


e Holy water bowls 
e shrouding for 
frying machines 
e steam ovens 
aquariums 
narcotics safes 
boats 


French 
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1 PRIME SIDE of stainless steel, aluminum, copper, 
etc. should be protected during fabrication 


3 PROPER BRACING and reinforcement of specialty 
items is essential. Light gage columns or stiles usually 
are suitable; use angle and bar stock for heavy duty jobs 


make many of the products desired 
by the public. The job at hand is to 
let the public know they are in the 
market for producing these products. 

One sheet metal contractor who 
lets people know about the specialty 
work he has done is Brownie’s Tin 
Shop, St. Petersburg, Fla. This firm 
made up a list (see box on these 
pages) of specialty items it has pro- 
duced. The list is promoted to the 
public and shown to prospects for 
specialty items. 

Following are a few of the points 
to remember in fabricating specialty 


items. 


Handle With Care! 


Handling precautions are usually 
even more important in this type of 
work than in fabricating ducts and 
fittings. One important factor to re- 
member is that stainless steel. alumi- 


num and sometimes copper have a 
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prime side and a reverse side. The 
prime side should be carefully pro- 
tected to avoid scratching. Employees 
should also be aware that heavier 
tools are required on stainless steel 
and certain other metals, and the 
capacity of a tool should never be 
taxed, especially in shearing, blank- 


ing, punching and braking. 


Keep Shear Blades Sharp 


Shear blades should be kept in 
close adjustment and have as keen 
an edge as conditions will permit be- 
cause dull shear blades, used in trim 
ming narrow margins on light gage 
metals, drag and often turn the edge 
of the metal instead of parting a 
strip cleanly from the sheet. 

Close 


blanking or punching. Poor dies will 


tolerances are musts for 


also cause burred edges, requiring 
additional hand work to remove the 


burrs. And any slip or extra pressure 


a 


2 SHEAR BLADES should be kept sharp as possible 
and adjusted closely to assure clean, straight edges 


4 SECTION AND PANEL JOINTS must be made 
carefully. Seams, soldered, welded or riveted joints usu- 
ally require great skill to prevent distortion 


of the hand can result in oversize 
openings which at least detract from 
the appearance of the job and the 
contractor's reputation for turning 
out quality work. 

Lubricants should always be used 
in drawing operations. The lubricant 


should have both a high film streneth 


—CONSULTANT’S COMMENT- 


“SALES PROMOTION of sheet 
metal tech- 


nique in itself. I was glad to 


specialties is a 


see the article covering this 
subject. All of our advertise- 
ments are built around these 
four essential points: 1) what 
is being offered: 2) what the 
3) what the 
product looks like; and 4) 
where it can be bought.” — 
William C. Schmitt, Wm. J. 
Schmitt. Inc.. Rochester, N. Y. 


product does; 














and adhesive qualities to prevent 
scratching the prime side of the 
sheet. In rolling it is also desirable 
to lubricate between the rolls and 
the metal being fabricated. 

When braking a sheet, avoid sharp 


possible. The 


radius of the bend should be at least 


bends as much as 
equivalent to the thickness of the ma- 
terial being handled. Sharper bends 
may produce fatigue points. If the 
sheet material is being used to form 
a cylinder, the radius of the bend of 
course is of no major importance. 
Dies used in brake forming should 
always be cleaned and treated with 
that 
mended for drawing to eliminate fric- 
forming. If the brake 
forming dies suffer any tool marks or 
they 
dressed immediately by a skilled ma- 


a lubricant similar to recom- 


tion during 


indentations, should be re- 


chinist. 


Join Sections Carefully 


Sections and panels of sper ialty 


items can be joined with a seam, 
stitched or 


soldered, depending of course on the 


welded, riveted, braze d. 


item and the use for which it has 
been designed. Each of these joining 
methods calls for the skill of a quali- 
fied mechanic: however. it should be 
standard practice to inspect each 
joint thoroughly before considering 
it complete. The workmanship on a 
joint is very much in evidence in the 
finished product and often spells the 
difference and 


between satisfaction 


dissatisfaction of the customer with 
the product. 


Reinforce Adequately 


All sheet metal specialty items 
should be properly braced. If the 
construction of the item does not per- 
mit internal bracing, as would be 
the case in a cylinder, heavier gage 
material should be used to increase 
rigidity of the sides and ends. 

Bracing should be done with angle 
stock 


quate. If it is not practical to use 


and bar and should be ade- 
angle or bar stock for bracing or if 
considerable strength is not required, 
light sheet 


stiles are usually suitable. This type 


gage metal columns or 
of bracing should never be spaced too 
far apart nor relied upon for heavy- 
duty support. 


Prepare for Dressing 


After the specialty item has been 
fabricated it must then be prepared 
treat- 
ment. If the product is to be painted, 
the surface of the 


for its finishing or dressing 
metal should be 
prepared according to the type of 
paint to be used. If the product is to 
be exposed to the weather or to some 
industrial process that might deter- 
iorate the coating rapidly, paint must 
be selected carefully to assure long 
life in its The most 


important precaution before apply- 


environment. 


ing paint to metal is to make sure 


the surface is clean by wiping it with 





; CONSULTANT'S COMMENT 


“WHILE SOME of the informa- 
tion presented here may be 
elementary, we believe _ it 
bears repeating. As time goes 
by, we forget some of the 
good methods and practices. 


These 


put on 


articles remind us to 


our’ thinking 


and to delve into the advan- 


caps 


tages of some of the neglected 
basic ideas.” — P. C. Young, 
Young & Bertke Co., Cincin- 
nati, O. 














13 FACTORS IN 
QUALITY PRODUCTION 


1) Handling procedures 
2) Quality control (inspection by 
shop foreman) 
Personnel training 
Tool maintenance 
Shipping and receiving (packag- 
storage, etc.) 
Engineering skill 
Overhead 
Material procurement and con- 


Bend allowances 

Shearing procedures 
Material tolerances 
Utilization of waste materials 
Cleanliness of shop 


’ 











The 


primer coat must dry thoroughly be- 


oil-free naphtha or benzine. 
fore the exterior coat is applied. 

If the specialty item is to be de- 
livered to the customer unpainted, the 
exterior surface should be buffed and 
polished. Welded or soldered joints 
should again be inspected to make 
sure they are smooth and neat. Al- 
ways use a clean buffing or polishing 
wheel. especially one which has not 
with some othe 
Particles 


become 


been contaminated 


type of metal. of foreign 


metal which embedded in 


the surface of the base metal will 
cause a mild electrolytic corrosion. 


Buffing 


which contain iron oxide should be 


and greasing compounds 
avoided in dressing certain metals. 


Finally, the finished product 
should be protected against damage 
to the surface while it is in transit 
between the sheet metal shop and the 
customer. Some sheet metal contrac- 
tors use paper covering to provide 
this protection ; others have found 
plastic covers to be very suitable and 
inexpensive. In the case of stainless 
steel it is practical to cover the ex- 
terior surfaces with a light coat of 
fine grain pumice which serves as 
a polishing agent when wiped off. 

The 15 points listed on this page 
should be 
keep quality 


checked periodically to 
high 


and costs at a 


minimum. 
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PUT SMACNA LIST OF PRODUCTS, SERVICES TO WORK 


TO HELP sheet metal contractors pro- 
mote their products and services, the 
Sheet Metal and Air Conditioning Con- 
tractors’ National Association prepared 
a list of products manufactured and 
work performed by sheet metal contrac- 
tors according to recorded jurisdictional 
awards. This list is reproduced below. 

This list can be used extensively in 
helping architects, consulting engineers, 
plant engineers, etc. write specifications 
and let contracts for architectural sheet 
metal work. SMACNA says: 

“We believe the science of architec- 
tural sheet metal design and construc- 


tion is of great importance and should 
provide permanent and lasting installa- 
tions . . . requires a large amount of 
training, experience and practical know!l- 
edge . . . and we therefore consider it 
the obligation of every sheet metal con- 
tractor to know his business and use his 
skill to serve customers. 

“Generally, your sheet metal contrac- 
tor fabricates and installs all sheet 
metal work of any metal 10 gage or 
lighter. Further, with the introduction of 
extruded metals, these extrusions should 
also be furnished and installed by the 
sheet metal contractor. 


“Separate specifications are recom- 
mended for ventilating and air condi- 
tioning as outlined in the ‘Code of 
Trade Practice for Ventilating and Air 
Conditioning’ prepared by the Sheet 
Metal and Air Conditioning Contractors’ 
National Association, 170 Division St., 
Elgin, II." 

For a list of publications available as 
sources of information on weight, gage 
or types of metals and detailed draw- 
ings showing approved construction and 
types of metals used, write Editor, Amer- 
ican Artisan, 6 N. Michigan Ave., Chicago 
a, 


INTERIOR SHEET METAL WORK includes, but is not limited to, these items of metal 10 gage or lighter: 


Buildings, metal 

Bins, storage 

Canopies, metal: including all 
metal trim 

Copings, extruded, metal over 
wood 

Cornerstone boxes, metal 

Cornices, metal: extruded, 
formed, metal over wood 

Curtain walls, metal 

Canvas roof decking 

Downspouts, exterior: includ- 
ing conductor heads, fas- 
teners, ornamental bands, 
elbows, strainers 

Expansion joints, metal 

Fascia, roof edgings, metal 

Flashings, metal: base, cap, 
through-wall, spandrel, 
monitor sash, water table, 
cornice, termite shields 


Gutters, metal: roof drainage, 
floor drainage, condensa- 
tion, etc. 

Gravel stops, metal: 
with built-up roofing 

Lagging, metal: for pipes, 
boilers, tanks 

Lead linings: for floors, walls, 
etc. 

Linings, 


used 


metal: for floors, 
counters, windows, radia- 
tor recesses, bread draw- 
ers, bins 

Louvers, metal: metal over 
wood, extruded 

Letters, metal: for identifica- 
tion 

Marquees, metal: 
all metal trim 

Painting, prime coat: in shop 
or field 


including 


Panels, wall, porcelain: for 
store fronts below second 
story 

Plastic domes, light admis- 
sion: including frames and 
bases 

Ridges, metal: for slate, com- 
position, tile roofing 

Roofing, metal: flat seam, 
standing seam, batten 
seam, metal shingles, V- 
crimped roofing, corru - 
gated iron and protected 
metal 

Roof decking, steel: welded 
or clipped to joists 

Scuttles, metal: for roofs, lin- 
ing over wood 

Scuppers, metal: 
boxes 

Skylights, 


overflow 


metal: putty or 


EXTERIOR SHEET METAL WORK includes, but is not limited to, these items of 


Acoustical linings: for interior 
of ducts 

Bins, metal 

Breechings, boiler, metal 

Cement, asbestos: for ducts, 
flues, housings 

Chutes, metal: for packages, 
linen, etc. 

Collecting systems: fume, 
waste materials, including 
fans, motors, filters, 
grilles, ete. 

Dampers, fire and tempera- 
ture 

Diffusers, all types: for air 
conditioning 

Doors, metal: metal clad, tin 
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clad labeled or unlabeled, 
jamb linings 

Duct work, metal or substi- 
tute: mechanically con- 
nected, welded, flanged, 
riveted 

Dryers, metal: fabricated 

Enclosures, metal: for radia- 
tors, conditioning units, 
etc. 

Fans, ventilating 

Flexible connections, 
etc. 

Filters, heating and condition- 
ing systems 

Guards: machine, belt 

Hoods, metal: kitchen range, 


metal, 


fume, etc., including fans 
and filters 

Isolation bases, 
apparatus 

Lagging, metal: 
tanks, boilers 

Lockers, metal 

Linings, metal: radiator re- 
cesses, bins, drawers, tank 

Ovens, drying 

Partitions, office 

Partitions, toilet 

Process piping: for breweries 

Shutters, projection booth: 
complete with hardware 

Shelving, metal 

Smoke pipe, metal and sub- 


ventilating 


for pipes, 


puttyless, extruded, plastic 
domes 

Snow guards: wire or rail 
type 

Signs, metal 

Slate roofing 

Store fronts, metal, metal 
and glass: including trim 

Siding, metal: locked seam, 
standing seam, batten 
seam, metal shingles, 
formed metal siding 

Spires, towers, metal 

Tile, roofing 

Ventilators: spinner, gravity, 
power, revolving 

Valleys, metal: 
closed type 

Ventilators, smoke or stage 

Windows, hollow metal: ex- 
truded, all metals 


open or 


metal 10 gage or lighter: 


stitute: for breechings, gas 
vents, stacks, etc. 

Spray booths: complete with 
ventilation 

Tanks, metal 

Ventilating systems 

Ventilators, smoke or stage: 
gravity, power 

Warm air heating systems: 
complete including all 
equipment such as fur- 
naces, fans, blowers, con- 
trols, filters, firing devices, 
registers, grilles and duct 
work 

Washers, heating and condi- 
tioning systems 





= 


1 PLASTIC MATERIALS ARE HEAT-SOFTENED in oven to facili- 
tate fabrication and reduce overall job cost 


2 SOFTENED PLASTIC 


SHEET is secured in sheet metal mandrel 


with galvanized cover and “C” clamps for accurate forming 


Sheet Metal Skills Apply 


In Profitable Plastics Work 


. . » in a prominent sheet metal shop which 


took on rigid polyvinyl chloride specialty work as a sideline 


and found rich, previously unattainable markets. Here are 


some of the facts they’ve uncovered about working pvc in the shop 


Le , : 

DESIGN OF PLASTIC duct 
systems for corrosive applica- 
tions begins with conference 
between R. K. de I'Etoile (left) 
and Alfred B. de l'Etoile, who 
heads plastics department 


84 


More AND MORE sheet metal contrac- 
tors are employing plastic materials 
for ventilating systems to handle high- 
ly corrosive fumes. Delbrook Engi- 
neering, Inc., Cambridge, Mass., spe- 
cializes in application of unplasticized 
polyvinyl chloride, commonly known 
as rigid pve. From the pve materials, 
obtained from the producer in sheet 
form, ducts, fittings, hoods, enclosures 
and similar items are fabricated side 
by side with the standard sheet metal 
products. The know-how of the sheet 
metal journeymen is essential in fab- 
ricating sheet plastic, especially when 
the end product is custom-made. 
Delbrook has engaged in rigid pve 
fabrication 414 years. Numerous spe- 


cial techniques in shop practice have 


been developed in this time through 


the cooperative efforts of mechanics, 
engineers and salesmen within the 
organization. Pvc, which is a thermo- 
plastic material, must be “heat- 
soaked” in carefully controlled atmos- 
phere before forming. At the Del- 
brook plant in Cambridge, this 
heat-soaking is accomplished in a 
simple shelf-type oven heated by a 
small gas-fired floor furnace (Fig. 1). 
The oven was built in the sheet metal 
shop. Insulation, circulating fan and 
controls were specially arranged to 
provide controlled temperatures from 
180 to 250 F. The oven holds sheets 
up to 48 X 96 in. An asbestos-lined, 
hinged door at the front facilitates 
handling long sheets. Heat-soaking 
time varies with size and_ thick- 
ness of the sheet. Normally, a 14 in. 
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3 SECTIONS OF PLASTIC DUCTS are placed in 4 JOINIS AND WELDS are ground to smooth 
a cradle and welded with plastic rod and 450 F air finish when fabricating operation is completed 


WOODEN ELBOW MOLD developed by Alfred B. 6 HIGH SPEED BAND SAW has proved to be 
de l’Etoile (left) and shop mechanic reduces plastics a very useful tool for fabrication of plastic sheet 
fabricating cost material 


7 CORROSIVE FUMES from acid 
tank are drawn into plastic hood and 
exhaust system 
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PLASTIC 





Versatility of sheet 


contractor's market for 





DUCT SECTIONS are joined with flanges and flexible plastic gas- 


kets. Note stainless steel supporting strap around horizontal section of the 


larger duct (center) 


thick sheet can be readied for form- 
ing in five to seven minutes; a 14 in. 


sheet is prepared in 15 minutes. 


Mandrels Made in Shop 


Round duct sections are formed on 
cylindrical mandrels which are fab- 
ricated from light gage galvanized 
steel with reinforced plywood ends. 
The pre-cut plastic sheet is wrapped 
around the mandrel immediately after 
heat-soaking. The mandrel cover is 
drawn firmly around the material to 
insure proper dimensions. Note in 
Fig. 2 that the mandrel cover is fitted 
with steel angles which are positioned 
firmly with C clamps until the pve 
has cooled and set—usually five to 
10 minutes, depending on material 
thickness. The mechanic slips the fin- 
ished duct section off over the end 
of the mandrel. 


Seams Hot Air Welded 


Seams on pvc materials are welded, 
utilizing a carefully controlled stream 


86 


of heated compressed air. Air for this 
purpose is piped through the shop at 
approximately 150 lb pressure. Pres- 
sure is reduced to approximately 20 
psig at each welding station. Here the 
air is heated in a special welding 
gun to approximately 450 F. The 
technique for welding pve seams is 
similar to the old fashioned oxyacet- 
ylene torch welding method utilizing 
a bare rod and high temperature 
flame. The edges of the pve material 
are heated simultaneously with a 
welding rod of the same material as 
the plastic sheet. Careful fusion of 
the pve seam and the welding rod 
by this hot air method produces a 
strong homogeneous joint (Fig. 3). 
The welding technique is tricky and 
requires considerable practice because 
of the many variables involved. If 
the welding temperature is too low, 
fusion will be incomplete and the weld 
will be defective. On the other hand, 
too high a welding temperature may 
char or burn the plastic material. 
adhesion _be- 


which also destroys 


tween the welding rod and the pvc 


edges to be joined. Welding must be 
reasonably continuous to avoid lump- 
ing, which occurs when continuous 
welds in the same seam are overlaid. 
On sheet materials thicker than 14 
in., beveling the edges and making 
two or three passes will insure a 
strong joint. Welds may be dressed 
with a grinding wheel to achieve a 
smooth appearance. This operation 
is similar to that applied to fabri- 
cated steel. Fig. 4 shows how a grind- 
ing tool is used to dress up an ex- 


posed seam on a roof ventilator. 


Molding Saves Time 


In the interest of cutting costs of 
fabricating elbows, bevels and tee 
connections, De |b rook mechanics 
have developed a molding method for 
fabricating certain standard fittings. 
Molds are currently in service mak- 
ing elbows and bevels up to 90 deg 
for 8, 10 and 12 in. diameters. Molds 
are in process for 6, 16, 20 and 24 in. 
diameter sections. Fig. 5 shows both 
sections of a typical wooden mold 
and Fig. 1 shows a sheet of plastic 
material being heat-softened in the 
oven before forming. 

The saving in labor involved in 
cutting the elbow sections and weld- 
ing the individual circumferential 
seams is reflected in a substantial 
reduction in cost of producing the 
molded elbows. In fact, Production 
Manager A. B. de l’Etoile estimates 
that these molds will pay for them- 
selves in approximately 18 months. 
The sales force has found the mold- 
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plastic materials expands 


duct and specialty work 





ing development a_ valuable asset. 
first because the material is now 
easier to sell, especially in competi- 
tion with other non-corrosive mate- 
rials; and secondly because the ap- 
pearance of the installed work is con- 


siderably improved. 


Standard Tools Suitable 


One notable fact which comes to 
light when this type of work is under- 
taken is that pve sheet material can 
be worked on most of the machines 
in the average well-equipped sheet 
metal shop, and many of the manual 
operations can be performed with the 
tools usually found in the journey- 
man sheet metal worker's tool box. A 
high-speed table saw or band saw 
(Fig. 6) is the only major powel tool 


which is really essential in the shop. 


Not a Panacea 


The light weight of pve sheet (ap- 
proximately one-sixth as much as 
steel) affords it several advantages 
in erection procedures. It also makes 
unusually rigid duct assemblies. In 
the field. duct sections 10 in. dia- 
meter or larger are usually joined 
with flanges and bolts (see illustra- 
lion on page 86). Application of a 
plasticized pve gasket seals flange 
connections against air and conden- 
sate. This gasket material. which 
looks like soft rubber. may be applied 
to. installations exposed to corrosive 


fumes. R. K. 


of Delbrook Engineering, Inc., em- 


de VEtoile. president 
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ROOF VENTILATOR fabricated as terminal point for corrosive fumes is in- 


spected by (1 to r) Alfred B. de Il'Etoile, Roy W. Forsberg and R. K. 


l'Etoile before being sent to job site 


phasizes that the pve materials are 
not substitutes for sheet metal. but 
permit the sheet metal contractor to 
expand his field of activity into areas 
previously denied him. He points out 
also that this material is not a pan- 
acea and must be used only after 
careful appraisal of the application 
by competent engineers or chemists. 
The environmental temperatures fon 
pve installations must not execed 150 
F under ordinary circumstances for 
example: and any contact: must: be 
carefully avoided between the pve 
material and service lines carrying 
steam. hot water or flue gas. any of 


which could distort the material. 


Certain Concentrates Harmful 


Its ability to withstand corrosion 
from inorganie chemicals has been 
proved. However, it is not) recom- 


mended for fume exhaust 


systems 
where cleaning solvents such as car- 
bon tetrachloride. naphthol and a 

tates are used in concentrated form. 
Fig. 7 shows two process tanks fitted 
with plastic hoods arranged for effec- 
tive fume removal. These two tanks 
highly corrosive 


contain inorgantk 


liquids: one holds 50 percent nitric 


de 


acid at approximately 150 KF: the 
other, a concentrated liquor of potas 
sium hydroxide used to etch cast 
aluminum meter cases. The fume re- 
moval system previously used on 
these tanks was fabricated from as- 
bestos board and spec ial lumber. and 
had to be replaced annually. The new 
pve system has been in) operation 
continuously for two years and no 
indication of corrosive damage is 


evident. 


See Bright Future 


At Delbrook they see a great fu 
ture in the plastics field for the ven 


tilation during 


industry. especially 
this era of dramatic expansion in the 
nuclear, chemical and metal process- 
ing industries. Delbrook is now fabri 
cating pve assemblies for a number 
of industrial accounts and other con 
tractors not only near Boston but also 
in other parts of the country. The 
company has found that the material 
installed as flanged 


work by any crew of practiced sheet 


can he readily 


metal journeyvmen. 


Approximately 
half of Delbrook’s work now consists 
of complete systems installed entirely 


hy its own work force 





How to Lay Out a Stack Head Fitting 


in 


THIS MONTH'S PATTERN problem, a 
stack head often 


used in perimeter air distribution 


fitting. is most 
systems. The stack head is installed 


in the floor approximately 6 in. 
from the outside wall, usually under 
a window. A horizontal branch duct 
the fitting to the 


trunk from the furnace plenum. The 


connects main 
connection between the branch duct 
and the stack head fitting is made 
a 90 deg elbow 
part of the fitting. 


Regardless of the size of the fit- 


with which is not 


ting. the layout procedure will be 
the that the 


drawings and the directions given 


same as outlined in 
lor developing the pattern, 
Following is a step-by-step de- 


velopment of the pattern, 


Back, Sides Pattern, Fig. 3 — 


line and 
establish point A at the left end. 


6) Working from point A, meas- 


a) Draw a_ horizontal 


a 


for connection to a branch duct 


perimeter air distribution system 


Can you develop this 
pattern in 15 minutes? 
Here’s a new and accurate ap- 
proach to the development of 
sheet metal patterns that will cut 
costly layout time. The method 
applied to this month’s fitting can 
be used as a guide to develop re- 
lated patterns and solve other 


problems encountered at the lay- 


out bench 


ure to the right the given lengths 
of the lower depth and width, as 
the bottom of the front 
(Fig. 1) the view 
(Fig. 2), which are 14 in., 3 in. and 
14 in. Label the points A, B, ¢ 
1). 


shown at 


view and end 


and 
draw 


c) From points B and ¢ 


lines perpendicular to and above 
AD. measure up 21% 

locate points Ko and L 
points K and L 
tending to the right of point L and 


to the left of point K. Measure the 


viven 11, in. (top depth) as shown 


line in. and 
. Through 
line 


draw a ex- 


at the top of Fig. 2 and locate points 
J and M. 

d) From points A and D draw 
lines above and perpendicular to 
line A D. Transfer the given 3@ in. 
length from Fig. 1 and locate points 
KE and F. From points J and M draw 
lines below and = perpendicular to 
line JM. Transfer the given 3@ in. 
from Fig. 1 and locate points G and 


H. Draw lines EG and FH. 


e) From line JM, measure up 
the given 1x in. flange length (Figs. 
1 and 2) and draw a line which is 
parallel to and equal in length to 


line JM. 


Offset Front Pattern, Fig. 4 — 


a) Draw a 3 in. horizontal line 


left end N the 


right end P. From both points draw 


and mark its and 
lines perpendicular to and above 
line NP. 

b) From Fig. 3, transfer to the 
left (Fig. 4) the fol- 
lowing lengths: the lower 3 in. dis- 
tance; the developed line EG: 
the Mark 
points R, T and V. Through points 
R. T and V 
to the right to intersect the vertical 
line from point P. Mark these inter- 
secting points S. land W. 

Add for and 
joints, and mark the patterns for 
fabrication. 


vertical line 


and 


top 3, in. line. these 


horizontal lines 


draw 


allowances seams 



























































“| a. kom 
| Front view Z End view 
s s if 














| 
| 
Down 90 L| Down So M 
H 








meted 
ed 
z 
aha 
ce 
ote 
et 
[- 
edad 
[° 4 
p— ] 
_ 
— 
Ss 
é 
= 
— 
[vey 
_—) 
= 
a 
=z 
i= ¢ 
a 
wo 
a 
a 
shal 
vA 
Sad 
= 
— 
3 
= 
— 











= 
3” of £ 
3 Back and sides pattern 
< 

















Pi7TrTs Doww 4 


4 Offset front pattern 


NOTE: THESE PATTERN DIMEN- 
Pyrrs Down SIONS should be multiplied by the pre- 


determined ratio figure to produce the 


actual size of the fitting needed. 
| ‘ 
E-G 























3” 
$ 











AMERICAN Artisan, Aprit, 1959 





PRACTICAL APPLICATIONS 
for engineering, installing and servicing 
residential cooling systems 


By S. W. Reid 


Air Conditioning Engineer 
Gilbert Associates, Inc. 


Modern Air Conditioning Design 


Stresses Water Vapor Control 


A working acquaintance with water vapor and its behavior 


will pay off in improved installations in today’s 


tightly-built homes with more and more moisture-producing appliances 


IN EVERYDAY air conditioning and 
heating work, water vapor is viewed 
as something which is either removed 
from or added to air as part of the 
dealer-contractor’s effort to fashion 
indoor climate. Dealer-contractors are 
reminded of the existence of water 
vapor when they prepare cooling load 
estimates and when they sell warm 
air heating equipment with humidity 
control. In either case, this factor 
often receives scant recognition, com- 
pared with other features of a par- 


ticular system or job. 


Moisture Load Increasing 


Familiarity with the characteristics 


and behavior of water vapor will be 
valuable to every air conditioning 


and heating dealer-contractor, for it 


is partly through processes which he 
sells that water vapor is controlled 
not only for human comfort, but also 
for the protection of building mate- 
rials. The importance of the latter 
has been increasing in modern tight- 
ly constructed residences with more 
moisture-generating appliances. 
Studies have shown that a_ typical 
family of four can produce 25 |b 
of water per day from such normal 
activities as cooking, laundering. 
bathing, breathing and perspiring. If 
vapor from automatic dishwashers. 
clothes dryers and humidifiers is 
added. the total becomes a major 
factor in air conditioning design. 
Before going into practical aspects 
of the water vapor problem, let's 
review some basic facts about the re- 


lationship of water vapor and _ air. 


Dry atmospheric air is a mixture 
of a number of gases, by far the most 
prevalent of which are nitrogen and 
oxygen, which comprise. by volume, 
roughly 79 percent and 21 percent 
of the total. respectively. Since abso- 
lutely dry air does not exist in na- 
ture, we know there is another com- 
ponent in the mixture—water vapor 
or steam. The term water vapor is 
generally used in psychrometry 
whereas the label of steam is applied 
to water vapor at the higher tempera- 
tures and pressures associated with 
heating and power work. 

Assume a closed container of dry 
air at say 80 F has a pressure of P,. 
If we introduce a pan of water, evap- 
oration will immediately begin, and 
will continue until the space is satu- 


rated. The container pressure will rise 
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to a new level P. which is P, 

0.5070 psia. The 0.5070 psia is known 
as the saturation vapor pressure for 
water vapor at a temperature of 80 F. 
It and the amount of vapor that can 


exist in a cubie foot of space depend 


> 
° 


only on the space temperature and 
are independent of the weight, pres- 
sure or even the very presence of ait 
that may simultaneously exist in the 
same space. 


If additional water were sprayed 


Weight of water vapor in 1 Ib of dry ar grains 


into the container of saturated vapor. 
it would remain liquid, possibly in 
the form of fog or mist (vapor is 
invisible), but would in no way in- 


crease the vapor content of the con- 


ess e288 


tainer. If, on the other hand, the pan Dry duit terpereture, deg F 
of w ater were removed from the con- 

tainer before enough of it had evap- 1 PSYCHROMETRIC CHART plots room conditions recorded on job, 
relates these conditions to weight of saturation vapor in grains. Factors 


orated to saturate the space, the pres- . : ‘ ‘ 
required for calculation are listed in Table 1 


sure rise would be less than 0.5070 
psia, proportional to the amount of 
water evaporated. 


perience the drying of moist mate- ing vapor in the air. Therefore, we 


rials under most conditions. relate it to one pound of dry air. 
Thus. Table 1 shows that at 80 F. 
for instance, a pound of dry air will 
13.601 cu ft 


at standard atmospheric pressure. If 


Table 1 lists vapor pressures for 
different 
What is the difference between the the 
change of state from liquid to vapor 


by evaporation and by boiling? Wa- 


Evaporation vs Boiling 


temperatures. The greater 


Vapor temperature and corre- occupy a volume of 


sponding pressure, the faster evapora- 


tion takes place. If the liquid is 


the volume is increased to 14.087 cu 
ter in an open pan actually evapor- 


ates at all temperatures. The pressure 
of the air on the water surface. even 
though it may be many times greater 
than the vapor pressure of the liquid. 
cannot prevent evaporation. We know 
this is 


true. for we commonly ex- 


heated sufficiently, the vapor pressure 
rises until it is equal to that of the 
atmosphere on the liquid surface. At 
this point, bubbles form and the liq- 
uid is said to be boiling. 

work we fe- 


In air conditioning 


quire a practical means for evaluat- 


ft we can accommodate not only the 
full pound of dry air but also a suf- 
ficient volume of vapor to saturate the 
space. The weight of the saturation 
quantity of vapor associated with one 
pound of dry air at 80 F is 0.02235 


lb. Weight can also be expressed as 


TABLE 1—SATURATION CONDITIONS that occur at various temperatures and pressures illustrate 
how water vapor affects total air volume to be handled by equipment 





Pounds Volume of 


of 1 Ib dry air 
water vapor Volume + 


per Ib dry air, 

of dry air cu ft/Ib 
0.0007872 11.578 
0.002152 12.084 
0.005213 12.590 
0.005421 12.616 
0.005638 12.641 
0.01108 13.096 
0.01882 13.474 
0.02233 13.601 
0.04319 14.106 
2.295 16.632 

Boiling (vapor pressure = atmospheric pressure) 


Vapor pressure 
volume of at 


vapor to saturate, saturation, 
cu ft/Ib dry air psia 


11.593 0.01849 
12.126 0.05045 
12.695 0.12164 
12.725 0.12646 
12.755 0.13145 
13.329 0.25618 
13.881 0.42979 
14.087 0.50701 
15.081 0.94959 
77.142 11.526 
14.696 
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grains. Since a pound equals 7000 


grains, 0.02233 |b 156.31 grains. 
Degree of saturation, percentage hu- 
midity and saturation ratio are the 
terms applied to the ratio between 
the actual weight of vapor associated 
with a pound of dry air and_ the 
weight necessary for saturation. The 
term relative humidity is technically 
reserved to define the ratio of the 
partial pressure of water vapor in the 
air to the pressure of saturated water 
vapor at the corresponding air tem- 
perature, Since these two properties 
are nearly equal at temperatures be- 
low 100 F, little if any distinction is 
made in the use of these terms in 


Chart Checks Calculations 


On the psychrometric chart (Fig. 
1) plot point 4, an assumed room 
condition, at 75 F db, 30 percent rh. 
For the dry bulb temperature of 75 
F we find in Table 1 that the weight 
of saturation vapor per pound of dry 
air is 0.01882 lb (or 131.74 grains). 
Moving up vertically on the 75 F db 
line to the saturation line in Fig. 1. 
we reach point B. Reading at the 
right we find this point corresponds 
to about 132 grains, and our calcu- 
lated figure is correct 

Assuming that relative humidity 
and percentage humidity are equiva- 
lent. we calculate that the grains of 
moisture at point { where the rela- 
tive humidity is 30 percent should 
be 131.74 X 0.30 


per lb. Moving right in Fig. 1 from 


39.52 grains 


point 4 we read 39 grains which 
che ks closely. 

The vapor pressure of saturated 
vapor at 75 F (point B in Fig. 1) is 
as 0.4298 psia. 


{ is only 30 per- 


shown in Table 1] 
Since air at point 
cent saturated, the vaper- pressure at 
0.4298 

0.1289 psia. As air is cooled from 


point A to point C in Fig. 1, there 


this condition is 0.30 


is no change in the moisture content 
or in the vapor pressure. At point D, 
the air is at 60 F and about 50 per- 
cent rh. The saturated vapor pressure 
at 60 F (Table 1) is 0.2562 psia. At 
50) percent 
is 0.50 


saturation the pressure 
0.2562 0.1281 psia 


a close enough check for our pur- 


poses. At point C the temperature 
is about 41.5 F. Again from Table 1] 
we see that the vapor pressure is 
0.1289 psia. 


Vapor Level Drops 


The significance of point C is that 
it is the lowest temperature to which 
air at the vapor level of point { can 
he cooled. The Vapor level will drop 
with any further temperature reduc- 
tion, and some vapor will condense. 
4 lower vapor level means a lowe! 
Vapor pressure, 

Suppose we find that air is at con- 
dition A in a residence. At a certain 
outside temperature, no surface in- 
side the house is cooler than point 
C, which is the dew point for air at 
point 4. This means no visible con- 


densation will occur on any surface. 


THIS SPECIAL SERIES 


- +» on subjects of interest to 
residential air conditioning 
dealer-contractors is based 
on the author’s wide experi- 
ence and on constant analy- 
sis of the field by American 
Artisan’s editors. 


IT ALL BEGAN 


. . . with a complete rundown 
on fundamentals in 20 arti- 
cles beginning in August, 
1952 American Artisan, de- 
scribing basic operation of 
air conditioning equipment. 


SPECIFIC PROBLEMS 


- .. treated in the next phase 
of the series covered mainte- 
nance, service, installation 
and management. 


NOW 
PRACTICAL APPLICATIONS 


- « « to solve common prob- 
lems which have been expe- 
rienced by the author and by 
dealer-contractors are cov- 
ered in the current selection 
of case histories, procedure 
outlines and specific ex- 
amples. 


Now suppose the outside tempera- 
ture drops. Some of the inside sur- 
faces, perhaps the windows, drop to 
temperature E which is lower than 
the dew point temperature(C) for 
the air at condition A. Air immedi- 
ately adjacent to surface EF deposits 
its excess vapor as water on the cold 
surface. The space surrounding the 
cold surface becomes a region ol 
lower vapor pressure toward which 
vapor from the nearby higher pres- 
sure spaces moves. Thus, vapor can 
move toward cold surfaces because 
of the difference in Vapor pressure, 
without motion of the air. Actually. 
however. cold surfaces invariably set 
up some thermal circulation of the 
air which tends to accelerate the 


movement of vapor toward them. 


Classify Condensation Surfaces 


Surfaces in a building upon which 
condensation can occur are usually 
classified as either visible or con- 
cealed. Condensation on visible sur- 
faces may be either visible or invisi- 
ble. On glass. for instance. it would 
be visible because glass cannot ab- 
sorb moisture. On an unpainted 
plaster ceiling or wall, however, the 
condensing vapor might be absorbed 
as fast as it is formed so no droplets 
of water would be visible on the sur- 
face. Another type of surface might 
combine the characteristics of the 


other two. 


Problem Isn’t Seasonal 


Condensation on visible surfaces is 


not singularly a winter problem. 
Basement walls and floors, because 
of their mass and their thermal in- 
sulation by the earth, tend to change 
temperature very slowly. Therefore, 


they remain relatively cool and are 


frequently well below the dew point 


of the outdoor air. With the con- 


temporary demand for basement 
recreation rooms this problem de- 
serves very serious consideration. If 
neglected, this factor can cause ex- 
tensive damage to wall facings, floors 
and floor coverings. Even if actual 
condensation doesn’t occur, the nat- 
ural coolness of these spaces results 
in a very high relative humidity 
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which promotes musty odors and 


mildew. 


Pressure Affects Permeability 


Water vapor passes through many 
building materials by diffusion. The 
main cause of this transfer is differ- 
ence in vapor pressure. The property 
of a material which defines its ability 
to transmit vapor is known as its 
vapor permeability. 

Winter condensation on concealed 
surfaces occurs when vapor from in- 
side a building passes through the 
inner surface of a wall and strikes 
the cold outer element. Depending 
on the temperature of this colder 
element, the vapor appears as liquid 
or frost. Accumulations of water 
from this process can cause damage 
ranging from blistering exterior 
paint to rotting structural members. 
Inward seepage of water which has 


formed on 


concealed surfaces can 


damage inner walls and floors. 


Two Methods of Control 


Having outlined some of the prob- 
lems which water vapor can create, 
we shall consider possible solutions. 
Condensation on visible surfaces can 
be controlled by either keeping the 
inside dew point temperature low or 
raising the temperature of surfaces 
that would otherwise be colder than 
the interior dew 


point. These two 


solutions must balance 


be kept in 

since, for reasons of health, it is de- 
sirable to maintain as high a relative 
humidity as possible within practical 
limits. 

ASHAF 


Guide show that even with deliberate 


Studies reported in’ the 


humidification. relative humidity is 
seldom maintained higher than 40 
percent in a residence during cold 
Without such 


humidification it may range down to 


weather extremes. 
20 percent or lower. According to the 


Guide figures. visible condensation 
will occur on single glass with a | 
value of 1.13 at zero F outside tem- 
perature when inside relative humid- 
ity reaches 15 percent at 70 F. On 
double glass with a lt value of 0.55, 
the corresponding figure is about 12 


percent. 
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True air conditioning pro- 
vides comfort in all sea- 
sons according to the 
American Society of Heat- 
ing, Refrigerating, and Air- 
Conditioning Engineers. 
ASHRAE defines air condi- 
tioning as: 


Excessive dew point temperatures 
can be prevented by exhaust systems 
used properly in the kitchen, bath- 
room, laundry and other points 
where vapor is generated. Exhaust 
systems must be planned carefully. 
The fact must be remembered that 
for every cubic foot of air exhausted 
from the building another cubic foot 
of heated air must be introduced. 
For the summer problem of excessive 
vapor in basement rooms, the me- 
chanical dehumidifier is probably 
the most efficient means of reducing 
the dew point. 

The application of storm windows 
is a common example of the other 
method of controlling condensation 
on visible surfaces raising the 
temperature of the cold surfaces. The 
outer layer of glass in effect insulates 
the inner pane, permitting its tem- 
perature to remain higher. 

Adequate wall and ceiling insula- 
tion is vital to controlling condensa- 
tion on these surfaces. So also. to 
a more limited extent. is the design 
of the heating system. Outside walls 


which are blanketed by 


from a perimeter distribution system 


warm alt 


will certainly be warmer than those 


enclosing a room in which air. is 


supplied from an interior wall. 


Install Vapor Barrier 


Condensation on concealed — sur- 


know. 


keeping the inside dew point low as 


faces is. as we reduced by 
suggested for controlling condensa- 
tion on visible surfaces. Two other 
preventive measures can be employed 
is to build 
barrier into the wall near 
the side of high 


during construction. One 
a vapor 


Vapor pressure 


“Air conditioning is the 
process of treating air so 
as to control simultane- 
ously its temperature, 
humidity, cleanliness and 
distribution to meet the 
requirements of the condi- 
tioned space.’’ 


which of course is the warm inside, 
There are two prerequisites to in- 
stalling an effective vapor barrier: 
proper selection of material, and con- 
siderable skill in its application. 
Existing walls and ceilings without 
built-in vapor barriers can be covered 


with vapor-resistant paint. 


Ventilate The Space 


The other means of controlling 
condensation on concealed surfaces 
is ventilating the structure. In prin- 
ciple, this means vapor which does 
permeate interior wall or ceiling ele- 
ments is removed from inside the 


structure by venting these 


spaces 
through the outer element to the at- 
mosphere. A typical illustration of 
this measure is attic ventilation. 
Vapor can permeate the materials 
normally used in the ceiling below 
the attic and also the insulation above 
this ceiling. If the attic space were 
not vented Vapor would accumulate 
and penetrate the wood structure of 
the roof, eventually condensing when 
it reached its dew point. Since the 
commonly used roofing materials are 
resistant to water, there would be no 
escape for it. 

The result of the excessive damp- 
ness is. of course. warping and even- 
tually rotting. 

Another common problem— which 
can be traced to excess moisture is 
ground water which. in the form of 
Vapor, penetrates basement walls and 
floors or evaporates from bare earth 
Voisture 


whic h condenses on cold ail ducts 


in unfloored crawl spaces. 
running in  unvented and = confined 
spaces above suspended ceilings also 


causes trouble. 





Does Night Setback Save Fuel? 


Here are the facts about a con- 
troversial subject, accumulated 
in a three-year test and inter- 
preted to show that operating 
costs can be saved under con- 


trollable conditions. 


ceeee ees 


THERMOSTAT IN TEST HOUSE was set at 72 F for 
daytime operation and 66 F from 10 p.m. to 5:30 a.m. 


By B. Kellam 


Professional Engineer 





FACTORS WHICH AFFECT 
NIGHT SETBACK SAVINGS 


1) Difference between daytime 
and night setback temperatures. 

2) Rate of daytime fuel con- 
sumption vs outside air tempera- 
ture. 

3) Time required to reach set- 
back temperature after change- 
over at thermostat. 

4) Rate of fuel consumption at 
night setback temperatures. 

5) Fuel quantity required to 
build up interior temperatures to 
daytime setting. 

6) Wind velocity and direction. 











A GOOD WAY to get a lively discussion started is to ask a 
group of dealer-contractors and engineers whether any 
saving in fuel cost can be obtained by reducing the tem- 
perature at night inside a house. Most of the arguments 
for or against are little more than personal opinions. 
Those who support night setback base their opinions on 
the supposition that maintaining the temperature in a 
house at 66 F or lower is bound to require less fuel than 
keeping it at 70 or 72 F. The others suggest that all the 
fuel saved in maintaining the 66 F temperature will be 
consumed in bringing the temperature back up to 70 


or 72 F in the mornine. 


Must Have Background Data 


To determine whether or not fuel is saved in any test. 
the following data must be accumulated: 

1) Rate of fuel consumption at 72 F inside the house 
vs outside temperature. (Fuel consumption equals fur- 
nace “on” time.) 


2) Time required for indoor temperature to drop from 
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COMPLETE SET of | instru- 
ments provided all information 
required for accurate data on 
length and frequency of burner 
operation, fuel used, inside and 
outside air temperatures, power 
requirements, etc. 


‘Analysis of the data collected suggests that the total 
fuel saving which can be attributed to reducing the temperature 
at night is about 10 percent of the annual fuel bill’’ 


72 F to 66 F after setting back the thermostat. (Outdoor 
temperature during the test must also be considered here. ) 

3) Total operating time at 66 F from the time the 
indoor temperature reaches 66 F until the thermostat 
setting is returned to 70 F. 

1) Rate of fuel consumption at 66 F vs outside tem- 
perature. 

5) Amount of fuel consumed in bringing the tempera- 
ture from 66 F to 70 F vs outside temperature. 

6) Amount of fuel consumed in bringing the tempera- 


ture from 70 F to 72 F vs outside temperature. 


Seek Answer in Three-Year Test 


The effectiveness of night setback in conserving fuel 
has been tested in a residence spec ifically designed to take 
advantage of certain factors which are known to contrib- 
ute to economical operation and comfort. The tests were 
made over a three-year period. Analysis of the data col- 
lected suggests that the total fuel saving which can be 
attributed to reducing the temperature at night is about 
10 percent of the annual fuel bill. This would be com- 
parable to the amount of fuel used during September. 
October and the first week in November. 

The house is in Toronto, Ont.. where a 50-year average 
of 7020 degree-days annually is used to estimate annual 
10 F. The 


brick-veneer-on-frame house is 114 stories. has a full 


fuel costs. The winter design temperature is 


basement and an attached but unheated garage on the 
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north side, Living space comprises 2340 sq ft of floor 
area. Heat is supplied by a gun type oil burner in a 


forced warm air furnace. 


Thermostat Set Back to 66 F 


The three-year study concentrated on the influence of 
climatological and operational factors on fuel consump- 
tion. The report shows the influences of the sun and wind 
on the effects of night setback. Tests were conducted 
by the researchers in three consecutive heating seasons. 
Temperature was set at 66 F from 10 p.m. until 5:45 
a.m., when the thermostat was returned to the 72 F day- 
time setting. 

When this study was first undertaken during the first 
winter, researchers realized that considerable data would 
have to be recorded to accomplish the desired objec lives. 


During this first winter the number of headings in the 


table of necessary data gradually increased until by 


March there were 28. The following September, the num- 
ber of headings had increased to 39. after a study showed 
that more data was necessary. By March the total number 
of headings had increased to 58 to account for all the 


variables which must be considered. 


Isolate Influencing Factors 


The researchers soon became aware also of variables 


in procedure for recording data which would have ap- 


95 





preciable effec ts on the accuracy of the information ob- 
tained from their data. By the beginning of the second 
heating season the procedures were standardized, and 
data showed that the amount of fuel saved depends on: 

a) How well the house is insulated. 

b) The outside temperature. 

c) The wind velocity and direction. 


d) The setback temperature. 


Savings Range from Zero to 15 Percent 


Results of night setback ranged from no saving in fuel 
when the outdoor temperature is 0 F, to 15 percent saved 
at 20 F. Since winter temperatures in Toronto are over 
5 F about 96 percent of the time, the total saving is 
appreciable 

When the outdoor temperature was 36 F, the furnace 
was off from 10 p.m. to 5:30 a.m. In other words, it took 
714, hours for the inside temperature to fall from 72 F 
to 66 F. The furnace was off 6 hours at 30 F; 5 hours at 
25 F; 314 hours at 10 F. These operating times were 
measured during nights when little or no wind was 
recorded, 

The amount of fuel saved by setting back the tempera- 
ture at night will vary, depending on the distribution of 
temperatures in any locality. In Ottawa, for example. 
there will be more nights when no fuel is saved than there 
will be in Toronto. If this house were moved to Ottawa. 
even with the same operational patterns, the total fuel 
consumption would not relate directly to the difference 


in number of degree-days between the two cities. 


Wind Influences Fuel Consumption 


The fact that wind influences fuel consumption has 
been established. As early as 1913, Langmuir* noted 
that the rate of heat transfer from a surface increases 
when the air is in motion. He developed a formula for 
calculating the increase caused by moving air on the rate 
of cooling. 

Wind velocity, therefore. has a marked effect on fuel 
consumption because it increases the rate of heat loss 
from the affected walls of the house. 

For the three heating seasons, the house required an 
average of 857 (U. S.) gal of fuel oil per year with an 
average of 7020 degree-days, at an average cost of 
$121.86. 


Draw 3 Major Conclusions 


Analysis of the findings from the three year study 
produces these conclusions: 
1) The biggest single influence on fuel consumption 
is wind velocity. 
2) Setting back the temperature at night reduces fuel 
cost: 
a) When the roof and walls are adequately insulated. 
b) If the temperature is not set back too far. 


c) When the outside temperature is not too low. 


FUEL BURNER OPERATING TIME was 
recorded as follows in test house 
when temperature was set back to 
66 F from 10 p.m. to 5:30 a.m. 
(thermostat was automatically re- 
set at 72 F for daytime comfort): 


Temperature Burner ‘‘on’’ time 
(deg F) (in hours) 


36 0 
30 11/2 
25 2\/2 
10 4 
0 7/2 


(Heavy wind and inadequate insulation will raise the 

lower limit.) 

3) The inside wall surface temperature in a well-in- 
sulated structure lags considerably when the outside tem- 
perature changes rapidly. 


Advise Architects, Engineers 


The survey produced additional information which is 
recommended for consideration by architects and builders 
in designing a house to conserve fuel during the heating 
season: 

1) Attached garage should be on the north side of the 
house. 

2) House should be oriented on the lot to take full 
advantage of the winter sun. 

a) House should be set sufficiently forward on the 
lot to be bathed in south and west sunshine most of the 
day. 

b) Large double-pane windows should be on the 
south and west sides. 

c) House should be as far as possible north of the 
neighbor to the south to minimize shadow on the walls. 


Windows, Doors Must be Weatherproofed 


3) All fixed windows should be sealed double-pane. 

1) All movable windows should be fitted with rib-type 
metal weatherstripping. 

5) Every window in the house, including all those in 
the cellar, should have tightly-fitting storm windows. 

6) All outside doors should be weatherstripped and 
have storm doors. 

7) The heating plant should be engineered to match 
the heat loss of the house and duct sizes and locations 
should be selected for maximum efficiency. 


[*Transactions American Electrochemical 
Society, Vol. 23, p 299} 
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74.0), OKO) RIES 


FREON 2407’ CONTEST 


Hints to help you win 


Your complete air conditioning and refrigeration 

wholesaler is your partner in profit. It will pay 

you to know and use his services, cultivate his 

friendship. Here are some of the benefits you get 

by dealing through your wholesaler 

@ Convenience of buying at a one-stop supply 
source. Your wholesaler keeps ample, diversi- 
fied stocks of high-quality air conditioning and 
refrigeration parts, equipment and supplies 

e Immediate delivery by your wholesaler permits 
you to give prompt, dependable service —im- 
perative in emergencies 

@ Cost savings because your wholesaler assumes 
expenses of inventory, warehousing, shipping, 
accounting and insurance 





@ Expert hnicalandeng ing help when you 
want it. Your wholesaler assists with design 
problems, figuring material costs; gives cata- 
log service, prices and up-to-date information 
on new products 


“Freon” Check List 


Look for this list of premium qualities of “Freon"’ 
refrigerants on your official entry blank. Check 
the one you consider most important 
Time-tested —over 27 years in use—you can't 
go wrong with “Freon.”’ 
( Stable, pure and dry 
(C0 Factory-sealed for purity 
(CD Nontoxic, nonflammable 
(CD Always available—anywhere in the world. 
(0 Made by Du Pont—backed by years of tech 
nical and manufacturing leadership. 
Insist on genuine “FREON” — Premium Quality Refrigerants 
. .. in the cylinders with the gold-heod caps. 
“FREON” PRODUCTS DIVISION 
: E. | OU PONT DE NEMOURS & CO. (MIC) 
Better Things for Better Living WILMINGTON 98, DELAWARE 
through Chemutry 





of Freon. and F y ere DuPont's 
registered trademarks for its fluorinated hydrocarbon refrigerants. 
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1959 Kingswood ¢ 

with air conditioning, air 
suspension, power steering, 
radio, heater, automatic 
transmission... 


fully equipped .. . $4,000 





9-380 PRIZES | 25-44 PRIZES | 250-5" PRIZES 


POLAROID 
“HIGHLANDER” 
CAMERAS 

worth $72.75 each 


WESTINGHOUSE 

TRANSISTOR 

PORTABLE RADIOS 
worth $39.95 each 


-284 CHANCES TO WIN! 


RCA VICTOR 
“MARK 21” COLOR TV 
worth $495 each 


UNITED STATES 
SAVINGS BONDS 











CONTEST CLOSES MAY 15 —ENTER NOW! 
CONTRACTORS, SERVICE MEN...You could be the winner of a new air-conditioned Chevrolet 
station wagon. But to win, you must enter the Freon’ ‘‘Partners in Profit’? contest ind 
enter SOON. Read over the simple rules and hints to help you win. It’s easy! ¥ 
but HURRY 


entry, see your complete air conditioning and refrigeration wholesaler 


ou can enter as 


often as you wish closing date is May 15. If you haven't yet sent in your 


TODAY 


to all fir 


SIMPLE CONTEST RULES: 


r } 
nir { 


V is good business to deal through a complete air 

tioning and refrigeration wholesaler because 

Mail your entr FREON’ CONTEST, Box 22F 
Mount Vernon 10, New York 





Mailing Piece 


To BE EFFECTIVE, sales promotional 
materials must be directed to certain 
groups of people with specific in- 
terests. A lands« ape! who may be in- 
terested in a powel! lawn mower 
probably wouldn't be motivated by a 
sales promotional piece dese ribing a 
new line of spring clothing. 

Thus, sheet metal contractors and 
heating-air conditioning dealer-con- 
tractors who, by the nature of their 
product, are interested in influencing 
specific groups of people, must select 


sales promotional pieces accordingly. 


Payoff Is Worth the Effort 


Conditioned Air of Fresno, Calif. 
has found the results well worth the 
time and effort involved. Nat N. Leas, 
president of the firm, was president 
of the Sheet Metal and Air Condi- 
National Asso- 
ciation from May 1957 to May 1958. 

Each month Conditioned Air mails 
a different 4144 X 8 in., 

Not” 


general 


tioning Contractors’ 


eight page 
“Believe It or pamphlet to 
architects, contractors, in- 


dustrial plants and large building 


engineers. 


Feature Popular Series 


1 he four ~( olor 


trates an 


illus- 
from 
Not” 


company 


front cover 


intriguing subject 
Ripley’s famous “Believe It o1 
feature, along with the 
name, address, phone number and 
motto: “For undivided responsibility 
in engineering and contracting.” In- 


side the pamphlet the cover picture 


Idea Exchange 


Makes ‘Believers’ of Prospects 


and subject are explained, along with 
other subjects from the well-known 
feature, and a strategically-positioned 
selling message from the company 
introducing personnel and describing 
typi al produc ts and services. 

One recent pamphlet, for example, 
features “the strangest cooling sys- 
tem in history” on the cover. Inside 
the pamphlet the story reveals that 
for 205 years (969-1174) 14 camel 
loads of were shipped daily 


from snow-covered Mt. 


snow 
Lebanon to 
the sultan’s palace in Cairo, 300 
miles away. Two hundred miles were 
by sea. At the harbor 


the snow was 


of Damietta 
unloaded and _trans- 
ferred to the backs of 14 camels for 
the final 


Ww hich was covered in the cool of the 


100 mile trip to Cairo, 


night. The snow was used to cool the 
sultan’s drinks and sherbets as well 
as several living areas. 

This pamphlet also contains five 
other “Believe It or Not” items. 


Sales Message Is Conspicuous 


On a two page spread in the cen- 
ter of the pamphlet (so folded that 
the reader is exposed to it first on 
opening the piece), appears a very 
effective presentation of the Condi- 
tioned Air sales story. The message 
month—one 
folder features “know-how” : 


also is altered each 
another 
promotes “ability to 
third 


requires 


design and 
fabricate”: a proclaims that 
skill. 


Each message is brief and illustrated 


with samples of the company’s work. 


“installation too.” 


Believe /t or Not / 


FOR 
UNDIVIDED RESPONSIBILITY 
IN 


ENGINEERING and CONTRACTING 
@-. AM 6-0715 


Cenditioned Air 


249 Nerte H Street Ey Fresno, Celifernia 
EIGHT PAGE FOLDER presents 
brief but interesting facts designed to 
interest architects, engineers, etc., who 
periodically receive this type of sales 
promotional piece from Conditioned 
Air Corp., Fresno, Calif. 


In one corner of the center spread 
is a picture and verbal sketch of one 
of the company’s department heads, 
playing up his technical background 
and his contribution to the firm’s 
reputation. A different 


featured in each mailing piece. 


manager is 


All photos for the promotion piece 
are taken by Mr. Leas who photo- 
graphs all interesting shop and erec- 
tion work. 
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BUILDING PRODUCTS 


A SURE TRADE BUILDER <diiiisiangeimaiuan ide tbls 


* Roof Drainage Accessories 


FOR THE BUILDING TRADE | civtsry" ors 


* Copper Ridge Roll * Copper Tubing 
* Copper Conductor Pipe * Copper and Brass Pipe 


Copper in all exposed places is visible evidence + ee 


the builder has used the finest quality material 
and speaks for the quality of the construction as 
a whole. Your purchase prospects know copper’s 
permanence and lack of upkeep which makes it 
a sure trade builder for the building trade. When 
you consider the economies of installation and 
prefabrication possible with copper—it costs no 
more, yet serves all your needs so much better. 


To be sure—make sure it’s Hussey Copper—a 
superior copper since 1848. 


corrEn MADE IN USA 


TO THE STANDARDS 
4 OF AMERICAN INDUSTRY 


Cc. G. HUSSEY & CO. (Division of Copper Range Co.) 
ROLLING MILLS AND GENERAL OFFICES PITTSBURGH 19, PA. 


7 CONVENIENT WAREHOUSES: PITTSBURGH (19), 2850 Second Avenue * CLEVELAND (3), 5318 St. Clair Avenue 
CINCINNATI (37), 1045 Meta Drive »* NEW YORK, LONG ISLAND CITY (6), 34-39 Thirty-first Street * CHICAGO 
(18), 3900 N. Elston Avenue * ST. LOUIS (1), Central Terminal Building * PHILADELPHIA (30), 1632 Fairmount Avenue 
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CHECK 
THIS PAGE 


LOOK INSIDE THE YORK BLUE CHIP LINE FOR ’59 
for the product that can provide a better 

answer to all the special requirements of your 
next heating and/or air conditioning installation: 


| [ | YORK Pathfinder Air Conditioner 


Available in single or Twin-Sys- 

tem, air-cooled models that fit 

waste space in attic, carport, 

crawl space, closet or through the 
| wall. Can hook into existing warm 
| air systems where blower and 

ductwork are adequate. Pre- 

wired...automatic control...air- 
| cooled...Cooling Maze Coils. 


-------- - - - - - - - -- - -+------ Co -o---- 


[_] YORK Heat Pump i[_] YORK Comfort Center — 


Has Twin Cooling Systems for 
maximum comfort and operating 
economy. Heat exhaust section is 
placed outside the house. Exclusive 
Cooling Maze Coil placed in duct- 
work cools faster, removes 30% 
more humidity. Air-cooled...ultra 
quiet...automatic...gas-cooled, 
Sealed-In-Steel Compressors. 














Provides winter heating and sum- 
mer cooling using only outside air 
and electricity. No fuel—coal, oil, 
gas—required. Twin Heating and 
Twin Cooling Systems operate only 
when needed. Has exclusive Cooling 
Maze Coil. ..gas-cooled, Sealed-In- 
Steel Compressors. 





| Provides summer cooling and de- 
humidifying plus winter heating 
| and humidifying from one beau- 
tifully-styled, compact unit. Ex- 
clusive, full-time Electronic Filter 
removes particles as small as 
1/25,000 of an inch from the air. 
| Twin Cooling Systems. Heating 


| Section has Silver ‘‘V’’ Burners. 
| 


| | YORK Furnaces 


Have famous York Silver ““V’’ Burners that provide 
more heat, more economically. Factory-wired, easy to 
install...All-Welded Heat Exchanger...gas fired... 
A.G.A. Approved. Built to accomodate “‘add-on’”’ air 
conditioning for year ’round comfort. In Upfiow, Base- 
ment and Horizontal types. 





Your Future and Fortune Now Lies With YORK 


YOR 


YORK CORP., SUBSIDIARY OF BORG-WARNER CORP. 
AIR-CONDITIONING, HEATING, REFRIGERATION AND ICE EQUIPMENTe PRODUCTS FOR HOME, COMMERCIAL AND INDUSTRIAL INSTALLATIONS 


BORG-WARNER 
RESEARCH & ENGINEERING 
MAKE IT BETTER 
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TODAY’S ONLY PERIMETER 

DIFFUSER THAT’S ADJUSTABLE TO 
RIGHT AIR PATTERN FOR HEATING.. 
RIGHT AIR PATTERN FOR COOLING 


FOR WINTER HEATING 





MODEL P-125 

@ ONLY BASEBOARD DIFFUSER MADE THAT MEETS 
NEEDS OF MODERN AIR CONDITIONING SYTEMS 
Let’s not kid ourselves (or our customers)! Cheap, 
one-air-pattern diffusers simply CAN’T DO THE 
JOB. lt takes a fully adjustable diffuser like the 
Titus Model P-125 to obtain maximum performance 
from both heating & cooling systems. 


@ ELIMINATES CUSTOMER COMPLAINTS— 
COSTLY CALL-BACKS 
Because these new Titus diffusers adjust to handle 
air correctly for both heating and cooling — cus- 
tomers get maximum comfort from their air condi- 
tioning systems. THIS MEANS HAPPY, SATISFIED 
CUSTOMERS, MORE MONEY IN YOUR POCKETS. 


@ DISTINCTIVE SWEPT-LINE STYLING 
Today’s “best-looking” baseboard diffusers — yet are 
ruggedly built to take rough, tough, floor level 
abuse. Beautiful Neutra-tone finish harmonizes 
with any interior. 


@ FAST, EASY INSTALLATION SAVES MONEY 


New type base quickly, easily attached to boot. Face 
comes off so diffuser easily fastened to wall. 


®@ CHOICE OF 2 MODELS 


Model P-125 with heating and cooling adjustment 
feature and ECONOMY Model P-75 with damper 
adjustment only. Both have large, 32 sq. in. of 
free area. 24 inches in length. 
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FOR SUMMER COOLING 
/ 





FREE CATALOG TELLS THE STORY! 


TITUS MFG. CORP., WATERLOO, IOWA 


(C) Rush new free illustrated Titus Perimeter 
Diffuser Catalog. 


CL Send name of jobber nearest me. 


NAME 





COMPANY 





ADDRESS 





CITY 

















YOU AND THE LAW 


Are Architects’ Specifications Binding? 


If the contract calls for compliance with the plans or 


specifications, courts aren’t likely to consider extenuat- 


ing circumstances as excuses for violation of any point 


AN AGREEMENT BETWEEN an air con- 
ditioning dealer-contractor and a 


general building contractor in a 
southern state stipulated that the air 


“shall 


furnish all labor and materials and 


conditioning dealer-contractor 


perform all work for piping of (a 
central) air conditioning system in 
strict accordance with plans and 
specifications.” 

The plans and specifications pro- 
vided that all pipes used for the low 
pressure refrigerant in the air con- 
ditioning system “shall be covered 


with 114 in. sectional anti-sweat 
covering.” 

Before all the piping insulation 
had been installed a dispute occurred 
between the dealer-contractor (sub- 
contractor) and the general contrac- 
tor. The subcontractor declared he 
was through, and the general con- 


tractor told him to get out. 


No ‘Direct’ Reference 


In his defense to the suit brought 
against him to recover the cost of 
completing the job, the dealer-con- 
tractor contended that since the in- 
sulation had not been directly men- 
tioned in the contract, he was not 
obligated to complete the work, re- 
gardless of the references to the sub- 
ject in the plans and specifications. 

Holding the dealer-contractor  li- 
able for the performance of this work 
in accordance with the plans and 


specifications, the court said: 


Reference Is Sufficient 


“The 


quired this 


contract very plainly re- 


subcontractor (dealer- 


102 


contractor) to furnish all labor and 
materials and perform all work for 
piping of the air conditioning sys- 
tem in strict accordance with the 
plans and specifications. The specifi- 
cations required the pipe to be insu- 
lated.” 

The court interpreted the law 
governing the obligations of an air 
conditioning dealer-contractor insofar 
as his work is related to the plans 
of the architect: 

“It is generally held that where a 
building contract refers to plans and 
specifications and so makes them a 
part of it, the contract is to be con- 
strued as to its terms and scope to- 
gether with the plans and specifica- 
tions.” 

Similar circumstances were in- 
volved in another case in which the 
subcontract was for installation of 
glass. A letter which accompanied the 
contract stated: “Please enter our 
order for all of the glass and glazing 
in strict accordance and compliance 
with the plans and specifications of 
the architects and engineers.” 


Letter Requests Compliance 


In his defense against a suit charg- 
ing non-compliance, the subcontrac- 
tor insisted that the reference to the 
plans and specifications was merely 
to show the character, quality, size, 
etc., of the glass. But as in the case 
involving the air conditioning dealer- 
contractor, the court held the plans 
and specifications to be part of the 
subcontract. 

Years ago the United States Su- 
preme Court reviewed a case which 


still stands as a warning to every air 


conditioning dealer-contractor to con- 
sider carefully any reference in a 
contract to the architect’s or build- 


ers plans or specifications. 


Clause Demands Fitness 


This contract stipulated not only 
that the contractor should supply the 
material but also that the building 
should be turned over to the owner 
“fit for use and occupation.” Un- 
known to the general contractor, due 
to a latent defect in the soil the foun- 
dation of the building sank; the 
structure cracked and threatened to 
collapse. 

Compelled to remove the founda- 
tion and rebuild portions of the struc- 
ture, the owner sued to recover this 
expense from the contractor, basing 
the action on the clause of the con- 
tract that the building should be 
turned over “fit for use and occupa- 
tion.” 


Contractor Charged Himself 


“It is well settled as a rule of law,” 
said the court holding that the con- 
tractor, under this provision of the 
agreement, must make good the ex- 
pense of the repairs, “that if a party 
by his contract charge himself with 
an obligation to be performed, he 
must make it good unless its perform- 
ance is rendered impossible by the 
act of God, the law or the other 
party. 

“The principle rests upon a solid 
foundation of reason and justice. It 
regards the sanctity of contracts. It 
requires parties to do what they have 
agreed to do. If unexepected impedi- 
mentas are in the way and a loss 
must ensue, it leaves the loss where 
the contract places it.” 


{[Note: While this discussion applies to actual 
cases, it should be remembered that legal rule 
vary in different states.} 
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rUN GUARD! 


combination fan and limit control 


standing guard over the performance 
of forced warm-air heating systems 


Here’s a sentinel that never sleeps. 
It’s CX C’s Double-Duty fan and limit 
control for all domestic furnaces. 
Compact, dependable and easy-to- 
install, it contains the necessary 
switch mechanisms to control: 


a preselected furnace plenum tem- 
perature has been reached. Normal- 
ly, the limit switch is not required 
to operate. However, it must be 
constantly on guard to prevent ex- 
cessive temperatures 


Two models are available: Model 
1 Fan or blower operation — 2510 has limit fixed differential ap- 
o 


The fan control switch auto- proximately 25°, fan adjustable dif- 
matically starts the fan motor to ferential minimum 15°. Model 2511 
circulate warm air when the tem- has fan and limit differential fixed 
perature of the furnace plenum approximately 25°. For full details 
reaches the FAN-ON setting on on both these controls, 
the control dial. Thus, circulation new Specification Sheet. 


Br 


write for 


of unheated air through the ducts 
of the heating system is prevented. 


2 Safety limit — The limit con- 
* trol switch acts as a safety 
switch to shut off the burner when 


Flange makes mounting simple, in 
any position. Also serves as drilling 


Thermo-sensitive bi-metal helix rotates template. 


in response to temperature change 
actuating fan control and limit control 
switches at temperature pre-selected on 
control dial. Element is shielded from 
damage by %” diameter metal tube. 


Convenient settings are clearly 
marked. 


Precision type switches are totally 
enclosed. Limit switch opens on tem- 
perature rise — fan switch closes on 
temperature rise. U/L, AGA, CSA listed 


Installation is quick, easy. Two 7%,” 
Openings are provided in bottom of 
enclosure to receive 2" conduit 





One-piece snap-on cover is rugged, 
easy to install 


Creative Controls for Industry 


CONTROLS COMPANY OF AMERICA 


2452 N. 32ND STREET * 
Cooksville, Ontario 


MILWAUKEE 10, WISCONSIN 
Postfach 313, Zug, Switzerland 
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YOU SELL MORE BECAUSE... 
YOU HAVE MORE TO SELL 


WITH THE JOHN WOOD FULL LINE 


Py OIL-FIRED 


WATER HEATER 








The newest idea in hot water 
service — the fastest selling automatic 
water heater in the business. 


Fast recovery — delivers 120 gallons 
of 160° water per hour. 





Large volume hot water 
service at remarkably low cost 
per gallon. 


A big seller in high cost fuel 
areas — minimum competition — 
good profit margins. 








JOHN WOOD COMPANY 


Heater and Tank Division 


Conshohocken, Pennsytvania + Chicago, Iilinois 
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light makes it right 


Plumbing and heating contractors agree that lightweight materials that are 
easy to carry, stack and install cut costs by allowing more job installations 
per day, per man. 


That's why UL listed amertvent double-wall gas vent is gaining new and satisfied 
~ users every day. With AMERIVENT's lightweight yet sturdy construction you need only 
minimum support on lateral runs... your men can install hundreds of feet per day without 
tiring...and the versatility of aMERIVENT’s complete line of fittings and accessories 
insures simplicity of any installation. 


When you add in AMERIVENT's exclusive sNAP-LOCK joint, it's easy to see why 
AMERIVENT is America’s fastest installing double-wall gas vent for water heaters, boilers, 
furnaces and space or wall heaters. Throughout the U.S. and Canada your local 


AMERIVENT wholesaler stands ready to supply your individual requirements. 
\ 


America’s finest double-wall gas vent for residential and commercial use. 


lip ess 


A Division of American Metal Products Company, Inc. 


LOS ANGELES * MEMPHIS 





ee nemonpeigmminntne > 





she 


Sk Sl agen 











That's right. 

It's the new 
| ceed Muiri-vant Trorean 
The air diffuser 


is completely concealed 
in the flush light fixture!’’ 


“You mean you get 
both air and light 
from the same unit?” 


. 
. 
. 


There’s more to the new Mutti-vent Troreer 


than meets the eye! 


It combines a great advance in gently diffused, 

draft-free air conditioning, with modern, highly efficient 
lighting at a substantial savings in cost! 

Complete concealment of the air diffuser within the 
handsome light fixture means freedom for the architect to 
design clean, uncluttered ceilings, greatly simplified 
mechanical planning for the engineer and... 


for the contractor... faster, easier field installation. 


Write for detailed literature and the name of the 
representative in your area. 


Fl 

4 

eS ; 
multi-vent 

DIVISION OF 
THE PYLE-NATIONAL COMPANY 
1369 N. Kostner Avenue, Chicago 51, Illinois 
dh 


WHERE QUALITY IS TRADITIONAL 


» 


SALES AND ENGINEERING REPRESENTATIVES IN PRINCIPAL CITIES OF THE UNITED STATES AND CANADA 
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AMERICAN ARTISAN 


A new name in 
automatic controls 


Qlignet 


This may be the first time you have seen the 
Signet Controls trademark, but you will see it 
many, many times again. It is a symbol you 
will come to know as the stamp of quality on 
fine controls for heating and air conditioning. 


SIGNET CONTROLS 


3205 S. E. 13th Avenue e Portland 2, Oregon 








ELECTRIC FURNACES 


fast-growing 
Electric 


Heat Market! » 


Profitable stepping-stones 
to complete system installations! 





Majestic dealers — and others who are getting aboard the 
Majestic profit wagon — can now capture their share of 
the electric furnace market! 

Majestic’s new upflow and downflow electric furnaces 
are the foundation of complete, year-round air conditioning 
systems that supply heating, cooling, filtering and humid- 
ification. With the help of Majestic’s multi-zone power 
damper and electrostatic filter, your customers can now 
have the ultimate in home comfort systems — individual 
room control with living and sleeping areas controlled by 
separate thermostats. 

Cost-conscious home owners will be happy to know that 
Majestic’s new electric units take only about twice the load 


the\ Majestic /co., inc. 





used by the ordinary electric cooking range, and the four- 
bank elements supply heat in modulated amounts only as 
needed. 

Installation costs are low, too. In most cases, the same 
entrance and transformer can be used, with a mere change of 
entrance switch. The factory-installed control panel swings 
out, putting all mechanical parts, including elements and 
fan and limit control,. within easy reach. 

Extra long-life elements are installed, completely pre- 
wired, and are easy to service or replace. 

Write for details on electric furnaces and the complete 
Majestic line of oil and gas furnaces, air conditioners and 
Majestic Thulman prefabricated fireplaces and chimneys. 


394-A Erie Street, Huntington, Indiana 


AIOE REIS BRIDE BIBRA OT 


A BIG LINE TO SELL— AND A HARD-HITTING PROGRAM TO HELP SELL IT | 
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¢: for new eye-deas 
to sell more 
water heaters’? 


....change to 


ERTSHAW UNIT 


built-in gas pressure regulate 


The Robertshaw Unitrol 200R with built-in gas pressure regulator offers you an eye- ee 
catching, eye-appealing new way to increase your water heater’s appearance... rating 
... Teliability! Give your water heater the modern, smooth look...convenient new : 
“slip-top” cover slips off in a second to give easy access for pilot lighting. This exciting 
new feature with its clean design, no sharp corners, eliminates dust catching, dirt 

marks... provides a concealed control without recessing...makes all previous con- 

trols obsolete! Make your water heater the apple of every eye with an attractive new 

Robertshaw Unitrol 200R! 


FOR MORE INFORMATION, CONTACT : Kohortehawr Ps 
° 


GRAYSON CONTROLS DIVISION + LONG BEACH, CALIFORNIA 


New ‘‘slip-top’’ cover conceals 
knobs... reduces tampering 





7 
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Van-Packer Chimney gives high 
draft for best furnace operation 


The new Butyl finish on Van-Packer red or buff chimney housings 
protects against discoloration and helps retain the original color and 


beauty. The new finish on asbestos-cement housing helps assure customer 
satisfaction on every job. 


Flue sections of the Van-Packer are of long-lasting masonry material. 
They heat fast and stay hot longer to assure maximum draft and peak 


operating efficiency from the furnace. The Van-Packer handles all fuels, 
is UL listed and safe even for incinerators. 


The chimney comes in labeled cartons, with everything provided. 
Available everywhere — see “(Chimneys — Prefabricated” in the yellow 
pages, or write for Bulletin RS-1-11. 


VANIFRP/AGCIKIEIR 


Division of FIINIKOTE America's Broadest Line of Building Products 
Van-Packer a 4 1232 McKinley Ave., Chicago Heights, lil. ¢« SKyline 4-4772 
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NEW 

gy Dutyl-Finish 
Helps Keep 
Original Color 
and Beauty! 


ASBESTOS 
CEMENT 
Outer 

JACKET 








Masonry flue provides more draft for 
greater efficiency. Withstands 2100°F. 


Van-Packer Chimney is factory-built. 
One man can install it in three hours. 
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WHAT THE ASSOCIATIONS ARE DOING 





INDUSTRY IMPROVEMENT 
heating and air conditioning 


through joint efforts of 
dealer-contractors, sheet 
metal contractors and wholesalers was proposed by this 
panel. From left are: Carl Cowan, Williamson-Cowan 
Furnace Co., John Petrie, Famous Furnace Co.; Harry 
Fravel Jr., H. C. Fravel Co., (moderator); Lee O'Connor, 
O'Connor Steel Co.; and Richard W. Budde, Budde 
Sheet Metal Works, Inc. 


METHODS of writing specifications that will help archi- 
tects put architectural sheet metal work in the proper 
categories were proposed by this panel of sheet metal 
contractors. L to r are: Fred Christen, Fred Christen and 
Sons Co.; Wm, C. Lumm, A. H. Lumm Co.; Dion F. 
Mannen, Mannen and Roth Co.; Conrad Wagner, Sheet 
Metal Engineering Co.; and Art Grumney, Riester and 
Thesmacher Co 


Be A Professional Businessman 


... by charging professional-level fees, 


FEES CHARGED BY DOCTORS. lawyers. architects and many 
others are based on the public’s recognition of the value 
of their professions, Skills of these professional people 
often do not greatly exceed the skills placed at the service 
of customers by qualified heating and air conditioning 
dealer-contractors and sheet metal contractors. However. 
there is a wide difference between the fees paid for the 
services of such professional men and those paid members 
of our industry. This was the major point made by Carl 
(Cowan. Dayton dealer-contractor. when he addressed del- 
egates attending the 45th annual convention of the Ohio 
Sheet Metal Contractors’ Association in Akron. 


OFFICERS FOR 1959 are: Seated (1 to 
r) Don E. Dieterle, Toledo, executive 
secretary-treasurer; Harry Fravel = Jr., 
Douglas Win 


ning, Cleveland, president; Meyer Jacob 


Canton, vice president 
son, Cincinnati, vice president Art 
Grumney, Cleveland, vice president 
Standing, (1 to r): Robert L. Butler, 
Dayton, immediate past president; and 
directors Harry Liberman, Akron; Rich 
ard H. Budde, Dayton; Robert Spragg, 
Columbus; Carl Cowan, Dayton; Wm 
FE. Favret, Columbus; Conrad M. Wag 
ner, Cincinnati; Carl Schmidlin, Toledo: 
Fred Christen, Toledo. Not shown are 
directors Gordon Justen, Cleveland and 


Donald Fields, Youngstown 


AMERICAN ARTISAS 


Ohio dealer-contractors advised 


Professional fees are needed to offset the many ex- 
penses involved in providing accurate engineering. propel 
installation and good balancing. all of which are neces 
sary ingredients of a good air conditioning system. one 
that will provide the customer with vear round comfort. 
Mr. Cowan pointed out. He said that his cost accounting 
system shows that overhead costs are close to 50 percent 
This figure is high. in many people's opinion. but Vh 
Cowan stated that every effort to reduce it over the years 
has confirmed his belief that to reduce overhead. it is 


necessary to reduce the services offered customers. 


(Continued on page VA) 





Recent studies in the field and in 
Barber-Colman air distribution labora- 
tories have shed some highly revealing 
light on the subject of guiding air 
around corners in duct systems. The 
facts uncovered should prove very use- 
ful to contractors and engineers con- 
cerned with both costs and system 
performance. 

The studies involved long-radius elbows 
without vanes, square elbows with con- 
tractor-fabricated turning vanes, and 
square elbows with Barber-Colman 
Airturns. 


Airturns vs. Long-Radius Elbows 


Where space permits their use, long- 
radius elbows give good performance. 
With a minimum radius of one and a 
half times the duct width, pressure loss 
can be held within about 20% of vel- 
ocity head. 

However, square ducts with Barber- 
Colman Airturns give identically good 
performance — and cost less to install. 
Performance has been exhaustively es- 
tablished in the laboratory through the 
use of visual air flow devices, piezo- 
meter rings, pitot tubes, and other in- 
struments used by the slide rule boys 
(who have turned rule-of-thumb air 
distribution practice into an exact 
science). No other factory-made units 
currently available match Airturn per- 
formance 

The lower installation cost of square 
elbows with Airturns has been proved 
in the field by a number of large con- 
tractors who maintain detailed and 
accurate cost records 


Airturns us. 
Contractor-Fabricated Vanes 


Recently a contractors’ association 
asked Barber-Colman to compare the 
performance of Airturns with that of 
both single- and double-thickness vanes 


fabricated in contractors’ shops. Pres- 





Fig. 2— Air flow studies in Barber-Colman 
laboratories show that a square duct corner 
without turning vanes creates pressure losses 
in the area of 167% of velocity head. 


Facts to help you evaluate 
various airturning devices 


Design ... cost. . . installation . . . performance 


Qa = aig 


Fig. 1 — Barber-Colman Airturns are available in specific sizes . . 


. or in 48x 48" slabs 


which many contractors find it convenient to stock. Exclusive compound radius vanes assure 
minimum pressure loss. Installation is inexpensive, quick, and easy — Airturns are held in place 


with sheet metal screws. 


sure loss with the Airturns ranged from 
14% to 20% of velocity head. Loss 
with the various contractor-fabricated 
vanes ranged from 24% to 48% — from 
nearly two to more than four times 
as much! Engineering Bulletin EB-46 
describing these tests is available to 
anyone upon request. 

While a pressure loss in excess of 20% 
of velocity head may not always be 
serious in a single turn, the cumulative 
effect throughout a system adds up to 
a real headache and can result in call- 
backs that chew up profits in a hurry. 
With contractor-fabricated vanes pres- 
sure losses are an unknown. Conversely, 
Barber-Colman Airturn pressure loss 
data gives you the true elbow losses 
throughout the system. 


Cost of Airturns 


Airturns are available cut to the sizes 





Fig. 3 — With a Barber-Colman Airturn, 
pressure loss is but 20% of velocity head — 
performance otherwise attainable only by use 
of a space-consuming long-radius elbow. 


required, ready to install . . . or are 
available in 48” x 48” slabs. The slabs 
can be cut easily to required size with 
aviation snips or metalcutting power 
saws. In either case, the complete unit 
is quickly and easily installed with 
sheet metal screws. 

Many contractors find it convenient to 
stock Airturns with 48” bars and with 
vane lengths to correspond to the height 
of ducts commonly used. 

When initial cost, installation cost, and 
call-back costs are considered, it is not 
hard to see that Barber-Colman Air- 
turns are a good buy. Even if system 
performance and ease of installation 
were disregarded, the high cost of shop 
labor appears to give Airturns a com- 
fortable cost advantage over contractor- 
fabricated vanes. 


Literature 


If you would like to know more about 
Airturns or would like to place an 
order, call your local Barber-Colman air 
distribution field office or write. 


BARBER 
COLMAN 


BARBER-COLMAN 
COMPANY 


Dept. P, 1106 Rock Street, Rockford, Illinois 
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V otel-] xe lUyel(-> amalelanl-Melamme) di-lalelair- Mm Ola mm @] dr) 
homa, air conditioned by two 3 ton ACCU, air 
cooled condensing units, featuring Typhoon's 
“whisper quiet’ operation. The units, placed 
Ulavel-igal-t-) damm ey-lol.Q\z-1ee me iUialelolyi-Smr-[¢-Moelalal-1eid-1e) 
with two 3 ton REC-H, remote evaporator coil 
horizontal units, converting present warm air 
heating system to an all year cooling-heating 
system. Both Typhoon systems adequately air 


condition 14 rooms, 2800 sq. feet of living area 


AND HAVE THE RIGHT EQUIPMENT, AT THE RIGHT PRICE, EVERY TIME! 


Now you can fill every need, solve any problem with Typhoon’s exclusive residential, commercial and industrial equipment! 
A full range of air cooled units from 2 tons to 20 tons, both packaged and as split systems. Water cooled units from 3 tons to 75 
tons. Remote air cooled condensing units to 20 tons, water cooled to 75 tons. Gas and oil fired furnaces in horizontal, vertical 


upflow and counterflow types. And now, Typhoon's line of compact air-to-air heat pumps will open a new era in air conditioning 
for you. Each and every unit with built-in Power Reserve—a combination of superior components and oversize parts that insures 
dependable performance above rated capacity through all weather extremes. All copper condensers in water cooled units, largest 
coil surfaces and rugged 11 and 14 gauge metal cabinets. Find out how Typhoon quality and flexibility can add to your reputation 
for getting the job done better, faster, more economically—with more profit for you. 


Typhoon Air Conditioning Company, Division of Hupp Corporation 
505 Carroll Street, Brooklyn 15, New York 


(] Have a representative call me for an appointment 


[1 Please send full product literature. 
TYPHOON 
O'VIS'ION OF MUFF CORPORA? ~ 


Name 
Firm 


Address 
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WITH THE ASSOCIATIONS 


(Continued from page 111) 





Ohio Convention — 


(Continued from page 111) 


In business for over 23 years, Mr. 
Cowan feels that his company’s repu- 
tation for careful. quality workman 
ship is based on the services he 
offers prospects. He refuses to sell 
abbreviated systems and insists on 
engineering each job to meet its in 
dividual requirements. Custom engi 
neering of this type. he explains to 
the prospect. is essential to comfort. 

In describing his business opera- 
tion and the many problems that 
must be faced to overcome the ob- 
stacles brought about by price com 
petition, Mr. Cowan stated that he is 
firmly convinced that those who have 
pride in each job they complete can 
show the public that they are profes 
sional men and are entitled to the 
same rate of remuneration as better 


know n professional groups 


Raise Your Dues to 
Build Membership 


New York City The Roofing and 
Sheet Metal Crafts Institute suggests 
that prospects for membership are 
not impressed by a low dues rate 


“We believe” 


savs Gilbert Faye. ex- 
ecutive group. that 
most people subseribe to the theory 
that ‘you get what you pay for. It 
is our belief that members of any 
industry will pay substantial dues for 
tne mbership in an association if that 
association is ‘on the ball’ and doing 


its membership. We 


of course, that the various 


a vital job for 
recognize, 
trades are made up of individuals. 
with no two personalities alike. There 
will always be a limited few who are 
motivated primarily by price consid 
erations. But for the most part, we 
are dealing with shrewd businessmen. 
men who depend on intelligent buy 
ing and selling for their success, Be 
cause of their business experience 
they usually have an acute sense of 
value. They take to heart the sayine 


‘you get just what you pay for.” 


New Name, Revised Bylaws 


Approved at Sharon, Pa. 


SHARON. P,, Dealer-contracton 


members of the United 


Warm Air Heating 


cently voted to change the name of 


Counties 


Association re- 


their organization to the Mercer 
Warm Air Heating & Air 


Conditioning 


County 
Association. Twenty- 
five members attended the reorgan- 
ization meeting held at Sharon. Pa. 

Bernard Lawrence. Greenville. Pa.. 
chairman of the board of directors. 
presented a completely revised con- 
stitution which was unanimously ap- 
proved by the members. Objectives 
of the new association. according to 
the constitution. are: to further the 
development of the warm air heating 
and air conditioning industry: to 
improve the standards of warm ai 
heating and air conditioning installa- 
lions to give greater comfort and 
safety to the public : to promote. 
foster and develop friendly and fair 
competition in the warm air heating 
and air conditioning field: to act as 
a group in the furtherance of the 
groups business. when such action 
becomes necessary. and to prevent 
unjust and unreasonable discrimina- 
tion against any of its members. 

Included among the bylaws are the 
following provisions: 

1) Initiation fee shall be $10. pay- 
able with application. Annual dues 
shall be $600. pavable in advance. o1 
by payment monthly at or before 
each regular monthly meeting of the 


association. Manufacturers’ 


repre- 
sentatives. distributors. wholesalers 
or their representatives. shall pay the 
same dues as regular members. 

2) Meetings of the board of di- 
rectors may be held at any time. may 
he called by the president, the secre- 
lary. (in the absence of the presi- 
dent). or by the request of three 
members of the board of directors. 

}) Three unexplained absences of 
1 director from regular meetings of 


the board of directors shall cause the 


said director to forfeit his position of 
authority. At the next regular meet- 
ing of the association, a new directo 
shall be elected to take the defaulting 
director's place. 

1) Any member may be expelled 
for conduct on his part likely, in the 
opinion of the association, to. en- 
danger its welfare, interest or char- 
acter, provided that charges have 
been made to the board of directors 
by a member of the association in 
good standing. and that the board of 
directors has recommended such ex- 
pulsion. 

5) Any member whose dues. re- 
main unpaid for 90 days after the 
due date shall be deemed to be in 
arrears and shall not be eligible for 
the benefits of membership there- 


after. He shall be 


statement upon full payment of year- 


entitled to rein- 


ly dues. 


Oil Burner Test 
Ready for Try-Out 


New Yorw City \ special test for 
oil burner service men and techni- 
cians will soon be ready for try-out 
in the New York-New Jersey area. 
according to the Oil Heat Institute 
of America. sponsor of the test. The 
OHI 
education committee. 


headed by Robert W. Hundley, gen- 


eral sales 


questions were prepared by 


domestic 


manager of the Wm. 
Steinen Mig. Co. The examination. 
a wrilten one, takes approximately 
three hours to complete. All those 
achieving a grade of 80 or better will 
receive a diploma. lapel pin’ and 
pocket card from OHI. After the try 
out period, OHI plans to have tests 
conducted in localities throughout the 
country by educators and school de- 
partment personnel. The papers will 
be graded by the institute. 


(More association news on page 118) 
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News about 


B.EGoodrich Chemical «+ mate:a: 


Fume diffusers are fabricated by Electro-Chemical Products Company, Cleveland, 
Ohio, of sheets of rigid Geon made by Seiberling Rubber Company, Newcomerstown, 
Ohio. B.F.Goodrich Chemical Company supplies the Geon polyvinyl material only, 


FUME DIFFUSERS TOOK A LICKING FROM CORROSION 


... till the cones were made from GEON 


HESE cones of Geon rigid viny] 

show how you can solve corro- 
sion problems. They are used to 
diffuse hydrofluoric and chromic acid 
fumes in a chemical plant, where 
cones of metal and other plastic 
were tried first. 

Geon rigid vinyl! solves corrosion 
problems— because it withstands 
acids, oils and many hydrocarbon 
chemicals. Geon also provides for 
accuracy in fabrication. For example, 
the sheet of rigid Geon from which 
these cones were made was machined 
to extremely close tolerance—.003 
inches for the slots—to give the cones 
the exact design for most efficient 


B.EGoodrich 
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fume dispersion. 

Products of versatile Geon poly- 
vinyl materials can be made in rigid 
form, rotationally cast, slush molded, 
calendered, extruded or blown into 
foam form. Applications range from 
solving all types of corrosion prob- 
lems from piping to ductwork, to 
coatings for paper, metal and other 
materials. 

For information on Geon poly- 
vinyl raw materials, write Dept. 


AY-2, B.F.Goodrich Chemical Com- 


pany, 3135 Euclid Avenue, Cleveland 
15, Ohio. Cable address: Good- 
chemco. In Canada: Kitchener, 
Ontario. 


B.F.Goodrich Chemical Company 
a division of The B.F.Goodrich Company 


GEON polyvinyl materials « HYCAR rubber and latex 


GOOD-RITE chemicals and plasticizers * HARMON colors 








WHERE THERE’S 


As anyone knows who's ever tried to fix a faucet, hang 
a door, or change a tire—youre much better off with 


the proper tools at hand. 


every astute businessman knows this. He wouldn't con- 
sider for a minute attempting to do his job without having 
all his tools at his disposal. And his tools are comprised 
of information, Complete information. Sound informa- 
tion. Timely information. 


Ile makes it his busin to absorb all that information— 


from the pages of the businesspaper that he subseribes to 
in his particular field. Tle reads it) for prolit, not for 


pleasure. He reads it carefully, searchingly...looking for 


One of a series of advertisements prepared by THE ASSOCIATED BUSINESS PUBLICATIONS 


MEMO TO MEN 
WITH AN EYE 
ON THE FUTURE: 


“a 
se 


va 
ly 
ao 
aw 
f 





BUSINESS ACTION THERE’S A BUSINESSPAPER 


facts, for new ideas and methods, for new products he 
can put to work. And—because he finds so much that’s 
useful in the advertising pages—he reads them with the 
same concentration he devotes to the editorial pages. 


Take a tip from the key men at every level in every trade 
and industry. Subseribe to your businesspaper. Read every 
issue. Carefully. Thoroughly. Searchingly. 
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ONE-MAN, ALL:WEATHER 


* 


Power 


Cleaning 


ONE MAN POWER CLEANING 


Kleen Air is the only cleaner on the market with the 
Blower Outlet on the rear of the truck, allowing you to operate 
from either side, and eliminating backing into driveways. 


Swing up the rear door canopy and you're ready to start your cleaning operation. 
The Blower Outlet comes through the Hose Rack at the rear of the truck 

a 25 foot hose section is already connected with additional hose ready at your 
fingertips. Kleen Air guarantees the FASTEST SET-UP TIME of any machine 

on the market — 2 to 3 more jobs per day! 


ALL WEATHER POWER CLEANING 


Kleen Air is the only cleaner on the market with the Motor, Blower and Hoses 
totally enclosed — eliminating wear from weather. KLEEN AIR POWER CLEANING 
may be used in a driving rain, sleet, or snow storm. No rescheduling of 
disappointed customers with your Kleen Air ALL-WEATHER Cleaner. 


USE THE VERY BEST-USE KLEEN AIR 


The attractive design of the Kleen Air unit becomes a symbol of a high quality 
and efficient operation; it will reflect credit on your company’s reputation. 


BE PREPARED, WRITE 
FOR DETAILS NOW! 





NOLAN RHOADES 


Kleen Air, originators and 
manufacturers of tank type 
power cleaners since 1953, 
engaged Nolan Rhoades, noted 
industrial designer. Together 
they developed this functional 
and eye appealing model 


MANUFACTURING CORP. 


215 NORTH MAIN STREET 
JANESVILLE, WISCONSIN 
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ESTIMATING procedures and 
cost allocation for sheet metal 
‘ work were described by (1 to r) 
i G. Fritz Wolff and Cliff’ Reu 
poems : : schlein from a prepared outline 
OFFICERS FOR 1959 are (1 to r) seated: Ben Brozek, Milwaukee, secretary; Martin 
Petersen, Kenosha, second vice president; Frank Kramer, Milwaukee, president; Carl 
Behrnd, Madison, past president; Robert S. Schmieder, Milwaukee, executive secre- 
tary. Standing: Elmer Grant, Clintonville, director; A. Demshar, Milwaukee, treas- 
urer; and directors Michael Poja, Milwaukee; Ralph Hovland, Eau Claire; Jim Har- 
bridge, Fond du Lac; Chet Heiden, Manitowoc; and Elmer Hathorn, Janesville. (Not 
shown is A. T. Ihde, first vice president) 


Nationwide Promotion Programs Needed 


... to inform the public of the advantages 
of air distribution systems, 


Wisconsin dealer-contractors are told 


THE PUBLIC has been trained to buy sive promotion to identify products 
quality products that are guaranteed offered for sale as quality merchan- 
to do a specific job. This training dise and spell out definite values the 
has been achieved through ageres- customer can expect when he buys 


the product. The heating-air condi- 


| . tioning industry has for a lone time 
needed a program that can weld local 
: activities into one coordinated effort 


that will mean a better system for the 


WINTER | purchaser and a fair profit for the 


installer. wholesaler and manufactur- 

at. er. Such a program is now in opera- 

chicld tion in Kalamazoo. Mich. Thus Ran- 

sverem dall Nelson. National Warm Air 

Heating and Air Conditioning Asso- 

ciation, introduced the fundamentals 

of the Silver Shield program to dele- 

SILVER SHIELD syssem symbol is ex- gates attending the 44th annual con- 


plained by Richard VonMunkwitz and vention of the Sheet Metal Contrac- MAJOR PROBLEMS involved in general 
Randall Nelson to dealer-contractor Ben tors’ 


Association of Wisconsin. sheet metal work are listed by panelist 
Brozek 


(Continued on page 122) Michael Poja for floor discussion 
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For 86 years, Burnham has meant 

quality and advanced design in home heating. 
Now that same tradition comes to the 

warm air field! Whether the fuel is oil, 

gas or coal, you’ll find the new Burnham line 


of Winter Air Conditioners tops for operating 
economy, trouble-free performance and 
easy installation. 


With Burnham you'll also find personal 
service and close distributor relationships 
that make your job easier and 

more profitable. 





EXCLUSIVE! 


SOLID STEEL ONE-PIECE PAN BOTTOM 
makes these Burnham units the easiest of all 
to install! They are stronger, more rigid, more 
dust-proof ... can be “walked” into position 
with no fear of damage. Easier to level, No 
grouting needed, either. 





Write today for full information on the new Burnham line! 








1873 


BURNHAM CORPORATION 








WARM AIR AND COOLING DIVISION, BELLE VERNON, PA. 





t K.LIDEH 


OIL LO-HIBOY 
Space-saving 
top-discharge unit 


Designed for economical, 
fuel-saving operation, 
this unit represents the 
most advanced design 
in warm air residential 
heating. Low, slim and 
compact, it requires 
minimum floor space; 
can be installed in a 
small closet. Its 
handsome modern 
styling, too, is welcome 
in basement or utility 
room installations. 

The attractive two-tone 
jacket has light gray 
and blue baked 

enamel finish. 








this unit carries our 


20 YEAR 
GUARANTEE 





BURNHAM CORPORATION, BELLE VERNON, PA. Aa-49 


Please send me, without obligation, full informa- 
tion on Burnham Winter Air Conditioners. 


Name 
Address 














A fine racing car must be precision-designed and precision- built 

MC BislttimaetcBercelsee-B om celtta-leje) it telecke) moe letter calmteys)iectale nce 
At Emerson-Electric, you get the benefits of more than 65 years of 
experience in solving motor-drive problems... plus unique 
production facilities that produce in volume the precision motor 
specifically designed for you. 


Remember 


@ Emerson -Electric has more than 100 skilled engineers ready to 
offer you on-the-spot service from design right on through 
application tests 

® Emerson-Electric produces custom-engineered motors to suit 
your specific needs. 


, 
M 
, 
‘ 
J 
4 
Pi 
J 
. 


To solve your motor-drive prob- 
lems with precision, call, wire or 
write Dept. | 8 today. The 
Emerson Electric Mfg. Co., St 
Louis 21, Mo 


EMERSON-ELECTRIC of St.Louis - Since 1890 
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Right, Ma’am. 
That Day & Night forced ai 
warm... heatis even... 


from toes from floor to center to ceiling. 


4 


le sane Best air conditioning in the business, too! 7 


lo rose! Ask anybody. 


yi 
e 


"al 


f 


DAY & NIGHT FORCED AIR HEATING SYSTEMS 


are available in sizes and types for any home... any budget. Designed for 

dependable, efficient, long-lasting economy .. . and for easy addition of air-conditioning 
now or later. Upflow, downflow and horizontal units to give you a complete line that's 
easiest to sell. For full information, write to: DAY & NIGHT Manufacturing 

Company, 855 Anaheim-Puente Road, La Puente, California. 





WITH THE ASSOCIATIONS 





Southeastern 
Pennsylvania 
Gets Association 


PHILADELPHIA The Southeastern 
Pennsylvania Heating and Air Con 
ditioning Contractors’ Association has 
he en formed lo serve dealer-contrac 
tors in Philadelphia, Bucks, Delaware. 
Montgomery, and Chester counties. 
Those interested in obtaining infor- 
mation about the new organization's 
objectives and the services it renders 
William 
Sherwood, secretary, at Chestnut Hill. 
Pa. Meetings are held on the third 


Thursday of each month at the An 


to members may contact 


chorage Restaurant, Philadelphia. 
President of the new association is 
John J. Simmons Jr. Vice 


is Wes Steiner 


preside nt 


(Continued trom puge 118) 


NHAW Looking for Members 


To Serve on Committees 


CoLtupus, ©, The National Heat 
ing & Airconditioning Wholesalers, 
Inc. reports that in some areas mem- 
bers have registered complaints 
about a lack of association activity 
on certain subjects. Such members 
are urged to contact their regional 
trustees and present suggestions and 
constructive criticism. Any member 
wishing to serve on any of the com- 
mittees shown below is requested to 
write NHAW headquarters. 

Air Conditioning Chairman: 
R. W. Allen, Atlas Supply Co., Win- 
ston-Salem. N.C. 

Dealer Management Training 
Chairman: R. J. Woodward. 


Wisconsin Convention — (mined from pase 108) 


~~ 
FABRICATING brought sheet 
metal contractors (1 to r) Louis Albrecht, 
r. P. Brenner, Roland S. 


L. G. Hestekin together to discuss mu- 


forum 


Biersach and 


tual problems 


INDUSTRIAL sheet metal panelists (1 to 
r) Art Mantei Jr., 


L. G. Fenlon review data presented on 


Robert Holming and 


makeup air requirements and dust col- 


lecting systems and their maintenance 


In spelling out the dealer-contrac- 
tors responsibility, Mr. Nelson said 
that each Silver Shield contract must 
guarantee to the purchaser that: 1) 
only the correct size unit is used in 
the installation; 2) the air distribu- 
tion system is designed according to 
NWAHACA’s manuals; 3) the in- 
stallation is made by skilled mechan- 
ies: 4+) the system will be adjusted 
and balanced when climatic condi- 
lions are most suitable to achieve 
best results. 

Promotion of the above features 
along with the engineering and _ in- 
spection supervision which each Sil- 
ver Shield system is accorded will 
lead to public demand for better sys- 
tems in new homes. he said. 

Local dealer-contractors must. or- 
wanize into a group whose sole pur- 
pose is to promote, inspect and super- 
vise. This group will be known as the 
Comfort 


name). Details of the pro- 


Indoor Bureau (or by a 
similar 
gram were further explained through 
the use of slide films and taped nar- 
ration. Richard VonMunkwitz, also 


of NWAHACA’s staff, assisted in the 


presentation. 


Dealer Sales Training Chair- 
Dick Young, Young Heating 
South Bend, Ind. 
Management Training 
Ralph B. Bell, Rich 
mond Supply Co., Richmond, Ind. 
Wholesaler Sales 
Chairman: A. R. 
Heating 
Minn. 


Personnel Testing 


man: 
Supply, Ine., 
Wholesaler 


Chairman: 


Training 
Rees. Waterbury 
Supply Co., Minneapolis. 
Chairman: 
Harold Squire, Tiffin Art Metal Co.. 
Tiffin, O. 
Resolutions Chairman: J. Or- 
ville Garrett, Loman-Garrett Supply 
Greensboro, N.C. 


Standardization Chairman: 


Co.. tir *9 


John Robertson, Robertson Heating 
Supply Co., Alliance, O. 

Distribution Policy Chairman: 
A. M. Vorys. Vorys Bros., Ine., Co- 
lumbus, O. 

Statistical Walter 
Burnside, Niles Sheet Metal Supply 
Co., Niles, O. 

Associate Member 
Roy C. Brainard, Standard Furnace 
Supply Co., Omaha, Nebr. 


Chairman: 


Chairman: 


Rochester Group 
Holds Indoor 
Comfort Meeting 


RocHESTER, N. Y. 


Air Conditioning. 


The Registered 
Ventilating & 
Association Inc. 
held a Silver Shield meeting March 
11 at the Rochester Gas & Electric 
Co. auditorium. Randall Nelson, Na- 
tional Warm Air Heating and Air 


Conditioning 


Heating Contractors’ 


Association. explained 
how to conduct an Indoor Comfort 
program similar to those now in op- 
eration in Kalamazoo and Lansing. 
Mich. Under the program, local deal- 
er-contractors form an organization 
(Indoor Comfort Bureau) for the 


mutual policing and promotion of 
Silver Shield systems. Dealer-contrac- 


(Continued on page 126) 
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@ QUALITY! 


You can depend on Coolerator quality to protect 
your profits. Careful engineering, proven com- 
ponents, precision assembly, and grueling testing 
of every unit cut service calls and assure complete 
customer satisfaction. Coolerator equipment has 
one of the best operating records in the industry. 


&) DIRECT FROM 


FACTORY PURCHASING! 


Coolerator dealers buy direct from the factory! 
This assures a much higher gross and a brighter 
net profit picture. Yet Coolerator’s field ware- 
housing makes it possible to work with minimum 
inventories. And 47 strategically located factory 
authorized service depots provide prompt field 


@ FEATURES THAT SELL! 


Your salesmen have outstanding product ad- 
vantages to talk about with Coolerator. To help 
you close sales, the amazing LECTROFILTER” is 
the greatest single new feature since air condition- 
ing was introduced! Special Permalife” finish 
gives unmatched weather protection. Easy installa- 
tion, easy service whether remote or self-contained. 


s © PROTECTED TERRITORIES! 


A market area for every dealer or contractor — 
with territory protection—insures higher sales 
volume. Now, Coolerator offers you such protected 
territories! You can develop your market potential 
by selling quality and features—instead of price 
only. Every dealer knows that protected terri- 


service when needed. tories mean more full profit sales. 


Coolerator Offers A Complete Line With Units 
Designed For Ease Of Installation And Service Accessibility 


a 
yt 


Heat Pump Models 


3 ton remote system 


: a 
. . 
. 
Self-Contained Models * 


2, 3 and 4 hp sizes 
*Decorative fronts optional 


COOLERATOR 
DIVISION 


Albion, Michigan 


Remote Condenser Sections 


Horizontal and Vertical 
3, 4. and 5 ton sizes 


Coil Sections 
3, 4. and 5 ton sizes 


Blower-Evaporator 
Coil Sections* 
3, 4 and 5 ton sizes 


To Improve Your Profit Picture— 
MAIL THIS COUPON NOW! 


COOLERATOR DIVISION 
DEPARTMENT DC2 
McGRAW-EDISON COMPANY e ALBION, MICHIGAN 


NAME 


COMPANY 


TA McGRAW- 
MKS Company | 


Bn oe oe el en ne ee 
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and the upshot gas burner in the BARBER 
SPREAD HEAT Series shown above is just 
such a product 


When Barber set out to design these new 
burners, we checked the things that heating 
contractors and wholesalers wanted most. Our 
reason being, what is best for you is best for us. 


Light Weight was mentioned by most of 
you to reduce shipping cost and ease handling 
This burner is constructed entirely of sturdy 
light-weight steel stampings . from the 
gleaming baked enamel control cover to the 
“quick-heat” stainless steel flame spreader. 
The weight is '2 that of a conventional cast 
iron upshot burner 


Standardization. Our wholesalers told us 
they wanted one burner to stock... while the 
contractors needed a burner that would con- 
veniently and efficiently convert all furnaces 


MANUFACTURING COMPANY 


1053 East 134th Street 


and boilers. We cannot say that the SPREAD 
HEAT burners satisfy these requirements 
100% but our Model * UP-2A comes very close. 
It has a BTU input range from 50,000 to 240,000 
on all gases, adjusts from 14” to 22” length- 
wise and from 11” to 19” from floor to top of 
flame spreader. This combination of wide BTU 
input range and adjustability will convert 90% 
of all existing coal fired heating plants, and 
remember... all this with one burner. 


A Modern Attractive Burner. The 
present day consumer market, with an ever 
growing consciousness of design and product 
performance demands compact, modern look- 
ing products. 

The SPREAD HEAT burners have more of 
the features you want than any other upshot 
burner on the market. Write for specifications 


and prices to the address below. You'll be glad 
you did. 


Cleveland 10, Onio 


AMERICAN 


ARTISAN 


Sometimes...YOU design the product 


Aru 


19 AY] 





adn te)=im utes This seal solves them all... 


AMERICAN 


Look for this seal... 
the seal that helps you sell 


ARTISAN 


... ALMOST 


The ARI Seal of Certification appearing on unitary air-conditioning 
equipment certifies that the unit’s rated capacity is in accordance with 
ARI Standards.* This means that all units bearing the seal can be 
compared on a standardized basis. It means that you can now specify 
with assurance. It means that you can quote capacity ratings to a 


customer, knowing the facts are backed up by: 


the reputation of the industry’s trade associations, 
the results of an independent testing laboratory, and 


the good name of the manufacturer whose product you offer. 


but... 


As a dealer-contractor, it’s still up to you to make the necessary 
measurements, computations and calculations. 

You still have to come up with the proper specifications. 

The Seal of Certification doesn’t solve these problems for you. 

It does solve the problem of determining which units meet your 
specifications. 

And, since these units will do the job your specifications call for, 
you're spared the additional problems of complaints, service calls, 
dissatisfied customers, and mounting expenses for repairs or replace- 


ment of equipment. 


units or combined units 
ARI Standard 


sowered equipment, 


For free explanatory booklet and Directory of Manufacturers 
participating in the Seal of Certification program, write to: 

Chief Engineer, Dept. C-4. Air-Conditioning and Refrigeration 
Institute, 1346 Connecticut Ave., N. W., Washington, D. C. 
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WITH THE ASSOCIATIONS 


(Continued from page 122) 





Hold Indoor Comfort 
Meeting at Rochester 


(Continued from page 122) 


tors selling a Silver Shield system. 
either for a new home or as a re- 
modeling job, must complete a_ set 
of forms that includes a plan and lay- 
out of the ductwork, furnace location. 
controls and other essential elements 
Design and layout must be made in 
standards estab 


NWAHACA. 
submitted to the 


accordance — with 
lished by 


specifications are 


Plans and 


Indoor Comfort Bureau where they 
are reviewed by an engineer. Upon 
approval of the plans, the dealer-con 
tractor is authorized to proceed with 
the installation of the heating or au 
conditioning system. After installa 
tion. the system is inspected to set 
that it conforms with the approved 
design and layout. and if it is ae 
cepted a Silver Shield label is affixed 
in a conspicuous spot on the furnace 


or air conditioning unit 


Minneapolis 
Elects Officers 


VIINNEAPOLIS 
Thomas Air 
heen elected preside nt of the Nir Clon 


Lynn Thomas. 


Conditioning Co.. has 


ditioning & Heating-Roofing & Sheet 
Metal Association of 
Ron Blank 


( Orp.. Was 


Minneapolis 
Living Air Engineering 
named vice president: 
Central Roofing Co.. 
and Ken Davy. 
Minneapolis Sheet Metal Works. Ine.. 


is treasurer. 


John Somers. 


was elected secretary: 


Election Held at 
Beaver Falls, Pa. 


Beaver Fanos. Pa The Beaver 
Vallev association has elected W. . 
Knowlson. Beaver Falls. Pa.. 


as president for the 


lo serve 
comic yea 
Jack Bruny. 


New Brighton, vice president: Ralph 


Other new officers are: 


Lawrence. New Brighton. secretary: 
and karl Ambridge. 


treasure! 


| it hermann. 


Advertising Service 
Now Being Offered 
to NHAW Members 


CoLtumBus, ©. A new advertising 
service is now available to members 
and associate members of the Nation- 
al Heating & Airconditioning Whole- 
salers. Inc. This service, includes the 
following: 

1) Counseling Assistance in 
analyzing previous advertising and 
sales promotion efforts, marketing 
methods. media selection. 

2) Planning Help in organiz- 
ing and developing an overall adver- 
lising program or a specific advertis- 
ing piece. 

>) Copywriting Planning and 
writing direct mail pieces. catalogs. 
and other advertising. 

1) Layout and Artwork Plan- 
ning layout. selecting ly pe. photo re- 
touching. ete. 

5) Public 


and preparing news releases, ete. 


Relations Planning 


Birmingham Group 

Appoints Convention 
Committee Members 
Shirley E. 


has been named to head the conven- 


BIRMINGHAM Palmer 
tion committee of the Roofing, Sheet 
Metal. Heating & Air Conditioning 
Contractors’ Association of Alabama. 
Assisting Mr. Palmer are R. Stanley 
Keith. Thomas B. MeCrackin, W. G. 
Stanfield, J. Harold Hill, W. Gene 
Gwin, and Harry H. Hahn Jr. Pub- 
licity will be handled by Herbert H. 


Lane and Ferris S. Ritchey Jr. 


Teel New President of 
Stark County Association 


Canton, O New president of the 
Stark County Sheet Metal Contrac- 
tors’ Association is Walter Teel. Niag- 
ara Heating Co. Other new officers 
Montean, Montean & 
John 
Buckeye Heating Co.. treasurer; and 
Glen MeClintock, McClintock Heat- 


ing and Sheet Metal Co.. secretary. 


are Eugene 


Sons, vice president: Page. 


Bull Discusses Common Interests 
With Chicago Area Wholesaler Group 


and Airconditioning Wholesalers. 
Inc.. Wilbur R. Bull. to diseuss com- 
mon interest in area practices dealing 


with the limit to which wholesalers 


STEERING COMMITTEE of Chicago 
Area Wholesalers Association goes 
over plans with Wilbur R. Bull. From 
left are J. S. McDonald, Excelsior 
Jack A. Harrison, 
M. Brucker, Inc.; Mr. Bull; and Ray 
H. Guenther, Accurate Sheet Metal 
and Mfg. Works 


Steel Furnace Co.: 


CHICAGO The value of member- 
ship in local and national associations 
was brought out at a recent meeting 
of the Chicago Area Wholesalers’ As- 
sociation. At that time. members of 
the local group met with the execu 


live director of the National Heating 


can extend free engineering and serv- 
ice of summer air conditioning equip 
ment. the exchange of credit informa- 
tion, stocking problems. manufactur- 
‘rs’ responsibility for products’ failing 
lo meet warranty requirements. and 
the extent to which discounts can be 
extended on both single and job lot 
quantities, 

One other major problem discussed 
dealt with the possibility of a steel 
strike this summer and the mannet 
in which existing stocks would be 
distributed. It was decided that both 
wholesalers and dealers should inh 
crease their existing stocks of sheet 
metal to the limit) se that) contracts 


heing fulfilled could bye completed. 
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makes contented customers 


---and healthier profits! 


“Getting my Chrysler residential air condi 
tioning franchise was one of the smartest 
decisions I've made. Why? Beeause IT sell 
more .. . and make more on what I sell. Customer 
acceptance is high: Climate by Chrysler features a 
completely automatic system that actually purifies the 
air while it cools. And profits are high: Since Pm 
selling the most versatile line in the industry. | can 


depend on getting the best combination for any job.” 


“My folks didn’t have to be sold on Chrysler 

¢ air conditioning .. . once they heard about 

its special features. The Climate-Minder 

Control makes every day like Spring. And Chrysler's 
exclusive electrostatic air purifving svstem keeps out 


home free of dust. smoke. and air-borne germs.” 


“Installing Chrysler central air conditioning 
is a service man’s dream. Its about. the 
fastest. easiest svstem to hook up of any 
I've seen, Easv to service. too. Though with Chrysler's 
reputation for long-term dependability and quality 


in-warranty service calls are a rarity.” 


Vhe Chrysler Story has a happy ending for everyone: 
contractor. owner. and service man. Why not have 


vour local Chrysler Distributor tell it to you? 


"ee 


> HRYSLER 


AIRTEMP 


Airtemp Division, Chrysler Corporation, Dept. N-49, Dayton 1, Ohio 





MITER GUTTER 


ANYONE CAN CUT CLEANER... MORE ACCURATE 
INSIDE AND OUTSIDE CORNERS uth 





EXPRESS” MITER SHEAR# 


Pardner, is your ductwork being delayed in Won't Crimp or Stretch 
Comanche country? Held up by outlaws’? The Edges of the metal 
MAURLEE COMPANY’s regularly-scheduled 

delivery will get your order through on time. Made of Heavy Tough Cast Steel 
No longer will you have to call the office and Nothing to wear out..Guaranteed 
hear them say, “They went that-a-way.” With ONE YEAR 

the MAURLEE COMPANY on the job, vou’ll i 

yet the duetwork, furnace pipe, fittings. against 

registers and grilles when you need them. factory 

MAURLEE’s fast fleet of “PONY EXPRESS” defects 

trucks saves contractors time and money 

Saves warehouse space for distributors, elimi- 
nating the need for huge, costly dead weight 
inventories. If vouwre hankering for the best 


in the West (and the Kast. too). want modern Miters in 4-in. and 5-in. K style ogee and 5-in. box gutter formed 
by the GUTT'R CUTT’R* Miter Shear are easier to solder, require 
less solder, thon costly ‘‘factory-bought"’ miters (only one joint 
. > . to solder). You'll moke better looking joints easier and faster 
und the fastest, surest deli, ery; eall Bud with this revolutionary high speed gutter miter shear. Makes 
(;oodman. of the MAURLEE spread “The straight 90 cuts, opposing 45 angles for corners and intricate 

cuts for molded ends. Difficult bends and angles of molded side 
lastest Duct in the West.” Put your brand on are cut, leaving back or front leg for reinforcing. 


advance design, complete range of inventory, 


Easy-to-handie . . . easy-to-carry. Operate on the sidewalk, 
or mount on side of truck, of mount on shop bench and send 
2 ‘ * - ~~ miters on the job prefabricated. Requires no skill to cut cost! 
price sheet and additional information. bi alge cel pit eporate the GUITR CUITR® fitter bc 
Miter joining clampt? (shown below) is included to hold 
AIR CONDITIONING DUCT joint firmly in place while soldering. 
AND FITTINGS 


SIDES OF CUT OVERLAP FOR REINFORCEMENT 
FURNACE PIPE AND FITTINGS 


the coupon below and mail today for catalogue, 





REGISTERS AND GRILLES 


MAURLEE CO., INC. 
SOUTH EVERGREEN AVE. 
WOODBURY HEIGHTS, N.J. 
PHONE: Tliden 6-2305-6 











Please send me catalogue and additional 

information. WRITE FOR 
LITERATURE 

Name 

Firm 

Address 

City 


Manufacturing C 


| am a dealer 








Hughes Manufacturing Co. 


742 E. 25th Street Norfolk, Virginia 
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What else does your Stainless Steel 


Distributor offer besides service? 


x 


Quick deliveries of stainless steel, where you want them, 
when you want them, are vital to smooth, steady, profitable 
production. Yet, important as this service is, it is only one of 
the valuable supports provided by your Republic ENDURO® 
Stainless Steel Distributor—your Steel Service Center. 
Your Republic Distributor stands ready to provide you 
with expert assistance on special fabricating and metallurgi- 
cal problems. Through him, the experience and know-how 
of Republic field, laboratory, and mill metallurgists are 
always available. In many cases, their help can increase 
productivity, reduce costs. 
Moreover, your Republic Distributor can relieve you of 
the burden of unnecessary in-plant inventories—thereby 
releasing capital, equipment, and plant space, and saving 
you time and money. Through your Steel Service Center, 
much of your overhead for skilled labor, scrap and wastage, 
taxes and insurance can be eliminated. 
For full information, contact your Republic Distributor 
at your nearest Steel Service Center, listed below. Let your 
Republic Stainless Steel Distributor explain the full range 
of services he offers you. 


REPUBLIC STEEL @) 
Ueleti Widest Range of, Stenclard, Sales and, Stel Proaeists 








ae 
CALL YOUR REpewete wemereteSS STEEL DISTRIBUTOR AT THESE STEEL 


SCR VICE CENTERS 


ALABAMA GEORGIA 


Atiantic Steel Company 
Birmingham 

Reynolds Aluminum Supply Company 
Birmingham, 

J. M. Tull Metal & Supply Co., Inc 
Birmingham 


ARIZONA 
Ducommun Metals & Supply Co 
Phoenix 


ARKANSAS 
Hammond Sheet Meta! Company 
Fort Smith, 
Little Rock 


CALIFORNIA 

Allen Fry Steel Company 
Los Angeles 

Ducommun Metals & Supply Co 
Berkeley 10, 
los Angeles 54 
National City 
M. Jorgensen Company 
Los Angeles 54 
Oakland 23 


COLORADO 
Marsh Stee! Corporation 
Denver 16 
CONNECTICUT 
Edgcomb Steel of New England, Inc 
Milford 


FLORIDA 

Caulley Steel and Supply Co 
Fort Lauderdale 
Miami, 
Orlando 

Eagle Roofing and Art Metal 
Works, Inc., 
Tampa 


Reynolds Aluminum Supply Company 


Miami 

J.M. Tull Metal and Supply Co., In 
Jacksonville 
Miam 
Tampa 


Atlantic Steel Company 
Atianta | 

Hubbell Metals Inc 
Marietta 

Reynolds Aluminum Supply Company 
Atloa 1 


ILLINOIS 
Chicago Steel Servic 
Chicago 32 


INDIANA 
Hubbell Metals inc 
Indianapolis 2 
Ohio Valley Hardware & Roofing 
Company 


Evansville 


KANSAS 
Marsh Steel Corporation 
Wichita 


KENTUCKY 
Hubbell Metals Inc 
sville 
Reynolds Aluminum S 
Ouisvilie 
w ams and Cx 
Louisville 3 


LOUISIANA 
Marsh Steel Corporatior 
Baton Rouge 


MARYLAND 
Hill-Chase Steel Company o 
Maryland 


Baltimore 3 


MASSACHUSETTS 
Edgcomb Steel of New England 
nc. (Boston 
Nashuo, New Hampshire 
Howkridge Brothers Company 
Boston IC 


MICHIGAN 
Huron Stee! Company 
Detroit 16 


MISSOURI 

Hammond Sheet Metal Company 
St. Lovis 5 

Hubbell Metals Inc 
Kansas City 164 
St. Louis 3 

Marsh Steel Corporation 
North Kansas City 16 


NEW HAMPSHIRE 
Edgcomb Steel of New England, inc 
Nashvoa 


NEW JERSEY 

Abarry Stee! Company 
Perth Amboy, 

Atias Steel Supply Company 
Morris Plains 

Benedict-Miller, Inc 
Lyndhurst 

International Corporation 
Hillside 

Miller Steel Company, Inc 
Hillside 


NEW YORK 

Atias Supply Company, Inc 
Brona 58 

Beals, McCarthy and Rogers, Inc 
Buffalo 5 

Brace-Mueller-Huntley, Inc 
Buffalo 
Rochester 
Syracuse 

Bruce and Cook, Inc 
New York 38 

Eastern Metals Wareho 
Aibany 

Ernst Iron Work 
Buffalo 

Follansbee Meta 
York 
Rochester 

Hamsley, Inc 
Brooklyn 32 

K. & S. Metal Supply, inc 
Long Island City 

Metal Purchasing Company, | 
New York 1, 


NEW YORK (Cont.) 
Schwarz and Cohn, Inc 
Brooklyn 


NORTH CAROLINA 
Metal Service Corporation 
Charlotte 


Reynolds Aluminum Supply Company 


Raleigh, 
Vance Iron and Steel Company 
Charlotte 


OHIO 

The Ohio Metol & Manufact 
Co 
Dayton 2 

Vorys Brothers, Inc 
Columbus 8 

Williams and Company, |! 
Cleveland 14 
Cincinnati, 29, 
Columbus 8 
Toledo 12 


OKLAHOMA 
E. M. Jorgensen Company 
Tulsa 


OREGON 
American Steel Warehouse 
Company 
Portiand 14 
Pacific Metal Company 
Portiand ? 


PENNSYLVANIA 
Hill-Chase and Company 
Philadelphia 34 
Potts-Farrington Compa 
Philadelphia 29 
Horace T. Potts Company 
Philadelphia 34 
The Warren Company 
Erie 
Willams and Company 
Pittsburgh 33 


RHODE ISLAND 
Edgcomb Steel of New England 
Inc 


Slatersville 


TENNESSEE 

Hubbell Metals Inc 
Memphis, 

Mid-State Steel, In 
Nashville 

Reynolds Aluminum Supply Company, 
Memphis 
Nashville 

Siskin Steel and Supply Company 
Incorporated 
Chattanooga 

Vance tron and Steel Company 
Chattanooga 


TEXAS 
E. M. Jorgensen Company 
Dallas 
Houston 


UTAH 
Structural Steel and Forge 
Company 
o Loke City 
ZCMI Wholesale Distributors 
Salt Lake City 


VERMONT 
Edgcomb Steel of New England, inc 
Bennington 


VIRGINIA 


WASHINGTON 
Pacific Meta 


eattle 


CANADA 








WITH THE ASSOCIATIONS 


(Continued from page 
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Coming Events 


April 


Apr. 17-18 Sheet Metal, Air Conditioning 
and Roofing Contractors’ Association of 
Pennsylvania, annual convention. Castleton 
Hotel, New Castle. Pa. E. W. Liebermann. 


secretary. L4ILL Merchant St... Ambridge. 
Pa 
Apr. 24-26 Rooting and Sheet Metal Con 
tractors’ Association of Florida. annual con 
vention. Biltmore Hotel, Palm Beach. Fla 
Victor Kinsey, president, 1517 N. Poin 
settia, West Palm Beach, Fla 


Apr. 29-May 4 Oil-Heat Institute, annual 
convention Olympic Hotel, Seattle. Wash. 


K. H. L. Becker, managing director, 500 


Sth Ave... New York 36 


Apr. 30-May 1 National Association of 
Sheet Metal Distributors, spring meeting. 
Pick-Roosevelt’ Hotel, Pittsburgh. Thomas 
\. Fernley Jr.. executive secretary. 1900 


Arch St.. Philadelphia ) 


May 


May 4-6 Air-Conditioning and Refrigera- 
tion Institute, annual meeting. The Home 
stead, Hot Springs, Va. George S. Jones. 


Ir., managing director, 1346 Connecticut 


Ave., N. W.. Washington 6. D. ¢ 


May 10-12 National Heating & Aircondi- 
tioning Wholesalers, Inc., spring meeting. 
Ambassador Hotel, Los Angeles. W. R. Bull. 
executive director, 1200 W. Fifth Ave.. 
Columbus, O 


May 11-14 Northeastern University college 


short course, Boston, Mass. John S. Bailey. 


chairman, Northeastern University. Boston 


15. 


May 28-30 Sheet Metal and Air Condition- 
ing Contractors National Association. Ine.. 


annual convention. Broadmoor Hotel. Colo 


rado Springs, ¢ olo. J. D. Wilder. executive 


secretary, 170 Division St., Elgin, Ill. 


June 


June 2-5 Eastern Biennial Exposition of 
Oil Heat & Air Conditioning. Hotel Statler 
Hilton, Boston. Thomas G. Colter, exposi- 
tion chairman, Oil Heat Institute of New 


England. 839 Beacon St.. Boston. 


June 22-24 
Refrigerating & Air Conditioning Engi- 
neers. annual meeting. Lake Placid Club. 
Lake Placid. N. Y. A. V. Hutchinson. ex- 


ecutive secretary. 62 Worth St.. New York 
L3. 


American Society of Heating. 


June 25-2 Roofing. Sheet Metal. Heating 


9¢.97 
& Air Conditioning Contractors’ Associa- 
tion of Alabama, annual convention. Battle 
House Hotel, Mobile. Ala. B. M. Johnson. 
executive secretary, 405 Frank Nelson 


Bldg... Birmingham. 


October 


Oct. 5-7 American Gas Association. annual 
convention. Conrad Hilton Hotel. Chicago. 
C. S$. Stackpole. managing director, 420 


Lexington Ave.. New York 17. 


November 


Nov. 2-5 Air Conditioning and Refrigera- 
tion Institute, 11th exposition. Atlantic City 
Auditorium. Atlantic City. N. J. George S. 
Jones Jr... managing director. 1346 Connec- 


ticut Ave.. N. W.. Washineton 6. D. C. 


December 


Dec. 1-2 National Warm Air Heating and 
Air Conditioning Association. committee 
meetings. Chase-Plaza Hotel. St. Louis, Mo. 
George Boeddener. managing director. 640 


Engineers Bldg.. Cleveland 14. 


Dec. 3-4 National Warm Air Heating and 
Air Conditioning Association, annual con- 
vention. Chase-Plaza Hotel, St. Louis. Mo. 
George Boeddener, managing director, 640 
Engineers Bldg.. Cleveland 14. 
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How to build more 
ARCHITECTURAL 
STAINLESS STEEL 
BUSINESS 


Here are just a few 
architectural applications 
for stainless steel that 
are out of the ordinary. 


Architectural applications for stainless steel are 
a lot more extensive than just entrances, doors, 
mullions, stairs, and similar uses. In fact, 
wherever there’s danger of corrosion or me- 
chanical damage to a building, inside or outside, 
stainless steel is ideal 

Stainless is extra strong, takes hard knocks. New steels are 
Its resistance to atmospheric corrosion is out- born at 
standing. These qualities make stainless steel 
ideal for kick plates, wainscoting, control cover Armco 
plates, guards for corners, and many other pro- 
tective-type uses. ARMCO STEEL CORPORATION 
1869 Curtis Street, Middletown, Ohio 
BUILDS PROFITS Send name of Armco Distributor nearest me. 
Point these applications out to builders when- 
ever you have an opportunity. It’s sure to add 
to your stainless business and your profits. 


NAN? 
POSITION 


If you would like complete information on = 
stainless steel for architectural uses, just contact 
your nearby Armco Distributor. If you aren't 
acquainted with him, just fill in and mail the 
coupon. 


ees | 


ARMCO STEEL 


Armco Division * Sheffield Division * The National Supply Company * Armco Drainage & Metal Product 





m a t 


Inc. * The Armco International Corporation * Union Wire Rope Corporation * Southwest Steel Products 
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EQUIPMENT DEVELOPMENTS 





The latest information on manufacturers’ developments is presented here with 
brief summaries of the applications of these products. For additional product 
information which is available, see this month’s New Literature department 


Compressor Line 


LINE OF REFRIGERATION compressors in hermetic and 


direct coupled drive units i orthington Corp.. Dept 


14. Harrison. N. J. Line is available in six sizes to 


enema. | 


cover a variety of application Lnits are designed 


lo operate at 1750 rpm in either arrangement. Clos 


running fit tolerances. cast iron body and manifold 
inal cushioned rine valves ire designed to assure quiet 
perlormance Units have b-pole direct-connected mo 


lors: components are interchangs thle between het 


metic and coupled iiit- 


Magnetic Sheet Support 


Viacsetic st preorr for sheet metal designed to pro 


vice more accuracy th she tring 


sheets up to Lb ga. hy 


eliminating normal sae between cutting line and back 


Heysong & Miles epl 14. 625 Fulton 
St... Greensboro. N.C. Series of roller magnets are 
held in channels whieh can be lifted easily and locked 
above hack eave angle when support is not required 


Device can be installed on existing shears in the shop 


Small Electronic Air Cleaner 
Vioper DEI 


installed in area 


ELECTRONIC an cleanet which can be 


occupied hy ~| indard disposable fun 


nace filter Triton. Ine Dept 14. WOOO Island Ave 

Vekees Rocks. Pa. Two in. deep in direction of ai 
How. unit is said to remove airborne dirt. dust. smoke. 
pollen and germs from air. Unit, installed without 
spec ial tools. has disposable pad which can be removed 
and replaced: gage indicates need for change of pad. 


Power pack has 6 ft cable for remote control. Alumi 


num and plastic unit has no moving parts. is available 
in Variety of sizes and has capacity ol O10 to 1000 


cim per pane I. 


Central Control Panel 


“Cuare Cexter’ & & 14 in. wall-mounted instru 
ment panel which gives constant readings of outdoor 
and indoor temperatures, barometric pressure and rel- 
itive humidity: controls heating and air conditioning 
eycles: provides automatic fan operation: and pei 
mits pre-set adjustments of nighttime temperatures 
Carrier Corp.. 


1 N.Y 


Dept {4. Carrier Parkway. Syracuse 


Safety panel flashes warning if filter is 





clogged. pilot is out. oil burner fails to ignite. com- 
pressor functions improperly or condensate drain is 
plugged according to the company, Lnit is designed 
for installation in any room. as svmbol of benefits of 


vear round air conditioning. 
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“THEY’RE GOOD-LOOKING, HARD-WORKING, AND EASY TO INSTALL” 


Walter Rand, president of 
——- =, sic ; 2 RANCO Heating & Cooling, 
_ : a ia “Grand Rapids, Michigan 


a —_ 
ea x . 

ee a Se, 3 . $ ie 

<e@ —— ‘ae ns * = 
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Air Control’s No. 188 Baseboard Perimeter Diffusers 


“The first time I saw it, I thought now there is one 
good-looking diffuser,’’ Walter Rand reports. ‘“That was 
five years ago and I’ve installed several thousand of 
them since.”’ 

“They give me the wide blanket of air I need for 
good perimeter heating in today’s new homes, and that 
rotary damper controls the volume without changing 
the air pattern a bit. They are very easy to install... 
a big help in keeping my bids attractive. And I’ve 
vet to meet the customer who isn’t thoroughly pleased 
with them.”’ 

Shouldn't you be using Air Control’s No. 188 Base- 
board Perimeter Diffusers? See your wholesaler soon! 


Write for catalog 


159 Center Street 


CHROME-PLATE FOR BATHROOM 


Also available in beautiful chrome 
finish, ideal for bathroom, kitchen, 
etc. Same smart, modern design 

same rotary damper advantages. 


Coopersville, Michigan 


PRODUCTS, INC. 
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Condensate Remover 


INJECTION CONDENSATE removal unit for use with 
water cooled air conditioning svstems—Condensate 
Siphon Jet ¢ orp... Dept 14. 57 Lawton St. Neu 


Rochell \ ) Installed on the outlet side of water 


= 
be 


cooled condensers. unit draws accumulated condensate 
from the cooling coil compartment into the waste line 
by use of a built-in venturi. It will operate on installa 
tions in which vertical water lift does not exceed 30 ft. 
Condensate « ipacity is 2 gpm Unit is self-cleaning. 


weording to the manufacturer 


Sectional Gas-Fired Furnaces 


Puree GO wine of sectional gas furnaces in eieht 
models: highbov and lowboy in 80.000. 115.000 and 


150.000 Btus countertlow in 80.000 and 115.000) Bru 


—_ —_ — 


fa 
— 


inputs Weaterman-W aterbury Co Dept ff. 1121 
lackson St. Nok. Minneapolis V3. Glass fiber cushion 
combines with single port stispension of heat exchange 
er to eliminate eXpanston and contraction creaking 
noises. the company states. Casings are colored and 


styled for compatability: with home appliances 


Fuel Oil Filter 


Peek om rierer with) built-in ll-purpose valve 


combining ~hutofl filtering. fire safety. anti siphon 
check and anti-hum functions The Shelton Co.. Dept 
14, New Haven. Conn. Fuse melts at predetermined 
temperature to shut off oil flow. Cam lever keeps valve 
fully open or fully closed. Disposable filter cartridge 


permits impurities to penetrate varying depths with 


out choking. Unit is heavy gage cast iron and steel 
with stain-resistant baked enamel finish. Exposed 


valve parts are chrome-plated. 


Gas Control Center 


Series 5010 gas control center said to combine opera- 
tions of six controls—Heating and Air Conditioning 


Controls Div.. Dept. 14. Controls Co. of America, 


2150 \. 32nd St... Milwaukee 45. Designed to provide 
automatic thermostatic control at any desired tempera- 
lure. unit mounts in any position and can be used 
with all eases. Built-in “A™ and “B™ cocks or flow 
interruptor. safe lighting and safety shutoff are fea- 
tured. Kit’ is available for conversion to electrical 


Clogged Filter Warning 


“Tyrrhe Tare” attachment for warm air heating o1 
air conditioning svstem. whieh shows by means of 
remote indicator lights when clogged filter needs 


chaneine or servicine Better Engineering Controls 


Dept. AA, 1822 8. Burlington Ave. Los Angeles 6. 
Units are in two kits: for filter change and for filter 
service. Device operates on negative pressure increase 
on downstream side of filter caused by buildup of dirt 


on filter. 


Roll Valley and Flashing 


GALVANIZED ROLL VALLEY and Hashing fabricated from 


26. 29 and 30 ea metal Quaker State Metals Co.. 
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QUICK-CONNECT TERMINALS offer a more 
rapid wiring method, yet do not interfere with 
conventional studs. 


FAST ROTATION CHANGE (simply switch plug- 
in lead connectors to change rotation) mini- 
mizes service stocks needed. 


with General Electric sg 
Form G blower motors 


You save money in three areas when you sell furnaces equipped with 
General Electric blower motors: 
SAVES ON INSTALLATION—quick-connect terminals cut wiring time 50 
per cent: a speed nut permits fast outside connection of conduit fitting. 
Compact size makes handling easy and saves space, whether mounted 
on top the blower or inside it. 
GET EXTRA DEPENDABILITY. Moisture-resistant insulation, doubled lu- SHAFT PROTECTION—new gun-metal-like treat- 
brication life (because of a 50% larger oil supply and efficient oil ment of shaft resists rust so that pulleys, etc., 
retention), and the famous G-E wear-resistant switch mean satisfied ene oays ouny te some 
customers and repeat sales. 
FAST, LOCAL SERVICE. G.E.’s network of Small Motor Service Stations 
are as handy as your telephone. G-E replacement motors, also available 
locally, provide top quality and long-life performance. 
To keep installation and service costs down, specify G-E blower 
motors . . . available in split-phase, shaded-pole, capacitor-start, or 
permanent-split-capacitor for all makes of furnaces. Section 702-97, 
General Electric Company, Schenectady 5, N. Y. 


Progress /s Our Most /mportant Product 


G ‘3 N t 2 A [ . LE C I R | C QUIETER, DEPENDABLE SWITCH has a special 
washer to cushion start-stop click, maintains 


positive snap action 


Awirtio an Antis 














Air dust-free as wind-scoured mountain slopes! 
Dust-magnet filters are electrostatic, trapping 
particles small as 1/10th of a micron. Per- 
manent, non-clogging . . . when dirt-laden 
simply rinse clean and replace in unit. Avail- 
able for furnaces and air conditioners. As 
you live and breathe . . . install Dust-magnets! 


FILTERS 


a product of Stoddard Industries 


1545 KINGSBURY STREET « CHICAGO 22 
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Dept { { Box L167 Lancaster Pa 
Designed for increased — rigidity. 
product is available in 50 ft rolls. 
12 widths ranging from + to 30 in 


according to the manufactures 


Adjustable Elbows 


Linke or 18 GA and lighter galvanized 
or cold rolled four-piece adjustable 


elbows. smoke pipe and fittings 


Francer Mig. & Supply Corp... Dept 
14. 1 Franklin St.c Kast Milton S60. 
Vass. The 90 dee elbows have con- 
sistent: and predictable performances 
characteristics. according to the man 


ulacturetr 


AC-Dehumidifier Unit 


Type 925 summer air conditioning 
unit with two independent 2 hp cool 
ing eveles. one of which may be 


operated as either conventional ait 


r as 


ic" 
2 


~ 


conditioner or straight dehumiditie: 

Vueller Climatrol Div. of Veoorth 
ington Corp.. Dept. {4. 2OOS HH. 
Oklahoma Ave. Milwaukee 1. Op- 
eration is controlled by humidistat 
as well as thermostat. Dehumidifica- 
tion eyele uses reheat coil in front of 
cooling coil. re-warmine the cooled. 
dehumidified air to original room 
temperatures, Three way unit con- 
trols high humidity in mild. warm 


and hot summer weather. providing 
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equipment developments ° 
‘continued Now... Increase Your Furnace Cleaning 


a ee BUSINESS and PROFITS! 


fication and raneine from no cooline 
to 42.000 Btu. 





... with the NEW 


0 oral a SY /AVOYMAN 
Mopent 2400 om control valve ce 


signed to satisfy safety requirements 


hy hwatine unite with vaporvine ype, MIS NULL EN Sal 2 1 


burners Heating and Air Condition Cet in on the profitable furnace cleaning business with a minimum invest 


ing Controls Div.. Controls Co. of rent and insure maximum returns. The General “HANDYMAN” Fur 

. ' ace Cleaner is built with more power » to 40 Py treater capi 
imerice, 2450 N. 320d St. Milwax nac leaner is 1 more | r (upt 1 H.1 ind greater capac 
| - | ity than any other cleaner available today. Now you can contract 
ree 45, Unit: has all-steel body. is for all types of residential, commercial and industrial cleaning jobs 
available in sinele and double meter- 


oe ste ‘ oe o ao rie hd “4 . 
ing stem models, Single and doubl a ee | Check these “Handyman” Features: 
vantages of the Gener- 
available. Eleetrie and non-electric al Posey atc Pow- SPACE-SAVING MODERN DESIGN 

ervac Furnace Cleaner 
before you buy furnace No other cleaner is so compact and has the eve 
P ; ippeal that builds sales. Yet. it looks and is rug 
also —— a en oa for gedly built. It can be used off the street in drive 
or Sen sere ver ome wavs and other spots where big bag cleaners made 
Profit Portfolio with + difficult to work 
complete information 
Hand Shear and prices on the 
“HANDYMAN” and ONE MAN OPERATION 
“DOCKEN SHEAR” attachment for 1 other General Furnace Tru all oO 
Cleaners. Do it now rury a wanay pose in your i, ry ice up the 
. man can set-up and operate this modern furnace 
and start profits rolling cleaner doing an average of 5 or 6 residential 
cults on sheet) metal from 16) ea your way from more jobs in one day 
cleaning jobs, more re- 
pair jobs and more re- 


placement part sales SELF CLEANING FILTER BAGS 


for a profitable 1959 


bulb mechanical limit) controls are 


thermostat) accessories are available 


} 
in. electric drills for makine radial 


Made of heavy duty sateen. Abrasive or hot ashes 
Phone. wire and soot do not come in contact with bags. No 
danger of bag “blow-out Sags collapse into top 
of unit when not in use 





or write Today! 





FAST ALL WEATHER OPERATION 


Cleans average system in one hour or less. Operates 
eficiently in rain or shine Adds 30 to 60 more 
davs per vear to vour work scheduls adding 
extra profits for you 


\ Wm. W. Meyer| LOW MAINTENANCE 











Clean 60 jobs or more before 75 cu. ft. hopper needs 
& Sons, Inc. cleaning out. Hopper has large clean-out door for 
fast removal of soot and ashes. Convenient hose 
8259 Elmwood Ave., torage for up to 100 ft. all coupled and ready to 
. : : ue > built-in tool boxes. The General HANDY 
< >, ill 
Skokie, — MAN) Powervae Furnace Cleaner is adaptable ts 
hone most +4, 1 and 1! ton trucks 

» i Lind Co. Dept 11 Pr. @ Pp 

, I INdependence 3-5127 


PEP 


aluminum to 22 va stainless steel 
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FA VID 
FESTEL 


to INSTALL 


STAINLESS STEEL FLUE 


The new McQuay Package Chimney 
is the finest. It tests better because it 
is built better—by McQuay, with 
more than a third of a century of 
heating experience—and is easier and 
faster to install. Compare McQuay 
quality, compare erection time and 
costs, compare McQuay advantages. 
Then you'll see why the new McQuay 
Package Chimney excels in every way. 
See your jobber or write McQuay, 
Inc., 1653 Broadway Street N.E., 
Minneapolis 13, Minnesota. 





eee, 


Starter Box and Starter Section in one 
unit for fast erection. Interliner and 
stainless steel flue supported by ex 
clusive McQuay stainless steel and 
aluminized steel tension spring spacers 
Permits quick drafts and even tempera- 
ture top to bottom for peak efficiency 
under steady or intermittent firing 


Check these features against those of any 
other chimney ! 


@ Stainless steel flue @ Handles all fuels @ Light weight e Strong 


and durable @ Long life @ Baked on finish @ Quick installation 


@ Low installation costs e Competitively priced EN fic ay | 
e Safe —U.L. approved tia adil 


PXi- mete), lelesiel. il, cams) 7 eal cee ia iicl 27 wale), | 
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Box 7501. 4912 France Ave. N 


Vinneapolis 22. Shearing — blade. 


mounted between two cutting knives. 
provides scissor-like cutting action 
through eccentric bearing arrange- 
ment on drill drive assembly. Inside 
cuts can be made by drilling starter 


hole. 


Cut-to-Fit Filter 


“Fabri-Aut” elass fiber air filters 
which can be cut to fit most air con- 
ditioning units {merican Rock 


Ht ool ( Orp.. Dept. | 1. 20 N. H acker 


| DUSTGARD | 


¥ h S 
Fao we 
AIR FILTER 


For 
Window Air Conditioners 


Team L-lfoutty 
to fit most sizes 
of air conditioners 


EASY “TRIM-T-YOURSEU 


Dr.. Chicago 6. Filters are par kaved 
in see-through plastic bags for point 
of-purchase sales appeal. the com 


pany states 


Electric Humidifier 


Viopets 504. 2001. 3001 and 6000 
electric atomizing humidifiers in port 


thle and permanent models Skuttle 


Vig. Co.. Dept. 14. Vilford. Mich 
Model 504 is portable plug-in unit 
with atomizing capacity of Ils to 


Is) pt per hr. which can be used in 
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applications up to 12,000 cu ft. Model 


2001, for plenum installation, main- 
tains 35 to 45 percent rh in homes 
up to 30,000 cu ft. Models 3001 


6000 for « ommercial 


and 
and industrial 
applications are said to produce 1] 


All models 


are corrosion-free metal with solvent- 


and 2 gph, 


respec tively. 


resisting synthetic parts. 


Duct Supporting Tape 


“DUCTAPE” GALVANIZED steel tape de- 
signed to support duct work W est- 
Wire Products Co.. Dept. AA, 


ern 


1425 S. 
The 24 
safety edge. It is available in 
of 10, 25. 50 and 100 ft in bulk. o1 


25. 50 and 100 ft in self-dispensing 


Louis 1. Vo. 


ga tape is %4 In. 


Sth St. St. 
wide with 


hoxes. 


Mechanical Draft Fans 


Line OF forward curved mechanical 
draft fans designed for high air move 
( hicago Blower 


Pacific Liv 


ment to size ratio 


Corp.. Dept. 14. 980607 


Franklin Park. Ill 


“ heel 


Lnits are in lO 


diameters. outlet) duet sizes 


from 18 to 77 in., two speed ranges. 
used with direct motor 
Blades ure mild ol alloy 


steel. housings are heavy steel plate 


Fans may be 


connections, 
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Chattanooga 


THE MO 
COMPLETE GAS HEATING AND 
FROM ONE RELIA 


ST 
AIR-CONDITIONING LINE 
BLE SOURCE 


The ROYAL Thru-the-Wall Vented Gas Heater . 
Uses no room air for combustion! 


oh eri 





S, 
®aled Combustion 
chamber 


S 
g { oe 


: 














pvy 


4109 
No oe 
: -. intake 
Combined air inta 
and vent 
Rust 
r : 
Proof aluminum 
OUFs; 
‘de vent 








NEW ROYAL 


WRITE TODAY FOR FULL INFORMATION 


GAS HEATERS 





Chattanooga 5s 


1891 


a, 3, 344.8. 
Air Cooled Remote 


wa ani 
a Ry 

‘ i RY 
a 





pe 

Vertical ond Counterflo 

GAS-FIRED FURNACES 
27 Basic Models 


Thru-the-Wall 
DIRECT VENTED HEATERS fr 
20,000-30,000 BTU 


a 7 


VENTED CIRCULATORS 
Radiant, Non-radiant 





10 Basic Models 


CHATTANOOGA R 
CHATTANOOGA 





Horizontal 
GAS-FIRED FURNACES 
12 Basic Models 





Recessed 
VENTED WALL HEATERS 
8 Basic Models 


Cool Cabinet 
UNVENTED CIRCULATORS _ 
3 Basic Models 


UNVENTED HEATERS 
Circulators, Claybacks, 
Gas Logs 


OYAL COMPANY 
6, TENNESSEE 








CLEANING 


POWER 


NO. 521-8 


take your 


5007 


" 54% 
>, (25 Fr 
‘St ES, pe 
ay 4 ~) / 
> 


»\* 


in one hand 
hose and ail 


Phe Portable SOOTMASTER #521-8 weighing 
only 25 Ibs. is che vacuum which offers the max- 
imum filter area and largest soot chamber of any 


ndustrial cleaning unit of its size 


MASTERCRAPFT'S exclusive hose-holder bas 
ket let's you carry the entire cleaner including 
the hose trom job to job 


with only one hand 


Users do more work with less effort 


) » ) 


VA 
Monviactured in USA by 


inoustmies/inc 
WEST HAVERSTRAW NEW YORK 
er ee 
IMPERIAL REFRACTORIES AND EQUIPMENT LTD. 


Refractories Bidg Waterloo, Ontario 


OBBER DISTRIBUTOR ENQUIRIES INVITED 
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Rotors operal al low peripheral 


speed: streamlined inlets direct) ain 


into rotor with litthe turbulence. the 


company states, Inlet boxes are over 


inlet vane controls are 


Mov able 


air in direction of wheel rota 


sized: manual 


or automatic. Vanes spin in 
comine 


tion 


Duct Screws 


Line Or sheet metal screws in seven 


standard = sizes. designed especially 


lor application on duct work — Duro 


Pyne Dept. 14. Rte. 
Farmingdale. \. ) 


binding 


Corp 110 


Screws have 


finished 


ance and improved screwdriver lever 


heads for appear 


age. Heavy cadmium plating resists 


Points 


corrosion are sharp and 


threads are clean. the 


COMpany re 


ports, 


Electric Heat Thermostat 


“DECORATOR ELECTRIC heat thermo 


stat with air space between instru 


ment and wall. and perforated hace 


Vears Klee 


pane | to assure accuracy 


trie Controls. Tne 
Island. Portland V4 


rales 


Swan 


Depl 1 { 


Ore. Kast evelineg 


designed to prevent exyeess 


YORK -HEAT 


HOT DEALS 


Protected territories available to distrib- 


HOT PRICES 


Priced competitively to provide sales and 


HOT MARKETS 
Compact line of oil or gas units to reach 
both builders and home owners. 


HOT PRODUCTS 


Boilers and furnaces skillfully designed 


AMERICAN 


utors and dealers interested in profitable 


adequate profit for York-Heat dealers 


Pioneer ond Specialists ww Avitomaitio Kear 


Boilers to 600 Hp. — Furnaces to 5 Million B.t.u.h. 


to meet market needs. 


ARTISAN, 


APRII 


YORK-SHIPLEY, Inc. 


YORK, PENNSYLVANIA 


1959 
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heatine and cooling of heating units 
and provide even room temper lures 
Bimetal sensing element is not af 
fected by changes in altitude or baro- 
metric pressure. Four models are 
wailable: single line break. double 
line break. modulating two-stage and 
load transfer types. Featured is mod- 


ern desien ol hace panel and it ime. 


Vertical Air Handler 


“RHEEMAIRE vertical air handler 
for combination with model RB-57 
condensing unit in commercial appli 
cations—-Rheem Mfg. Co. Dept. AA. 
7000 S. Kedzie Ave. Chicago 52. 


Rated at 56.000 Btuh. unit has metal 





cabinet which encloses cooling coil 
assembly. blower and filters. Top 
mounted air discharge assembly con 
tains adjustable louvers for proper 
distribution of conditioned air (lou 
ver assembly is not required for duct 
distribution systems). Uni 


wide. 27 in deep 


Pipe Hole Saws 


RoTakyY PIPE HOLE saws with plug 
ejector shanks to remove waste plugs 

R.M. Starbuck & Sons. Ine. De pl 
14. P.O. Box 1318. Hartford. Conn. 
Center drill pilots saw in’ starting 
cut: slight turn of the sleeve causes 
drill to recede into shank Sharp push 
on sleeve causes center drill to move 


forward. popping waste plug out of 


AMERICAN ARTISA 


DECORATIVE ... for Ventilation 
FUNCTIONAL . ... for Concealment 


... for Acoustical Purposes 


pa &le Perforated Metals 


Perforated Metal Grilles can be ordered from the wide 
selection of patterns available at H & K. Classic or modern 
design—grilles are made to your exact specifications, in 
kind of metal, thickness of metal, size, shape, finish and 
margins. Send for Grille Catalog 

Plain Lattice Decorative Perforated Metal Sheets (in lighter gauge Twos testis sae 

steel) are carried in stock for prompt shipment from H & K 

warehouses. Send tor H & K Stock List Brochure, with 

illustrations and specifications of patterns in stock 


NIN 

INIAINIAN 

NANNY 

INIANIAN 

AANA For information about all H & K perforated metals, includ- 

AINE/JINE/TY ing louvers (fixed and lip slot), send for H & K General 
Catalog No. 75 


arrington & ing 
PERFORATING CO. INC. 


Chicago Office and Warehouse New Yor 
5649 F re St, Chicago 44 114 Libert 


Just a few +t many patterr are illustr 
MS YIM FIND NEAREST I 
vhs oe AGEN 
KKK Hak AGENT 
sts 
10.8 
st 


Style HK720 
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NEW LOW COST 
HIGH POWER 
VACUUM 
New hidden, patented* filter 
—3 times more power 


The new Premier Model P-950 Vacuum, 
with the new hidden, non-clog filter, is 
the only true low cost furnace cleaner. 
The hidden filter gives you more usable 
capacity than other vacuums twice the 
size. You can clean 4-5 home furnaces 
without emptying. Yet it is so small it 
fits easily on the floor of your car. Over 
2000 in use. Other models range from 
16-48 qt. usable capacity, including 3 
in 1 units: wet or dry, blower or 
shoulder vac. 
*patent number 2814357 
WY, Coxe (2) sete) 
——— oe ee ee 
THE PREMIER COMPANY 


Dept. 401, 755 Woodlawn Ave., St. Paul 16, Minn 
In Canada: 35 Gerrard St. West, Toronto 2 


For FREE Attention: Gordon L. Bowman, V. P. & Sales Mgr 
ulustrated Please rush me FREE details on Premier Heating 
information Air Conditioning and Industrial Vacuums. Thank you 
fill in and mail 

request form 
today. COMPANY 


NAME 


ADDRESS 


CITY 





HI-RECOVERY 


(IUKeT automa 


Ol FIRED WATER HEATER 


HAS A 
Complete line of 


HI-RECOVERY 
Ol 
FIRED 
HOT 
WATER 


HEATERS 


Glass Lined 
3 Sizes 


30 gallon with 120 gallon 
hour recovery 

50 gallon with 150 gallon 
hour recovery 

70 gallon with 200 gallon 


hour recovery 


. 

Copper Lined 
3 Sizes 

30 gallon with 120 gallon 
hour recovery 

45 gallon with 180 gallon 
hour recovery 


65 gallon with 215 gallon 


hour recovery 


Hi-Test Galvanized 
3 Sizes 


30 gallon __35 gallon—and 
and 44 gallon for Motels, 
Apts., State and Govern- 
ment Jobs 


Twin Coil Jobs 


vp to 5,000 gallons for 
Launderettes and Big Build- 
ings A.S.M.E. labeled and 
constructed. Made in 30, 
45, 120, 215 and up to 
5,000 gallons per hour sizes 
— Arkay-Kewanee 


Coast to Coast Distribution 


a PRODUCT OF 


QUIET AUTOMATIC 
BURNER CORP. 


33-35 Bloomfield Avenue 
Newark 4, N. J. 
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saw, into position for next operation. 
Ejector shank is in two lengths to fit 
all the company’s rotary hole saws 
making holes from 1 to 215 in. diam 
eters. No. 605 is Tl, in. long: no. 66 


is 15 in. lone. 


Gas Furnaces 


“PerrecTemp Dixie-Atke” gas-fired 
furnace for air conditioned homes 

Peerless Corp.. Dept. AA, 1853 Lud- 
low Ave., Indianapolis 7. Ind. High 


blower capacity pet Btu input is fea- 


tured. Heat exchanger is contoured 
to capture maximum heat from low 
gas input. the manufacturer states. 
Lnits are in seven sizes rated from 
18.000) to 120,000) Btuh output. as 


highboy or countertlow. stvles 


Hood Ventilator, Blowers 


‘FILTAIRE” «PACKAGED range hood 
ventilator with single, double and 
triple filters; and “Du-Air” two-vol- 
ume damper control blowers—Mor- 
rison Products, Ine., Dept. AA, 16816 
Waterloo Rd.. Cleveland 10. O. Ven- 
tilators range from LOOO to 3000 cfm 
under ly in. static pressure. have 
either one or two double width. dou- 
ble inlet blowers with 10 in. dia 
wheels. Motors are 1/3, 46 and %, 
hp: filters feature air-maze grease 
traps with | in. of copper mesh to 
dissipate heat. Hoods are aluminum 
or galvanized. “Du-Air” blowers work 
from thermostat to provide proper 
volume of air for heating and for 


cooling 





Where to find the 
nearest Wheeling 
Warehouse 


BOSTON 

2 Thompson Square 
Charlestown District 
Boston 29. Massachusetts 
Charlestown 2-4770 


BUFFALO 
1722 Walden Avenue 
buffalo 25. New York 
Keystone 7444 


CHICAGO 

2547 Arthington Street 
Chicago 12, Illinois 
Seeley 3-5700 


COLUMBUS 
1785 Kenny Road 
Columbus 12, Ohio 
Hudson 6-4318 


DETROIT 

6410 Miller Road 
Dearborn 1, Michigan 
Luzon 4-2005 


KANSAS CITY 

820 Atlantic Street 

North Kansas City 16. Mo 
Grand 1-414] 


LOUISVILLE 
1424-1436 South 15th St 
Louisville 10, Kentucky 
Melrose 4-0541 


MINNEAPOLIS 
340-400 27th Ave., N.I 
Minneapolis 18. Minnesota 


Sterling 9-7233 


NEW ORLEANS 
1560 Tchoupitoulas Street 
New Orleans 1, Louisiana 
Jackson 5-2291 


NEW YORK 

17-04 Van Dam Street 
Long Island City 1, N. Y 
Stillwell 4-8580 


PHILADELPHIA 

ird and Bristol Streets 
Nicetown Station 

Philadelphia 40, Pennsylvania 
Davenport 9- 1600 


RICHMOND 

1600 Jefferson Davis Highway 
Richmond 24, Virginia 
Belmont 3-6936 


sT. LOUIS 

722 South Vandeventer Avenue 
St. Louis 10, Missouri 
Jefferson 1-3900 


ATLANTA 

1013 William Oliver Building 
\tlanta 3, Georgia 

Jackson 4-0866 


HOUSTON 

1303 Prudential Building 

1100 East Holcombe Boulevard 
Houston 25, Texas 

Jackson 8-2692 


WHEELING 
1134-40 Market St 
Wheeling, W. Va 


Cedar 3-2200 
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COP-R-LOY: 








SOFIITE BY WHEELING 


Most popular galvanized sheet! 


—that’s what a recent trade survey revealed about 
Wheeling sorTire Galvanized Sheets. And these 
sheet metal men know that where tough conditions 
require longer life in a Galvanized Sheet, Cop-R-Loy 
is the answer. 


1. sorTiTE Cop-R-Loy works easier! 


2. soFTITE Cop-R-Loy never flakes or peels! 

3. sorTITE Cop-R-Loy lasts far longer! 
Find out for yourself. Ask your Wheeling man for the 
full story on sorTiTE Cop-R-Loy Galvanized Steel 
Sheets. Or write to Wheeling Corrugating Company, 
Wheeling, West Virginia. 


WHEELING CORRUGATING COMPANY - IT’S WHEELING STEEL! 
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equipment developments heating. employs single blower motor. Model HE-924A 


(Continued ) is rated a 





t 24.000 Btu, has supplementary resistance 
heating in two 5 kw stages controlled by room ther- 

Heat Pumps mostat and outdoor thermostat. Models C-936A and 
. ‘ C-924 summer air conditioners rated at 3 and 2 hp 

“ADAPTOMATIC” SERIES of three heat pumps in 2 and 

: ; re ' have same features as heat pump counterparts. 

} hp models and two air conditioning units—Fedders 

Corp., Dept. AA, 58-01 Grand Ave., Maspeth 78, N.Y. Reci 7 S 

“Custom” HE-936B, 3 hp heat pump with reserve eciprocating saw 


“RECIPRO Saw” two-speed reciprocating saw designed 
to do work of hack saw, keyhole saw and hand saw 

Skil Corp., Dept. AA, 5033 N. Elston Ave., Chicago. 
Lower speed is for fast metal cutting with minimum 
blade wear; higher speed is for wood, plastics, fiber 
board, ete. Two-position blade shoe permits reposition- 
ing of blade to expose unworn portions and increase 
blade life. Twenty blades are available. Off-center 
blade cuts close corners. Blade can be inserted facing 
up or down on right-hand side. permitting operator 


to cut close to obstructions on either side. 


resistance heating. is rated at 36.000 Btu cooling, Gutter Spikes 


62.700 heating at 10 F; resistance heating is in “STORMGUARD GUTTER SPIKE” for hanging aluminum 


and galvanized box gutters—W. H. Maze Co., Dept. 
two blowers circulating condenser and evaporator air. 14. Peru. Ill. Nail has 
Pre-wired unit features pressurized condenser air sys- 


three stages of 5 kw each. Separate motors operate 


strong steel core double 
dipped in rust-resistant molten zinc. and 3 in. of ring 
tem for versatility of location. split chassis to permit threads at tip for anchoring securely. Points are 
diamond-shaped ; heads are flat and checkered to hold 
paint. Spikes are in 7 and 8 in. lengths. 


blower and compressor-coil sections to be separated. 


Model H-936A has same features without supplemental 


GET OUT of "BiD-and-BARGAIN” Cut-Price Deals... 


GET BIN as a Burdett FRANCHISE DEALER 
handling newest, HOTTEST, BEST-BUY LP-GAS BURNERS 
and FURNACES EVER BUILT 


BURDETT — The Burner Home 
and Business Have Been 
Hoping for; Brings Comfort 
in While Winter Stays Out. 
Capacities 60,000 to 180,000 
BTU. EXCLUSIVE — The BEST! 
Takes You out of the Price- 
Cutting Hassle. 


the Burdett at the 

: . LP-GAS Convention, 

' i. Chicago, May 3-6; 
Booth 208. 


Seems §=FREEMAN-BuRDETT RADI-HEAT 


and Check Tag; Also Exclusive Burdett- GAS BURNERS and FURNACES 


Freeman Dealer FRANCHISE. illinois Iron & Bolt Co., Carpentersville, Ill. @ Established 1864 
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Premier... 


the galvanized sheet with 


Mangle it, give it the tor- 
ture test, the zinc holds 
tight. 





Crimp it any way you want 


—the coating stays on! 
yak —~ Pound it, stamp it, give it 
) 


ee \)\) the works, the coating — 


ae never gives up! 
Gz 4 4. ? , 
GF 
ail 
ity 
is fl 
we a, ee 


er 


- 


\ 


a 


al 


Form it, bend it, lockseam 
it,—the zinc is on to stay! 


Work it to the limits of the steel, 
try your most complicated forming on 
it... give it the toughest job in 
the shop . . . you'll find the zinc 
coating on PREMIER Galvanized 
Sheets is on to stay. 
It will not chip, flake, crack or peel. 
You can bend it, stamp it, crimp, 
lockseam, roll form, solder and weld 
any way you want... the coating stays 
right on the steel. 
PREMIER Sheets are strong, to take rough 
treatment, but ductile to form easily. The sparkling 
bright finish reflects the permanence and inner quality 
that mean good looking jobs. 
Galvanized by the most modern continuous process 
PREMIER Galvanized Sheets have the tightest zinc coating ever. 
PREMIER Sheets and Coils are available in wide range of 


gauges and widths for immediate shipment. Call today for the steel 
you need. 


cHicaco (Call HEmiock 4-5800 
miwaukee (al Hilltop 4-3092 


’ General Office and Plant: 
ETE osc w. son 5 chicogo 2, He 4-520 
STEEL COMPANY Milwaukee Division: 2475 W. Hampton Ave., Hilltop 4-3092 


ESTABLISHED 1918 REPRESENTATIVES IN PRINCIPAL MIDWESTERN CITIES 
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Build a 2-mile duct 


-.in one day! 





Save hours of time... 
do every job right 


Say goodbye to the only tedious, costly, time- 
consuming job of fabricating duct work... 
closing the seams,by using the MILWAUKEE 
“Pittsburgh-Lock” Hammer. With this power- 
ful, smooth running tool, duct work seams 
are closed at the rate of 20 feet per minute, 
or faster. Perfect working balance. Handles 
30 to 22 gauge sheet metal... straight 
runs, inside or outside radii. Saves half the 
man hours formerly required and does 


° Look 
better, neater work ...in the shop or aie 
on the job! “Tools- 


Electric" 


Ask your MILWAUKEE Distributor to 
arrange a demonstration, or write... 


Milwaukee Electric Tool Corp. 


5352 West State Street * Milwaukee, Wis. 














~ — 
Find Us Fast 
in The 
| Yellow Pages 


A8-9495 
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Gas-Fired Air Conditioner 


Mopet 450 THREE TON gas-fired, air cooled summer 
air conditioner in two sections: air cooled absorption 
refrigeration unit for outside installation, and indoor 


coil unit mounted in furnace duct system—Bryant Mfg. 





Co.. Dept. AA, 2020 Montcalm, Indianapolis, Ind. 
Outdoor unit produces chilled water which is circu- 
lated by pump through indoor coil package. No cool- 
ing tower or water supply are required. Unit can be 
adapted to all gases; conventional cast iron burners 
and controls are used. It can be combined with new 
or existing furnaces. Larger models are scheduled for 
production this year. 


Ceiling Light-Diffuser 


“Mutti-VENT TrorrerR” combination unit which pro- 
vides fluorescent lighting and low velocity air diffusion 


Pyle-National Co.. Dept. AA, 1334. N. Kostner Ave., 





Chicago 51. Ceiling fixture is designed especially for 
application in commercial and institutional buildings, 
according to the manufacturer. 


Roof Ventilators 


LINE OF pIRECT drive aluminum spun roof ventilators 
with wheel diameters from 73, to 15 in., cfm capaci- 


ties from 138 to 2950—Peerless Electric Co.. Dept. 
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a: Sse Oly & 


Is 


the missing link 
of the 
warm air industry 





—_ 
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LOST . . . until now, the opportunity for warm air 
heating contractors to compete for electric jobs in this 
rapidly expanding market. Lost, until now, to all 
latolpal=s Mm alctohicte ME (-aial<oll hmm la(-Me10] o1-1a ol <elanhvela mmol aal(-h ae 
fo] o}-Molal AN GALLAM tical olilelaPmaleialicihilcchivolamelalcMilligelivela 

. comfort in the warm air manner .. . using conven- 
tional duct systems. Until now, warm air contractors 


have been frustrated in areas using electricity. 


STANDARD MODEL 


INDOOR COMFORT 


GLASS WALL MODEL 


FOUND ... the finest development in modern perim- 
eter heating . . . Electric Thermo-Base . . . with add-on 
cooling. Now, the radiant warmth and draftless cool- 
ing for which Thermo-Base is famous may be enjoyed 
with this new “fuel”. It is both the opportunity and 
obligation of warm air people to provide genuine 
comfort in their community, with whatever fuel is 


chosen by the consumer. 


COMMERCIAL MODEL 


For COMPLETE CATALOG TB-226 address: Thermo-Base Division, Gerwin Industries, Inc., Michigan City, Indiana 











Another 


WILLIAMSON 
FIRST! 


For Heating 
and Cooling 


“~~ 


Seal- Tie 


Whatever system you install... the modern cooling system 
of today where leakage is a decisive factor... or the more ad- 
vanced systems of the future with their much higher velocity 
requirements ...Williamson SEAL-TITE is the only system 
that will meet your requirements. 


See your local Williamson source for the complete 
line of these revolutionary fittings. 
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THE WILLIAMSON CO. 3310-K-4 Madison Road, Cincinnati 9, O. 


Send me further information on: 
WILLIAMSON Seal-Tite Duct, Pipe and fittings 


() WILLIAMSON Gas, Oil & Coal Furnaces [_] WILLIAMSON AlRefrigeration 
Cooling Units 


Name 





Firm 





Address 





City a 


| 
| 
| 
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Duct, pipe and 
fittings of a 
completely different 





design than is 
available from 


any other 





manufacturer! 





What is Seal-Tite*? 


Here is just one example showing the 
unique design difference between SEAL- 
TITE and a conventional square-cornered 
fitting ... 


Exclusive 
SEAL-TITE* 
Top Take-Off 


Obsolete 
Air-Leaking 
Top Take-Off 


*Trademark, Pat. Pending 
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AA, 1401 W. Market St., Warren, O. Low silhouette 
unit is heavy gage aluminum. Aluminum wheels have 
self-limiting horsepower feature, are dynamically bal- 


anced. Permanent split-« apacitor motor is in separate 
compartment out of air stream. Bearings are per- 
manently sealed and lubricated. 


Mixing Boxes 


LINE OF HIGH velocity blending boxes which handle 
90 to 1700 cfm—Carrier Corp., Dept. AA, Carrier 
Pkwy., Syracuse 1, N. Y. Suitable for applications in 
office buildings, hospitals. schools, ete., units are 
designed for odor dilution and maintenance of relative 
humidity under changing load conditions. Standard 


accessories include ceiling diffusers. side wall grilles. 


plenums for multiple outlets and door-mounted cabi- 
nets. Sliding damper blades travel 3, in. Units are 
designed to minimize noise from high pressure air. 
Volume regulating blade is direct connected to control 
valve; venturi-shaped discharge throat, angled air 
flow, increased sound absorbing surface, baffles and 
diffuser plates are designed to mix hot and cold air 
streams quietly and thoroughly. 


Baseboard Return Air Faces 
SERIES 20 BASEBOARD return air faces in four addition- 


al sizes: 12 X 8,14 X 8, 24 X 8 and 30 8 in. 
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make more profit 
per filter sale with 

kuattie-aitre 
permanent filters! 


Features for long life service: 
Heavy gauge one piece alu- 
minum frame ... rigid metal grill 
for greater strength. 


Here are the reasons why 
you get more with Skuttle-Aire: 


because they’re permanent... built for lifetime wear. 


because they’re cleaned in a jiffy when dust and dirt particles 
gather, simply remove, clean with plain water and replace 
... that’s all there is to it. 


because they’re maintenance-free...nothing to wear or 
replace, never need oiling. 

because they’re filled with new-type filtering material ... 
multiple layers of specially woven plastic filaments with 
permanent electrostatic qualities, making it the ideal dust 
and dirt collecting agent. 


SKUTTLE-AIRE permanent filters are available in all sizes for 
furnaces, central air conditioning systems and room coolers. 


Write today for complete information on Skuttle’s quality products 
that give you more profitable sales. 


MILFORD, MICHIGAN 


IN CANADA: WAIT-SKUTTLE CO., OAKVILLE, ONT. 


DEFENSOR 504 HUMIDIFIERS PERMANENT FILTERS 





equipment developments Aluminum belt drive power assembly supports motor 
bearings and sheaves and “floats’ 
tors. Motor is enclosed, bearings are sealed. Motor- 


operated or automatic louvers are available. Unit is 


> 
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on vibration isola- 


Lima Register Co., Dept. AA, 1790 N. Cable Rd., 
Lima, O. Horizontal face louvers have 20 deg down- 
ward deflection, hiding view through face. Units are 
designed for liberal free area and to eliminate whis- 
tling and rattling caused by air motion. Metallic finish 
is electrostatically baked on, can be painted or used 
as is. 


designed for application where static pressure is 14 in. 
or less and quiet operation is required, the manufac- 
turer reports. 


Electric Water Heaters 


“ALUMIDURE” LINE of electric water heaters with 
aluminum alloy tanks with high tensile strength and 
corrosion resistance—National Steel Construction Co., 
Dept. AA, 500 Myrtle St., Seattle, Wash. Immersion 
thermostats and heating elements are removable. Each 
tank has magnesium anode. Tank insulation is 214 
in. thick with steel jacket finished with baked enamel. 
Round models have capacities of 40, 52, 66, 82 and 
100 gal; tabletop units are in 40 and 52 gal sizes. 


Propeller Ventilator 


Mopex QL belt driven propeller ventilator in 24 and 
18 in. Loren Cook Co., Dept. AA, 227 Depot 


sizes 


Air Cooled Condenser 


Mopet AL BLOWER-air cooled condenser unit with 
low silhouette for roof installation—McQuay, Inc., 
Dept. AA, 1600 Broadway, N.E., Minneapolis 13. Unit 
is in seven models with nominal capacities ranging 
, Berea, O. Fan speeds range from 219 to 690 rpm 


from 10 to 50 tons for indoor or outdoor applications. 
to move air at 2960 to 18,570 cfm. 


Aluminum construc- Fan is forwardly curved centrifugal type with large 


outlet housings. Sixteen unit arrangements and six 


CLASS "A" CHIMNEYS FOR THE SMALL BUILDING FIELD 


tion cuts roof load, facilitates lifting and installation. 





dak 
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IT’S LOGICAL for heating and sheet 
metal contractors to install VITROLINER 
Prefabricated Chimneys. The furnace, 
ductwork and chimney can be installed 
in new homes at the same time. 


by distributors stock a full line of aie 
Chimneys in 6", 7", 8, 10” and 12” diameters. 


VITROLINER Chimneys are nationally adver- 
tised, known and accepted as the leader in 
quality and performance. They are listed by 


IT’S LOGICAL to capitalize on this additional Underwriters’ Laboratories for use with all fuels 


and expanding business, especially when the 
VITROLINER Chimney is made of steel insulated 
with lightweight Fyrex. 





VITROLINER Chimneys are easy to handle, 
completely packaged for fast assembly in min- 
utes. The all metal housings assure no 
breakage on the job or in transit. Near- 


in homes and commercial buildings. 


Write today for full information on these easy 
to sell and install prefabricated chimneys. 


For a fast quotation, mail us the “‘X" and “Y" 


Dimensions, Flu Diameter and Quantity Wanted. 


ENGINEERING CORPORATION 


DIAMETER 





HEATING. 
. PLANT 


yA CONDENSATION 


3511 W. POTOMAC AVE., CHICAGO 51. ILL 
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SELL THE TOP QUALITY= 
TOP PROFIT LINE! 


GAS HEATING(UNITS 


rt 


>} 


f 





asa. 








UPSHOT & INSHOT GORDONAIR 
GAS BURNERS GAS FURNACES 


These easy-to-sell conversion burners are unsur- Here is a furnace line, researched and engineered 


passed in efficiency, economy and dependability. to fully utilize all the benefits of the patented 
They feature the famous “Spreader-Flame”’ Roberts-Gordon “Spreader-Flame” principle. 
principle that built the pioneer Roberts-Gordon The stainless steel Heat Economizer further 
reputation. Only the Roberts-Gordon burner, increases heating efficiency. Every inch of heat 


with its patented Secondary Air Seal, offers com- transfer surface is used more effectively. Lo-Boy 


plete combustion air control assuring maximum and Hi-Boy models are styled in clean, modern 
efficiency. Exclusive easy-to-set “Iris Orifice” lines. Designed for easy installation and fast, 


regulates exact flow of gas required. Unique quiet, comfortable heating. Available in a com- 
Telescoping Mixer assures quick installation. plete range of sizes to suit every home need. 


45,000 to 900,000 BTU input. 80,000 to 160,000 BTU input. 


ROBERTS-GORDON GIVES YOU MORE TO SELL—MORE TO HELP YOU SELL ! 


Get the Benefits of the Roberts-Gordon Localized Sales Plan! It’s a dynamic program 


to help you reap the most profits from the customers and prospects in your own 
front yard! 
WRITE FOR FULL DETAILS TODAY! 


ROBERTS-GORDON APPLIANCE CORP. 


44 CENTRAL AVENUE @ Dept. AA @ BUFFALO 6, NEW YORK 
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OLD ONLY THROUGH JOBBERS AND DISTRIBUTORS 
Agents Ce on Jobbe 


CAIN MANUFACTURING co. 


1111 North Sth Avenwe Phon FA 2-0354 Birmingham, Alabama , 


Top Your Competition with 


ak] METLMASTR 








e 
Piercing Machine 


The one 

low-cost machine 
that eliminates dies 
and gives you 
complete versatility 
in these operations: 


* 
SQUARE and CIRCULAR 
HOLE CUTTING 
© 
CONTOUR and AV AILABLE 
SLOT CUTTING IN 


7 THREE MODELS 
HOLE PIERCING 
and NIBBLING Write today for 

+. 


complete information on the METLMASTR 


LENNOX 


TOOL and MACHINE 
BUILDERS 
655 N. Baxter Street © Lima, Ohio 


Lennox-Tru Edge METLMASTR 
Lennox-Demco Sensitive Drilling Machines 





LMI 
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fan discharge arrangements for indoor or outdoor ap- 
plications are available. With optional equipment, unit 
can be used for ventilating. 


Air-to-Air Heat Pumps 


Mopets PA22H, PA30H anp PA4OH air source heat 
pumps which deliver 22,000 Btu heating and 22,000 
Btuh cooling; 27.000 Btu heating, 30,000 Btu cooling; 
and 38,000 Btu heating, 40,000 Btu cooling, respec- 


tively—Addison Products Co., Dept. AA, Addison, 
Vich. Supplemental heating packages in 8, 12 and 16 
kw sizes delivering 25,000, 37,000 and 50,000 Btu, 
respectively, are also available. Package attaches di- 
rectly to discharge side of reverse cycle unit. Also 
available is accessory return air grille and directional 
discharge plenum. Supplementary heating unit actu- 
ates automatically as needed, 


Removable-Core Grilles 


LINE OF GRILLES featuring removable cores and separa- 
ble frames, with undiminished free area—Waterloo 
Register Co., Inc., Dept. AA, P. O. Box 72, Waterloo, 


TEEEE 
- a 
ae 


la. Units occupy same space as firm’s conventional 
models, Grille core is removed without disturbing outer 
frame. Separable frame has tapered edges, does not 
protrude beyond wall. When multi-shutter or opposed- 
blade damper is attached to grille face, it moves freely 


without disturbing frame. Frame is extruded alumi- 
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num. Removable core is adaptable to all supply and 
return grilles or registers in Waterloo line. 


Thread-Cutting Screws 


Types F, B-F anp L thread cutting screws for applica- 
tion in any material—Parker-Kalon Div., General 
American Transportation Corp., Dept. AA, Clifton, 


\. J. Improved units have sharper cutting edges and 
five deep flutes of continuous depth. Type F cuts 
machine screw thread as it is turned in. “Pentap” type 
B-F has coarse pitch, widely spaced threads, designed 
to distribute cutting pressure evenly, let chips drop 
to bottom of hole. Type L is combination thread-cut- 


ting and thread-forming screw. 


Hand Operated Shear 


“D1-AcRO” MODEL 36 hand operated 36 in. shear with 
inclined ram featuring improved combination eccen- 
tric-leverage operation—O’Neil-Irwin Mfg. Co., Dept. 
4A, 501 Eighth Ave., Lake City, Minn. Shear blades 
may be set at angle so only blade edge is in contact 
with material, reducing shearing pressure. Mild steel 
to 16 ga can be cut across 36 in. width. Ram eccentrics 
are mounted back from centerline to hold ram against 
ram guides; downward and backward pull keeps ram 
housing against guides for accurate cutting. Microm- 
eter-operated back gage dial is graduated in 0.001 
in. increments. Ribbed bed casting is one piece; ram 
and housings are steel plate; ram guides are hardened 
and ground. Blade straightener eliminates shimming 
and supports blade. 


Lowboy Furnaces 


“WINTER WEATHERMAKER” lowboy furnaces designed 
to accommodate add-on cooling and featuring ceramic 
coated heat exchangers—Carrier Corp., Dept. AA, Car- 
rier Parkway, Syracuse 1, N. Y. Units are in six sizes 
ranging from 75,000 to 200,000 Btu inputs. Blowers 
and motors are sized for summer air conditioning. 
Units are available for natural, mixed, manufactured 
or LP gases. Furnaces are especially designed for low 
headroom application. 
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Contractors 
Report 
Savings 
up to 40% 


Use Miracle NP3S9 
fo seal spirat 
conduit and fittings 
Efficiently and 
Economically 


Miracle NP555 is a specially formulated duct sealer 
with excellent aging properties, resulting from use of 
non-oxidizing raw materials. NP555 has been custom 
made to effect substantial economies for you—savings 
of up to 40% have been reported from many sheet 
metal contractors who have used this sealer! 


NP555 Duct Sealer has excellent shelf life, and rarely 
has to be thinned. It’s a pleasure to work with NP555 
because of the mild solvents it contains. NP555 Duct 
Sealer creates a tenacious bond to metal, and provides a 
sure permanent seal around seams. Use NP555 between 
all sections of spiral conduits and fittings — between 
risers and run-outs — between run-outs and air condi- 
tion!ag units. 


ON REQUEST: Send today for additional information! 


MIRACLE ADHESIVES 
CORPORATION 


250 Pettit Avenue, Bellmore, L. I., N.Y. 
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XXtw CENTURY 


HEATING & VENTILATING CO. 


96 IRA AVE. 
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Since 1894 


AKRON, OHIO | 


new literature... 





Fan and Limit Controls 


Form No. R-1630 (four pages) describes and illus- 
trates “Hydraulic-Action,” ‘“Customline Ace” and 
“Customline Deuce” fan and limit controls for fur- 
naces. Text describes features and outlines operation 
and mounting of each model. Also included is applica- 
tion information—W hite-Rodgers Co., Dept. AA, 1209 
Cass Ave., St. Louis 6. 


Woven Wire Mesh 


BOOKLET LISTS STOCK sizEs of wire mesh for strainers, 
filters and bird screens. Mesh is available in steel, 
galvanized, stainless steel, copper, aluminum, nickel 
and various other metals—Gehret Co., Inc., Dept. AA, 
11th St. and Ridge Ave., Philadelphia 23. 


Motor Selection 


MOTOR APPLICATION GUIDE (Form 270 A, 16 pages) 
describes nine major factors in motor selection. Charts 
on polyphase, single phase and direct current motors 
describe typical motor driven equipment, show starting 
and running torques for such equipment, load charac- 
teristics, and type of motor to use. Speeds, capacities, 
performance data and mounting specifications are 
given for motors available for use with various types 
of equipment—Century Electric Co., Dept. AA, 18th 
& Pine Sts., St. Louis 3. 


Building Insulations 


How INSULATION REDUCES FUEL costs and keeps 
homes warmer in winter and cooler in summer is 
explained in an eight page, illustrated booklet. Infor- 
mation is included on kraft paper, foil faced, foil en- 
closed, pouring wool, blowing wool, and perimeter 
types of insulation. Selection chart explains uses and 
lists nominal thicknesses, widths and packaging. Illus- 
trations show typical applications—Owens-Corning Fi- 
berglas Corp., Dept. 690-AA, National Bank Bldg., 
Toledo 1. 


Starting a Small Business 


“STARTING AND MANAGING a Small Business of Your 
Own” (40 cents) is the first in a new series of book- 
lets which will discuss problems and advantages in 
starting and operating a business. Chapters in the 
initial volume include: Buying a Going Business, Man- 
aging Your Business, Looking Into Special Require- 
ments, Check List for Starting a Business, and Keep- 
ing Up to Date. Discussed are where to locate, how 
much capital is needed and where to get the money, 
what a small businessman should know about buying 
and pricing, laws and regulations a business will be 
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new literature specifications. selection information and prices. Photo- 
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sraphs show the hose as used in a variety of applica- 
tions—The Flexaust Co., Dept. AA, 100 Park Ave.. 
subjected to, and types of insurance and taxes—Super- New York 17 

intendent of Documents, Government Printing Office. 

Washington 25, D.C. 


High Velocity Filters 


. P BULLETIN 258 A (16 pages) describes high velocity 
Portable Electric Drills mee Hey eh be sale 

Electro-Cell” electrostatic air filters. Filter is com- 
DATA SHEET describes a portable electric drill designed 


pact in design. power consumption is low, and main- 
to drill diameters up to 14 in. in steel. New model is 


tenance completely automatic, the company states. Bul- 
compact in size, weighs 714 lb. According to the com- letin gives specifications, shipping weights, capacities 
and dimensions——American Air Filter Co.. Ine., Dept. 
models. Also described is a 3 Ib drill for drilling up PD. AA. 215 Central Ave.. Louisville 8. 

to 14 in. diameters in steel—Black & Decker Mfg. Co.. 

Dept. AA, Pennsylvania Ave.. Towson 4, Md. 


pany it has a 62 percent power increase ove previous 


Residential Humidification 


CHART PRESENTS A SIMPLIFIED METHOD for calculating 
Temperature Controls at a abe Aa ' 
the demand load for residential humidification— The 


THE OPERATION of “Thermoswitch” temperature con- Herrmidifier Co.. Dept. AA, Box 145, Neffsville, Pa. 


trols is described in bulletin MC-177 (eight pages). 
Included are specifications. dimensional data and P ' 
ordering information—Fenwal Inc., Dept. AA, Pleas- Vibration Control 


ant St.. Ashland, Mass. ENGINEERING DATA FOLDER gives recommendations for 


types. densities and thicknesses of “Unisorb” vibration 
‘ isolating pads to use with various types of machines. 
Hose for Air Handling, Fume Control . * 
According to the company. use of the pads reduces 
FLEXIBLE HOSE for use in air handling and fume con transmitted vibration 


up to 85 percent; eliminates 
trol is described in bulletins 83 and 84. Tables give 


damage to floors: reduces noise level: and often per- 


=Cincinnati Elbows 
really get around 


For the right angle on the right connector, specify 
Cincinnati Elbows. Precision shaped and tapered 
on fully automatic machinery for positive uni- 
formity, Cincinnati Elbows slip together effortless- 
ly for a sure, tight fit. Once installed, they look 
better and last longer, because they’re hot-dipped 
after formation for a smooth, rust-resistant finish. 
So, next time, don’t take chances. Order easy- 
fitting Cincinnati Elbows. Available in all sizes, 
angles and gauges in copper, aluminum, stainless 
or galvanized steel. Ask your jobber today. 








CINCINNATI ELBOW CO. | 


4730 Madison Road e Cincinnati 27, Ohio 
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AIR-EASE 
Oil Fired Unit 
with Side Panel Removed 


The smooth flowing ‘round to square’ transition of 
the body of the heat exchanger, combined with the 
streamlined design of the radiator, permit the easy 
flow of air through AIR-EASE Units. 

To operate AIR-EASE Units at high static pressures 
for cooling, it is only necessary to change the motor 
and pulley. The standard blower has sufficient capacity 
for cooling performance. 

The fiber glass insulation is securely held flat 
against the side panels by bars that extend the full 
width of the casing panels. Easy flow of air and quiet 
operation are assured with an AIR-EASE. 


WRITE FOR 


j of nearest 
Information lB 


and name distributor 


THE JOHNSON FURNACE COMPANY 
2129 WEST 117th STREET, CLEVELAND 11, OHIO 


new literature 
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mits machinery to be speeded up, resulting in greater 
production—The Felters Co., Unisorb Div., Dept. AA, 
210 South St., Boston. 


Cooling Towers 


Series S anp K steel and redwood or all-steel natural 
draft cooling towers are described in bulletin 56-902. 
A new concept in assembly makes it possible for two 
men to erect the towers in 20 minutes, the company 


states. Also available is bulletin 55-902 covering series 


V vertical induced draft cooling tower with centrifugal 


fan. This unit is shipped completely assembled, can 
be installed either on the outside or inside of a build- 
ing—J. F. Pritchard & Co. of California, Dept. AA, 
1625 Roanoke Pkwy., Kansas City 12, Mo. 


Adjustable Heating-Cooling Diffusers 


PERIMETER DIFFUSERS adjustable for either heating 
or cooling requirements are described in bulletin PD- 
1-58 (four pages). Diagrams show how the switch 
is made from heating to cooling, also illustrate built-in 
damper feature. Engineering and selection data is 
given for two models designed to fit any baseboard 
application—Titus Mfg. Corp., Dept. AA, Box 810, 
Highway 20 West, Waterloo, lowa. 


Aluminum Mill Products 


ALUMINUM MILL PRODUCTS BROCHURE gives complete 
specifications for various alloys and forms of alumi- 
num available from the company. Included are alloy 
and temper designations, fatigue and shearing 
strengths, and a list of alloys available in sheet and 
plate, rod and bar, tubing and pipe, and extruded and 
structural shapes. Fabricating and finishing techniques 
are summarized—Reynolds Metals Co., Dept. PRD-1, 
44, Box 2346, Richmond, Va. 


Gas Analyzers 


ILLUSTRATED BROCHURE (12 pages) describes the Or- 
sat method of measuring gases. Specifications are 
given for more than 85 different models of gas analy- 
zers. Ask for publication 55-668-27—The Hays Corp., 
Dept. AA, Michigan City, Ind. 


Metal Gas Vents 


METAL Gas VENTS, available in both round and oval 
types and in sizes designed to meet all architectural 
requirements, are described in bulletin MGS-34 (16 
pages). Photographs show construction features and 
diagrams illustrate typical installations. Included are 
specifications, ordering information and selection tables 

Van-Packer Co., Div. of The Flintkote Co., Dept. 
AA, 1232 McKinley Ave., Chicago Heights, Ill. 
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Air Conditioning Vibration Control 


“VIBRATION ContRoL for Air Conditioning” presents 
data on control of noise and vibration transmission 
through the use of proper mounting equipment. In- 
cluded is a selection guide cross indexed according to 
type of air conditioning equipment and its location 
in critical or non-critical areas. Engineering data on 
such subjects as recommended minimum vibration 
isolation efficiencies and theoretical material isolation 
efficiencies based on rpm is also charted—Vibration 
Mountings, Inc., Dept. AA, 98-15 50th Ave., Corona 
68, N.Y. 


Portable Pneumatic Grinders 


PNEUMATIC DIE GRINDERS for filing. grinding, cutting 
and polishing operations are described in catalog PT- 
58 (12 pages). Data is given on four models, two with 
speeds of 60,000 rpm and two with capacities of 40.- 
000 rpm. Also described are horizontal grinders, avail- 
able in various sizes and models with speeds from 3100 
to 12,000 rpm. Six basic models are illustrated. Selec- 
tion tables are provided for 4, 6 and 8 in. heavy duty 
models and for 8 in. extra-heavy duty models—Thomas 
C. Wilson, Inc., Dept. AA, 21-11 44th 
Island City 1, N. Y. 


fve., Long 


Corrosion Resistant Plastic Tanks 


PLASTIC TANKS FOR CORROSIVE SOLUTIONS are illus- 
trated and described in a two page data sheet. Three 
standard designs are offered for immediate delivery 


ce 


round, 55 gal capacity; square (18 X 18 18 in.). 

20 in. 
deep), 20 gal capacity. Other shapes and sizes can be 
produced to specification—American Agile 


Dept. 4A, P.O. Box 168. Bedford, 0. 


25 gal capacity; and rectangular (20 * 12 


Corp.. 


Aluminum Soldering 


REFERENCE BOOKLET (24 pages) describes hot plate. 
dip, furnace, friction, glass fiber brush, and ultrasonic 
methods of soldering aluminum. Text is clarified by 
diagrammatic illustrations. Included is information on 
types and properties of aluminum solders as well as 
data on corrosion resistance of soldered joints 
Reynolds Metals Co.. Dept. PRD-6, AA, Box 2346. 
Richmond 18. Va. 


Gutters and Downspouts 


“How to Care ror Gutters and Downspouts.” de- 
signed for consumer distribution. explains to the home 
owner why it is important that gutters and downspouts 
be installed by an experienced sheet metal contractor 
Roof Drainage Manufacturers Institute, Dept. AA, 22 
W. Monroe St.. Chicago 3. 








In the New York market {, 


. . . Where price is 


an important factor .. . 
and rigid building 
codes exist... 

Empire Ventilators 
outsell all others. 





Empire Ventilation Equipt. Co. 


Sold thru 
leading 
wholesalers. 
See your 
jobber. 


35-39 Vernon Boulevard 
Long Island City 6, N. Y. 
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MEMBERS OF THE NU-WAY and 


teams met recently with officers of the two firms to dis- 


Sundstrand sales 


cuss sales plans for the year ahead 


> INTRODUCTION OF TWO NEW GAS BURNERS and a 
new oil burner highlighted the recent three day sales 
conference held by The Nu-Way Corp. and Sund- 
strand Engineering Co. John W. Olson, vice president 
and sales manager, and Charles Reichelderfer, director 
of engineering and production for the firms, conducted 
the product review. The program included sessions 
covering such topics as product revisions, new  prod- 
ucts being planned, sales and pricing policies, and ad- 


vertising plans. 


Mere. Co. 


conference for sales managers and field salesmen. Ben 


> SOUTHWEST recently held a_ three-day 


Church. general sales manager. introduced the firm’s 


new line of residential heating and air conditioning 
products. Roy C. Hauck, president, outlined the com- 
pany’s growth over the past several years, and pre- 
dicted that 1959 would be the best year in its history. 
He emphasized that “value rather than price is im- 
portant” and stated that the company will maintain its 
competitive position in the years ahead “but never by 


sacrificing quality and service-free performance. 


>» A $775,000 EXPANSION PROGRAM to increase Armco 
Steel Corp.’s stainless steel output began last month at 
the company’s Baltimore works. The program provides 
for the installation of two new double ingot heating 


furnaces and three heat treating furnaces. 


> R. 


named “top representative” in the recent sales contest 


WeENDELL FraNKS, Michigan City, Ind., was 


conducted by the Duro Dyne Corp. For his outstand- 
ing sales work, Mr. Franks was presented with an 
Motors stock. “Go 
is the theme of the 


award of 25 shares of General 
Places in °59 with Duro Dyne” 
company’s current sales contest. Prizes range from an 
expense-paid two week Caribbean cruise to hundreds 


of other trips and travel items. 


> Wuire-Ropcers Co. has created a product plan- 
ning division. Among the duties of the new division 


will be research and study of possible future products, 


Pro d U et ion B en d in C] for duct sections and long, light-gauge work 
CHICAGO SPEED-BENDER 


e 8 feet of 24-gauge or 5 feet of 
20-gauge galvanized steel 


e Adjustable front gauges; 
disappearing pin gauges for bending 
from notches; and spring-loaded 
gauge pins to make \ -inch edge for 
Pittsburgh lock 


e Hydraulic operation 
e Foot-switch control 


e Two-position foot switch 
can be supplied for 90° bends 
and for shallow bends as in 
cross-braking 


Full particulars upon request 


DREIS & KRUMP MANUFACTURING CO. 


Press Brakes * Press Brake Dies «+ 


7404 South Loomis Boulevard + 


Straight-Side-Type Presses 


Bending Brakes «+ 


Chicago 36, Illinois 


8626 


Special Metal-Forming Machines 
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and determining the sales potential and marketability 
of new products. Robert N. Weber. formerly manager 


of the St. Louis sales region, heads the new operation. 





— « m 


FURNISHINGS in Harrington & King Perforating Co.’s 
newly remodeled reception room are all designed to dis- | 


inmaaiaie 
Spite 0) 

LONE-A-'('XC 

play the versatility, beauty and utility of perforated 

metals 


> THe Harrincron & Kine Perforating Co. uses the DAMPER 


newly remodeled lobby of its headquarters building in 


Chicago as a display room for products made of per Set the 


forated materials. Table. lighting fixtures and chairs 


show various patterns that can be achieved with pet temperature 
forated metal. On the wall is a black-lighted display 


panel that serves as a show case for newly introduced | you want in 
patterns. } every ROOM * 2s « 


Zone-A-Trol ... Now let you Sell 
and Install ‘What Every One Wants 
Most In a Heating System” ... One 
that provides MAXIMUM Heating 
COMFORT with MINIMUM Fuel 
COST. 
With COMFORT CONTROL by Zone- 
A-Trol, Living Rooms, Bedrooms, 
Kitchens, and Bathrooms, may each 
be provided with their own thermo- 
statically controlled heating system, 
and the temperature in each room 
may be maintained, raised or low- 
ered to suit each occupants require- 
ments for comfort at any hour of 
the day or night. 
A thermostat in each room or zone, 
operates a corresponding Zone-A- 
Trol “Air Flo’’ Damper installed in 
the heat supply duct, and automatic 
ally controls the flow of heat to 
WATCHING THE OPERATION of this newest addi- each room: By the damper action 
; h ae eran : allowing the heat to flow only 
tion to the York Div.'s facilities are (1 to r) David A. oie ts ae... “ees 
Schrom, plant superintendent; Robert E. Cassatt, gen- needed ... Zone-A-Trol saves on 
eral sales manager, packaged products; and Harry Seville, fuel . . . eliminates the problems of 
superintendent of assembly “ty that are hard to heat, or over 
eat, ... and Insures Complete 
Comfort in Every Room. 
Effecting fuel savings that average 
20 to 40 per cent, Zone-A-Trol quick- 
installed an overhead conveyor system at its Grantley ly pays for itself, and guarantees a 
“Lifetime of Comfortable Living with 
Lower Fuel Cost.”’ 


>» THe York Div.. Borg-Warner Corp. has recently 


Road plant. 




















costs but 
$27 25 
per room 


(cost of Zone-A-Trol 
with thermostat) 








ZONE-A- RO) ', 
AIR-Ffo DAMPER 
automatically 

controls the flow of 
heat to each ROOM... 


Zone-A-Trol “Air Flo’’ Dampers are 
low voltage operated motorized 
dampers that may be installed in 
any shape or size of air ducts to 
automatically control the flow of 
heat to each room or zone. 

Each damper is individually con 
trolled by a corresponding three wire 
thermostat located in its correspond 
ing zone. 

Operating on low voltage, no BX 
cable is required. Dampers are wired 
in series and connected to the fur 
nace controls to supply heat when 
ever one or more thermostats call 
for heat. 


SEND TODAY FOR COMPLETE INFORMATION 


COMFORT 


> THE ANNUAL SALES CONFERENCE of McQuay-Norris Pourpnni .. a. ee 
; . ‘ , b 
Mfe. Co. was held recently at the firm’s home offices in CONTROL d 


ECONO PRODUCTS COMPANY, Division of Viking Instruments 


East Haddam. Connecticut 





Nothing but the best... 








WESTERN 
ROTARY 
ROOF 


- WENTILATORS 


Lifetime Guaranteed 
BEARINGS 








] 
2 
3 
4 
5 
6 
7 
8 


“Backward curved blower wheel” type mechanism 
assures high, constant exhaust capacity. 


No backdraft, ever. 


Unique factory lubricated sealed bearings are 
specially designed for positioning load, 
countering wind pressure, assuring stability. 


Locked-on rotor, yet removable without special tools. 


Exclusive Western corrugated vane increases rigidity. 


Low, functional type adds beauty. 


Aluminum, copper, or stainless steel 
construction available. 


Baked enamel paint coating for beauty and long life. 


Other type ventilators include: 


@ Stationary @ Vertical exhaust 


@ Directional @ Axial roof 


@ Continuous ridge @ Unit ventilators 


Write for catalog and name of nearest representative. 


28 ENGINEERING 
\ ; WESTERN AND MFG. CO. 


4108 Glencoe Avenue, Venice, California 
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(Continued ) 





St. Louis. New product lines were introduced and sales 
and advertising plans for 1959 were covered in detail. 
J. C. Taschler, manager of industrial sales, conducted 
the three day session. 


pe et 

PANEL FACES go through the screening opera- 
tion. These panels feature a new all-over triangle 
design in light and dark blue 


> NEW DESIGN PORCELAIN ENAMEL architectural 
panels have recently been produced by Ingram-Rich- 
ardson Mfg. Co. for installation at the Highland Subur- 
ban Junior High School, Chippewa Township, Pa. Used 
as spandrels under windows, the panels are composed 
of these elements: face of 16 gage porcelain enameled 
steel, core of 114 in. glass fiber insulation, and an 18 
gage steel back pan. 

The company has recently been awarded a contract 
calling for over 7500 porcelain enameled panels for 
installation on the 26 story Kroger building being 
erected in Cincinnati. This is believed to be the largest 
number of porcelain enameled panels for any project 
to date. 


> ARKLA AiR ConpiITIONING Corp. is conducting a 
series of five-day gas air conditioner maintenance and 
service schools at its factory in Evansville, Ind. Four 
schools have already been held and others are sched- 
uled for the following dates: May 11-15; June 15-19: 
July 13-17; August 10-14; September 14-18; October 
5-9; November 2-6; and December 7-11. Application 
engineering and sales classes will be held at the firm’s 
national sales offices in Little Rock, Ark. on May 18 


«)- 
22; June 8-12; November 9-13; and December 7-11. 


> Carrier Corp. is offering college scholarships as 
a means of stimulating sales of room air conditioners. 
Russell Gray, vice president and general manager of 
the Unitary Equipment Div., says the awards, totaling 
$20,000, will be presented to winners of a consume 


essay contest “Salute to Tomorrow.” A $5000 scholar- 
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ship will be awarded to winners in each of the com- Program. Principals are Harry W. Quade, president, 
pany’s four regions. No purchase is required. The par- and James L. Quade, secretary-treasurer, great neph- 
ticipants must complete the statement, “I want my 


ews of Wm. Schupp who founded the firm in 1887. 
child to go to college because . 


> in 100 words or 
less. Contest blanks will be available from all Carriet 
dealer-contractors handling the company’s room air 
conditioner line. 


+ TURNER Corp. is the new corporate name recently 
adopted by the Turner Brass Works. Reason for the 
change, according to Harold V. Engh, president, is a 
product diversification and marketing modernization 
program which obsoletes the original name. 


>» CommerciAL Aik Conpirtioninc. Ive. recently 
completed a $150,000 plant at 811 Park Ave.. Minne- 
apolis. The 14.000 sq ft building accommodates the 


firm’s sheet metal fabricating facilities as well as engi- SIX DUST COLLECTORS combine to make this giant 


neering and sales offices. Multiple level construction unit recently shipped to Youngstown Sheet and Tube Co. 


was employed to provide efficient production, material 
handling and storage facilities. In recent years, the > A HUGE 


“SIX-IN-ONE dust collector was recently 
firm has completed many large air conditioning in- 


produced by the American-Standard Industrial Divi- 
stallations in the area—in the Prudential building. sion for 


Dayton’s department store, the Minneapolis Star Trib- 
une building. the Public Health Center. First Federal 
Savings & Loan building. the Southdale Medical Cen- 


ter. and the Swedish hospital. At present, the company 


the Youngstown Sheet and Tube Co. The 
new collector is designed to collect dust from an iron 
ore sintering machine. Six type “D” dust collectors 
were combined to make the unit. which was designed 


to meet existing space requirements and to tie in with 
is installing the air conditioning and ventilation for 


other equipment in the collection system. It is rated 
the Dayton-Radisson Ramp Building and Remodeling 
> | 


to handle a gas volume of 375.000 cfm at 300 F, 


PNY Fl i fe) a mej al] oy 


, ee 


_mean easy cutting, Large, hardened pivot 


bi sn DIAMOND TOOL ad //0/¢Sh0o (7, 


DULUTH - MINNESOTA Est 


TORONTO -CANADA 
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With the “Buffalo’’ Universal 


iron Worker You're investing in 


EXTRA PROFITS! 


No longer need you lose profits on time consuming fabrication 
jobs like those above because you lack adequate equipment. 
And you don’t need to buy a whole battery of machines to do 
this wide variety of jobs. With just one machine—the “Buffalo” 
Universal Iron Worker—you can do them all in your own shop 
..at a real profit. Extra profits are yours by utilizing this ver- 
satile machine to do this type of work for many other shops 


in your area. 
The “Buffalo” Universal lron Worker performs these jobs on: 
e Flats ¢ Bars ¢ Channels 


e Angles ¢ Tees ¢ Performs 


Two Operations at Once! 


Welded steel plate box frame, heavy shafts, bearings, bolsters, 
plungers and central oiling system guarantee a long dependable 


life with minimum maintenance. 


Ask your nearby “Buffalo” machine tool dealer how you can 
boost profits with the “Buffalo” Universal Iron Worker. Phone 


him today, or write for Bulletin 360-H. 


LEiI"A 


BUFFALO FORGE COMPANY 

205 Mortimer Street Buffalo, N. Y. 

Canadian Blower & Forge Co., Ltd., Kitchener, Ont. 
DRILLING PUNCHING 


SHEARING BENDING 


162 
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SALES PERSONNEL from all parts of the U.S. and 
Canada took part in the recent sales conference held by 
Penn Controls, Inc. 


>» Penn Conrtrors, INc., recently held a week-long 
sales conference at its Goshen, Ind., plant. Sessions 
were devoted to sales plans, techniques and objectives. 
markets, products and procedures. The meeting was 
under the direction of H. M. Carnahan, director of 


sales. 


> THe Permactas Div., A. O. Smith Corp., recently 
conducted two special sales seminars for salesmen. 
district managers and supervisors. Objectives of the 
seminars, according to W. T. Halket. director of mar- 
keting for the division. were to: 1) Provide full data 
covering the division's 1959 product lines; 2) Outline 
1959 sales goals and establish realistic quotas: 3) 
Supply advance information on research and develop 
ment programs; 1) Give complete breakdowns and 
explanations on credit, compensation, insurance, legal 
responsibilities, margins and markups. financial con- 
trol and marketing techniques. Mr. Halket said the 
week-long seminars were “keyed to equip our salesmen 
and district managers with all the tools they will need 
to make this a successful sales year.” 

The division has recently completed a $5 million 
expansion and modernization program which included 
the construction of a $550.000 office addition. a $115.- 
O00 warehouse. and a $105,000 research and_ test 
facility. 


> TWweENTy-six GRADUATES of U.S. and Canadian col- 
leges and universities have just completed The Trane 
Co.’s specialized post-graduate engineering course, de- 
signed to bridge the gap between scholastic knowledge 
and specialized information required for assignment 
in the field. After completing the course, the engineers 
receive six additional months of advanced instruction 
in the form of on-the-job training at one of the firm’s 
sales offices. 

For the third consecutive year, the company is offer- 
ing several $500 two-year pre-engineering scholarships 
to graduating high school seniors in the La Crosse 
area. The scholarship program was initiated to encour- 
age young men to choose engineering technician ca 


reers, 
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LITTLE GIANT CONDENSATE UNITS... 


designed to fit any Air-Conditioning 
or Mechanical Refrigeration Unit! 


Small and compact, this little Giant conden- 
sate unit is the most economical on the 
market. Superior design and quality make it 
the one most preferred by air-conditioning 
manufacturers and distributors. Solve your 
condensate problems by installing a Little 
Giant Condensate unit. 
\ RS: Write for information about our shallow 
Cat. Nos. 2-C, 7 FH pan condensate units, designed especially 
3-€20, 3-C25, j ? , for installations where minimum height is 
4-C28 , VA important. 


ole 
PUMP / \, CO. 1 — . 


P.O. BOX 7025 
OKLAHOMA CITY, OKLA. 











— 


7 





New Home of Little Giant Pump Co. * Triple Production Capacity To Meet Increasing Demand 


you can be sure of quality... craftsmanship with 


Hellaive REGISTERS and GRILLES 


AGITAIR registers and grilles are available in a wide 











range of sizes and styles to meet every requirement of 
the architect and designer. 














Available in all aluminum, stainless steel, bronze, 
brass, standard steel and plated finishes. Finish thor- SIGHT TIGHT GRILLES Pa ae 
oughly baked on hard. Will not chip. When you specify — 2 H 


PLAIN LATTICE GRILLES 


these AGITAIR units, you are specifying quality items. 
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Ask your AGITAIR repre- 
sentative for your copy of 
this 32 page catalog or 
write to Air Devices Inc. 
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REGISTERS 


185 MADISON AVE. e NEW YORK 16, N. Y. 
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wholesaler doings... 





BLOWER-FILTER UNIT used in conjunction with 

electric baseboard system is demonstrated by Lou 

Reining, manufacturer's representative for The Brun- 
SMOKE TEST on Thermo-Base section by Roger dage Co. From left are: Hank Dinsmore; Mr. Rein- 
McKee, Gerwin Industries, Inc. (left) draws interest ing; Tom Lipsey, G. W. Berkheimer Co., Inc.; and 
of Hank Dinsmore (center) and George Primich, G. Jerry Jellema, Jellema Sheet Metal, Midlothian, IIl. 
W. Berkheimer Co., Inc 


Primich, Berkheimer sales manager, emceed the pro- 
* APPROXIMATELY 70 dealer-contractors from the 
south Chicago area attended a dinner meeting spon- principles of electric heating before turning the pro- 
sored by G. W. Berkheimer Co., Inc., wholesalers, at gram over to Roger McKee, sales engineer, Thermo- 
the Parise Restaurant in Chicago to see demonstrations Base 


gram, acquainting the guests with the progress and 


division. 
of the baseboard electric heating system introduced Mr. McKee. Peter Lally. Commonwealth Edison 


by Thermo-Base Div.. Gerwin Industries. Inc. George Co.. and Vie Vogel. Vogel & Associates, described the 


DIECKMANN ONE PIECE CONDUCTOR 
ELBOWS AND SHOES 


SQUARE CORRUGATED ELBOWS AND SHOES, STYLE "A" (ORDINARY CURVE) This Emb! f ij 
No. 000 - 10° No.00 - 20° No.0-30° No.1-45° No.2-60° No.3-75° No.4-90° No.3 -75° SHOE is Emblem of Quality and Gauge 


of Material is Stamped in each 
lj y J } Elbow and Shoe. 
TRADE Sf Dieckmann, MARK 


SQUARE CORRUGATED ELBOWS AND SHOES, STYLE ‘B’ (SIDE CURVE) 
Nc.000 - 10° No.00 - 20° No.0-30° No.1 -45° No.2-60° No.3-75° No.4-90° No.3 - 75° SHOE 


_ 
i Our complete line is available in 

28, 26, 24 Gauge Galvanized 

Steel, Copper Bearing Steel, 


Armco Ingot Iron, all Hot-Dipped— 
ROUND CORRUGATED ELBOWS AND SHOES 


Galvanized after formation. Stain- 
No.000 - 10° No.00 - 20° No.0- 30° No.1-45° No.2-60° No.3-75° No No.3 - 75° SHOE 


less Steel, 1X 40# Terne, Copper, 
Lead Coated Copper, Zinc, Alumi- 
num, Mill or Embossed Finish. 
Bonderized-Galvanized Elbows and 


Shoes, ready for painting. ORDER 
PLAIN ROUND ELBOWS AND SHOES 
No. 000 - 10° No.00- 20° No.0-30° No.1-45° No.2-60° No.3-75° No No.3-7s°sHoe ANGLE BY NUMBER OR DEGREE. 


FREE Wall Chart—lllustrated 
21” x 27” describes complete line 
... write for Your Copy. 


THE FERDINAND DIECKMANN CO. 


1300 HARRISON AVENUE CINCINNATI 22, OHIO 
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There are many ways 
to save time on a job- 


but none quite so sure as 


NATIONAL 


FOR LOW COST HEATING 
PLANT POWER-DRAFT AND 
INDUSTRIAL EXHAUSTING 


Patent No. 2,722,372. 
Other Patents Pending. 


.. specify 
Ouickdraft 


* NO MOTORS, FANS OR BEARINGS 
IN EXHAUST LINE * NEEDS NO STACKS 
* ACID RESISTING FINISHES * STATIC 
PRESSURE UP TO 60 INCHES 


FOR HEATING PLANTS AND INCINER- 
ATORS, Quickdraft provides constant draft for 
efficient and economical combustion. It eliminates 
pulsating or chattering, puffing, smoking and sooting. 
Costly, tall and unsightly stacks are unnecessary. 
FOR INDUSTRY, Quickdraft now offers from 
4,-inch to 60-inches static pressure for exhaust- 
ing corrosive gases, abrasives and paint spray .. . 


moving fine bulk materials and wastes. 


FOR MOVING AIR... 
through ducts 


in or out of building 


. . » Quickdraft is outstanding. 


N-646-QD 








L 


IMPORTANT NOTICE 


For withstanding corrosive gases, all Quickdraft units 
are available in standard acid resisting vitreous enamel, 
No. 316 Stainless Steel, rigid plastics (P.V.C.) and with 
plastic and Fiberglas coatings. 





Write for QUICKDRAFT ENGINEERING 
DATA on your application . . . today. 


Ouickdraf? ».o.:.: +70 
CORPORATION concn, onie 
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National Angle Rings can readily help you get the 
jump on time-consuming ring jobs. Because these rings 
are rolled accurately by experts to be uniform in curva- 
ture, they are guaranteed to be round. This means 
that there is no lost motion and costly fitting time re- 
quired — in your shop, or on the job site. 

And because National leg out rings are available in 
stock for immediate shipment, you gain days of time by 
using this on-the-floor warehouse service. No inventory 
of your own is ever needed. Last, but by no means least, 
is National’s price list. Production runs, in all sizes, cut 
costs . . . allow National to quote you on stock prices 
rather than custom work. As it has so many others, it 
will pay you to investigate National today. Write for a 
stock list bulletin and price list. 


Rings Rolled to Order 


National rolls accurate rings to nearly any size, 
in all ductile metals. Phone, wire or write for a 
quotation on your requirements. 


_ > NATIONAL 


<-*\ METAL FABRICATORS 


_ 2138 South Sawyer Avenue, Chicago 23, Ill, Bishop 7-4255 


165 





WATERLOO Lrcccazs 
removable core grilles 


a 


We 


RC2V 
Double deflection grille—removable 
core with separable frame. 


RCNS ‘'No-Site’ inverted V shaped 
blades with removable core 
ond seporable frame. 








RC3HD 


Return air grille with fins fixed at 


45° with removable core and 
separable frame. 


Completely removable cores — 
unique design separable frames 


Designed to enhance all modern interiors, these new 
Waterloo removable core grilles offer many significant 
advantages: 

1. Cores slip out easily—prevent damage to plaster 
or painted walls. 

2. Unique design separable frames allow maximum 
free area. Trim radius edges of frames add stream- 
line appearance to room decors 

3. Removable core grilles are either all aluminum 
construction or separable aluminum frames with con- 
ventional cores. Either type may be specified. 

4. Waterloo removable cores are available with 
models shown or on any other Waterloo supply and 
return grilles or registers. 


Reap these benefits by specifying Waterloo removable 
core grilles on your next job. 


Wie fer WHAATERLOO 
Au Diffusion 


EQUIPMENT 


comprehensive 
Waterloo Catalog 


WATERLOO REGISTER CO.,INC. 
WATERLOO, IOWA 


~ 


wholesaler doings 


(Continued) 





market for electric baseboard heating, demonstrated 
equipment and outlined the features, operating costs, 
and capabilities of the product, and stressed the sell- 
ing job to be done “to make cheap jobs unwanted.” 
\ color movie dramatized the electric heating story. 
Other lines handled by Berkheimer were displayed in 
the meeting room. 

A similar meeting was held at Streator, Ill, March 


10. Another is scheduled in Chicago later this spring. 


> A PRODUCTION LINE set up to manufacture warm 
air heating boots was one of the attractions at the re- 
cent tool and machinery show held by E. E. Souther 
Iron Co., St. Louis wholesaler. Live demonstrations 
were staged by a number of manufacturers, undet 
the direction of factory representatives, so that visitors 
could see the actual operation of modern sheet metal 
working tools and machinery. 

Another feature of the four day show was an auction 
held to help the Souther company s customers dispose 
of any used tools or machinery they might want to sell 
in order to make room for new equipment. Customers 
shipped their used tools to the Souther company s 
plant where they were tagged and listed for sale. The 
Souther firm retained a 20 percent service charge to 
cover cost of preparation, auctioneers fee, etc. Terms 
were 25 percent down payment at time of purchase. 
with the balance to be paid in cash before tool was re- 
moved from the plant. 

Manufacturers who exhibited at the show included 
Welty-Way Products, Inc.. Lockformer Co., Dreis & 
Krump Mfg. Co.. Peck, Stow & Wilcox Co., R. E. 
Smith, RCS Tool Corp., and Whitney Metal Tool Co. 


>» Roserr O. Braun has been named sales managet 
for Advanced Engineering and Supply Corp., Long 
Beach, Calif. Mr. Braun was formerly with Ashburn 
Supply Co., where he served as sales engineer and 


assistant to the sales manager for eight years. 


> D. E. Bresaker, formerly sales administration 
manager for the F. E. Meyers & Bro. Co., Ashland, O.. 
has been appointed advertising and sales promotion 
manager for A. Y. McDonald Mfg. Co. E. J. Miquelon, 
with the McDonald firm for three years, has been 
promoted to assistant sales manager. Both men will 
report to R. M. Dodds, newly elected vice president in 


charge of sales for the company. 


> THe Herman Gorpserc Co. will handle the sale of 
“Freon” refrigerants to wholesalers in Indiana, Wis- 
consin, Minnesota, North and South Dakota, northern 
Illinois and eastern Lowa. The Goldberg firm’s offices 
are at 6034 W. North Ave., Chicago. 
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444 Continuous Gutter Machine; 


The WELTY-WAY Continuous Gutter | 
Machine keeps your men hanging gut-5 
ters instead of waiting. This modern 


Cs : machine will turn out 29’ per minute a 
Compare those foatures . PAT. PEND, 24 9a. and 35° per minute in 26 ga. inl 


galvanized, aluminum, copper or stain- 

* Capacities: 24 ga., 26 9¢-, 28 ga., 29 a and 30 ga. | less steel. It's simple to operate, may be mounted quite] 
galvanized iron, al taint steel. easily on a 1/2 ton pickup or larger truck, or on a two-| 

* Maximum Speed: 25 feet to 35 feet | per min. — Height: 14 in. wheel trailer. It makes warehousing of gutters unnecessary 
| 
| 
{ 





* Drive: 3, hp single phase, 110-120 V motor. — Width: 151/2 in. and eliminates time-consuming trips back to the shop The | 
* Weight: 700 Ibs. — Length: 8 ft., including feed table. WELTY- WAY Continuous Gutter Machine will be a valu- 


! 
able asset to your shop modernization requirements | 
. WE LTY- WAY a New type “K” Gutter Machine is now available 
| | Collar Attaching Machine — attaches collars to boots & fittings > > ! 

| 


PAT. PEND 

2 valuable addition to your shop which will enable you to cut your working time 
! considerably In only one hor ur one man operating the new WELTY- WAY Collar 
Attaching Machine will 200 to 300 coHars without preformir g to boots 
and fittings of various forms ranging from 4” to 8”. No preliminary crimping or 
| beading is required and it takes approximately 10 minutes to change dies fror 

| one size collar to another 

l This machine expands boot or fitting, grooves both collar and boot or fitting 
| and attaches collar to boot all in one operation. Production output on collar attach- 
| ment is increased 300-400 per cent 


WELTY-WAY 


Products, inc. 


714 FIRST AVE., N.W. CEDAR RAPIDS, IOWA 
Manufacturers of WELTY-WAY Collar Attaching and Gutter Machines 





Manufacturers Agents... 


Are you interested in securing additidnal lines? 


We are occasionally asked by our manufacturer advertisers to suggest 

; ; : a 
the names of manufacturers’ agents in various sections of the country whom 
they can contact in regard to representation of their residential and small 


building heating, sheet metal, and aig-conditioning products. 


If you would like your name listed on our records for inquiries we may 
receive On your territory, we invite you to write us. There is no charge in 


connection with this service. 


AMERICAN ARTISAN 
6 North Michigan Avenue, Chicago 2, Illinois 
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merchandising ideas 





> “We pur you in the headlines,” Century Engineer- 
ing Corp. tells heating and air conditioning dealer- 
contractors in describing the firm’s new cooperative 
advertising program. “The 7 Minute Story” explains 
that the program is designed to make the dealer- 
contractor better known in his community through 
newspaper ads, direct mail, radio and TV advertising. 
Newspaper ads, built around the dealer's engineering 
ability, his reliability and his reputation for quality 
workmanship, devote 90 percent of the space to the 
dealer-contractor’s story, 10 percent to the manufac- 
turer's, the company states. 
Included in the “Big You” 


being distributed among dealer-contractors. are sam- 


promotion kit. now 


ples of ad mats. suggested classified ads and radio 
copy. dealer identifi ation job signs. and three-color 
pennants. Direct mail material offered includes Ameri- 
can Artisan’s Heating and Summer Air Conditioning 
check-lists. which dealer-contractors are urged to mail 
to home owners along with an invitation to “consult 
us without obligation regarding any heating or 


air conditioning problems, modernization plans, re- 


culting competition by helping to spell out the comfort 
that only an “adequate, properly installed system” 
can bring to the prospect. 

Other direct mail pieces and giveaways show vari- 
ous models of gas- and oil-fired furnaces and air con- 


ditioners used in typical installations. 


>» A PRESSBOARD DEMONSTRATION template is offered 
hy The Lima Register Co. to help dealer-contractors 
merchandise floor diffusers. The template is the actual 
14 in. diffuser. When placed 
on the floor, it looks like an actual, installed diffuser. 


permitting prospective customers to see exactly how 


size and color of a 2 


such an installation will look in their homes. Reverse 
side of the template points out product features and 
illustrates diffusion patterns. Included is an address 


space to facilitate use as a self-mailer. 


> ArRKLON Mec. Co. offers an all-metal display panel 
for “Bon-Air” humidifiers. 
Finished in red, yellow and black, the panel attaches 


easily to the humidifier. Dealer-contractors are en- 


automatic atomizing 


couraged to demonstrate the mechanical atomization 
of water into a fog-like mist to attract the attention 
of passersby. Sales message on the panel reads: “Pro- 


tect the health of your family. This humidifier adds 


pairs, installation or service.” It is pointed out that in healthful moisture to your home helps prevent colds 
protects furnishings. woodwork. valued books and 


paintings.” 


addition to developing leads for modernization work. 


the check-lists provide an effective answer to price 


PROVEN PERFORMANCE: EASY TO INSTALL 


NEW 
HUDEE (22%ci) 


AIRE = Sst! 


AUTOMATIC HUMIDITY CONTROL SYSTEM 
Here at last is a truly practical automatic humidifier 
for forced warm air heating systems. Market proven 
for 3 years... hundreds of installations under all 
types of conditions. It’s easy to install in the furnace 
plenum ... just make a few simple adjustments and 
you have another satisfied customer. The cost is low 
($49.75 suggested retail) ...and so is maintenance 
(no fins to replace!). Every home with forced warm 
air is a live prospect. Hudee Aire boosts comfort, 
promotes health, cuts fuel bills. 


WIRE COLLECT or write today for spec sheet, 
prices and details of distribution and profitable pro- 
motion plan. 


WALTER E.SELCK and CO. 


225 West Hubbard St. 
Chicago 10, Illinois 
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x [WALKER ; 


SHUR-FLO 


THE INSIDE STORY OF 
SHUR-FLO EFFICIENCY 
@ Hi Volume Self-Feathering Fan 
@ Self-Cleaning Blades (No soot 
build-UP)  & Stainless Stee! Shaft, 
Hub, and Blades 
@ Quiet, burn-out proof 
motor 
amy @ Silicone oiled bearings 


“‘L don't fuss and fret with uncertain draft anymore 
since Walker brought out this low-priced draft in- 
ducer-regulator combination. Now, | install Walker 
inducers on all my jobs. That puts me way out 
ahead, because with good draft | know every job 
will be exactly right from the start."’ 


"Most Efficient 
Draft Sy stem 
Ever Made" 


Say Heating Contractors, 
Architects, Home Owners 











Draft problems are eliminated with a Walker Shur-Flo 
Control (Pats. Pending) in an oil, coal, or gas-fired 
installation because it’s the SUREST DRAFT SYSTEM 
ever devised. 

Here’s an economical draft inducer that’s a 
fool-proof answer to every draft problem from older 
heating installations to modern, low-roofed houses. You 
just install it and forget it. What could be better? 

Moreover, the Walker Shur-Flo with fan operated draft 
inducer moves ONLY flue gases; does not suck in outside 
air. Building and home owners like the Shur-Flo 
because it runs quietly, costs less to operate, and requires 
little power. You'll like the Shur-Flo because it installs 
quickly at any angle—vertically, horizontally, or at a pitch 
—-and virtually eliminates costly callbacks and corrections, 


There’s a Walker Draft Control scientifically designed to meet every 
draft problem regardless of fuel. 28,000,000 in use prove efficiency. 





The standard of performance for the industry. 


| | 
= | | 
fom | i> 
| | 
VENTURI CAP 


ROYAL PURPLE JUNIOR LINE | DOUBLE SWING 
for smaller central, central heating for gas fired for heating 
heating plants | budget control | equipment and ventilating 


For full details, see your supplier or write direct 


WALKER MFG. AND SALES CORP. 
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1730 Penn St., St. Joseph, Mo. 


| Take a look at a 
“TRULY ADJUSTABLE 
J 


| Diffuser______-— 


(Anica 


Adjusted for 
downward projection. 


—_—. 


Adjusted for 
horizontal discharge. 


Adjusted for 
intermediate projection. 


ee | 


Adjusted for horizontal discharge 
and downward projection. 


| You Get Better Air / 
| with AGITAIR i 


HcilAiR 


TYPE “OA” 


Here’s a distinctively different diffuser with a 


radically new means of controlling air direction 
at four different angles of discharge simul- 
taneously. Without changing the position of the 
spinnings, AGITAIR “OA” diffusers can be ad- 
justed to put the air where you want it in one, 
two, three or four directions . . . after installation. 
Result: Segmentized . . . positive adjustability 


with Finger-Tip Air Direction Control. 


Write for Bulletin C-101 





Contains comp data, perf 
construction details, etc. 


AIR DEVICES INC. 
185 MADISON AVENUE, NEW YORK 16, N. Y. 
AIR DIFFUSERS -« 


charts, 


FILTERS © EXHAUSTERS 





iow NEW “ 460 AIR 


: METER 
Duyer 


1 NOW \ 


AN ALL-PURPOSE SUPPLY Gru vetociTy 
LOW-COST 
INSTRUMENT 
FOR STATIC 
PRESSURE AND 
AIR VELOCITY 
MEASUREMENTS 


High and low ranges give as) 


direct velocity readings from 
260 to 4000 fpm., static 
pressure readings from .005 
to 1.0 inches of water. A 
complete instrument kit 
with every accessory needed 
for adjusting and balancing 
air conditioning, heating 
and ventilating equipment. 
The entire kit will fit in 
your shirt pocket. 


= | 
| 





RETURN GRILLE VELOCITY 


OVER-FIRE AND 
SMOKE PIPE DRAFT 


STATIC PRESSURE 
WRITE FOR BULLETIN B-9 


FLW. DWYER MFG. CO. 


P. O. BOX 373-F MICHIGAN CITY, INDIANA 


DUSTKOP “520” 
designed to collect dust from 
single machines 


portabie — 
easily instatied 


DUSTKOP 
‘STOPS OUST | 





—$elf-cdntained _Dust- 
kop models, like the 
‘1520,”"—-are~ practical 
and éffective in collect- 
ing dust from single 
machines. They’re de- 
signed @pecifieally) for 
service with surface 


grindgee, tool and cut- 
t tf: inders, offhand 
grinders, _b@ffers and othéf smaf/ wphect—enuibastnt. 
These yhity arpalso easy to mstall/ i — 

‘thally ortable and / 





' Y " » 
—— 


pl) - ‘| 
N ts T_AUTO-SHAKER | 
siiakes filters AUTOMAHCALLY | 
i i ua a 
= 7. 7 T 


in 





7 ~ 
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AGET manutacturing company ps a 

1419 &. Church Street, Adrian, Michigan etalis 


1,0 


appointments... 





> Frank E. Purcect as sales manager of packaged 
equipment for the Unitary Equipment Div. of Carrier 
Corp. Mr. Purcell, previously sales manager of the 
national buyer department, will be in charge of air 
conditioning and heating equipment for both residen- 
tial and commercial application. He succeeds Burton 
T. Kehoe, who recently was appointed executive vice 
president of Colorado Research Corp., a subsidiary of 
Carrier. 


Frank E. Purcell H. George Nafe 

>» H. Georce Nare as manager of the Century Elee- 
tric Co.'s headquarters sales staff. He will report to 
R. N. Hill, vice president in charge of sales. Mr. Nafe 
joined the Davenport office in 1941 as a salesman. later 
was named manager of the Buffalo branch. At the time 
of his recent promotion he was working in the sales 
service section at St. Louis. F. L. Beattie has been 
appointed district manager of the Milwaukee office. 


He has been acting manager since last September. 


T. L. Kishbaugh Melvin B. Monson Charles S. Hegel 


> THeopore L. KisHBAUGH as general manager of 
the Wallingford, Conn.. plant of Joseph T. Ryerson & 
Son. Inc. He succeeds Charles H. Hallett. who has 
resigned to establish his own business in California. 
Mr. Kishbaugh joined the firm in 1946 and was named 
assistant vice president in 1957. Melvin B. Monson 
has been appointed general manager of the Los An- 
geles plant. succeeding Wayne D. Dukette. Replacing 
him as general manager at Milwaukee is Charles S. 
Hegel, previously national product manager for stain- 
less steel. H. Daniel Robb. national product managet 
for alloy steel, replaces Mr. Hegel. and Edward J. 
Richardson will assume Mr. Robb’s former responsi- 
bility for alloy steel. 
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ea ONES 
Cost Less 
Offer MORE! 





Special tail piece has retractable snap end 
bearing . . . eliminates need to bend damp- 
er or spring duct to insert damper. 


You pay less and get more features with speedy 
E-Z-ON damper regulators, because they’re de- 
sign engineered to do a better job... quicker. 
Here's Proof: © Lower Price...Means Lower Cost to You 
® Double Prongs Mean Double-Grip...No chance of swiveling 
© Washer is Permanently Attached ...No loose washer to drop 
or fall in pipe ® Modern “Swept'’ Wing Nut is Eye-appealing 
.. Adds new beauty to installations © Balanced Construction... 
Prevents possible binding of damper in duct. 


Mi. A. .GERETT CORP. 


Letete Le) St., Milwaukee 
ll lea g jobbers stock E-Z 
y THERMIDAIRE CORP. 7-9 








Mouerieg, OFFERS YOU 


LOW Mass-Production COST 


MONCRIEF Fittings are precision built by 
skilled workmen equipped with automatic machines 
that accurately cut and form each Fitting, at low 
mass production cost. These savings are passed on 
to you, in a quality product of standardized dimen- 
sions, uniform in design and construction. 

Why not take advantage of these savings by 
ordering MONCRIEF Pipe and Fittings TODAY? 


Send for FREE Catalog. 


MONCRIEF FURNACE COMPANY 


676 Hemphill Ave., N. W., ATLANTA 1, GA. 
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|, See aes 


availability 


Suspended gas unit heater — duct furnace — floor model 
room heater . . . no matter what you need, it’s as close as 
your telephone. Just give your Reznor distributor a call 
He should be able to meet your requirements right out of 
his warehouse stock. Reznor dealers don’t miss sales be- 
cause they can’t get delivery. If it’s Reznor equipment, it’s 
available today from the Reznor distributor in your town. 


AVAILABILITY—just one of the many reasons why 
Reznor dealers make sales . . . and more money. Ask your 
Reznor distributor for the complete story. 


c= | W4REZNOR 


Heoters-Unit n 


the Yellow Pooes WORLD S LARGEST SELLING DIRECT. FIRED 


ZpxSUNIT HEATERS 


Rernor Manufocturing Company, 6 Union Street, Mercer, Pa. 


FLANGES THE DUCT 
with Amvaving Speed ! 


Less than 5 seconds on short 


and lighter pieces... 
Slightly longer on bulkier pieces 


MAKES PERFECT 
DRIVE-CLEATS TOO! 


The ONLY tool that does both. 
A complete drive cleating tool... 
no set-up time . . . no adjustments. 
Handy to take out to the job when 
not needed in the shop. Turns idle 
time into production time. Flanges 
any square duct up to 20 gauge. 
Quickly pays for itself in time, 
material and labor savings. 
Ne. 12 Smith's Cleat Bender 
12” Wide — $ 49.80* 
No. 18 Smith's Cleat Bender 
“ Wide — 78.60* 
No. 24 Smith's Cleat Bender 


24” Wide — 140.00* 
No. 30 Smith's Cleat Bender 
30” 


Wide — 170.00* 
Also Cleat Bending Brekes 


*F.0.B. Waukegan, Illinois 
Prices subject to change 
without netice 


PERFECT 

DRIVE CLEATS 

fit the duct without 

the use of a screwdriver. 
TREMENDOUS SAVINGS 
in erection time and labor. 


R. E. SMITH 


1124 Elizabeth Avenue e Waukegan, Illinois 











GEM Combustion Chambers 
are engineered refractories 
built for performance and de- 
signed for easy, fast installa- 
tion . . . highest combustion 
efficiency for high or low- 
pressure burners. 


Call on GEM . GEMCO BOND 


NS pee ee a //// Engineers for refractory cement 
G E M AG your Refractory insures maximum 


apes. 


COMBUSTION 
CHAMBERS 


ENGINEERED TO 
YOUR REQUIREMENTS 


. »» GEM engineers are at your 
service for special designs... 
developing new units or re- 
designing to reduce assembly 
costs. Send us your prints. 


bonding strength. 








floret 
AIR VELOCITY 
INDICATOR 


Takes guesswork out of 

checking the operation of 

forced air heating, cooling 

and ventilating installa- 

tions. Use it to: 

¢ Check air flow at regis- 
ters, grilles, diffusers, 
convectors, 

“ Spot objectionable air 
movements in rooms. 

% Detect leaks around 
doors and windows. 

¢ Check air flow in display 
cases, reach-in refrigera- 
tors, walk-in coolers, etc. 


$12 oT 0) The ideal pocket-size air velocity indicator; 
e direct-reading; can be used for checking air 


flow through openings as small as 4%” in 
FACTORY NET diameter. Range 0-1000 ft./min. Supplied 
with pocket case. 


BACHARACH INDUSTRIAL INSTRUMENT CO. 
200 N. BRADDOCK AVE. * PITTSBURGH 8, PA. 


RUS details on FLORET Air Velocity indicator to 


NAME_ 
COMPANY __ 
STREET ADDRESS 
CITY & STATE 


appointments 


(Continued ) 





> Rosert H. Stevenson Jr. 
as manager, air conditioning 
sales, for Flexible Tubing Corp. 
Mr. Stevenson will direct the 
sale of “Thermaflex” ducting 
throughout the United States 
and Canada. Prior to joining 
the firm, he was general man- 
ager of Hanover Industries and 
R. H. Stevenson Jr. before that was western New 
England representative for Nor- 
ma-Hoffman Bearings Corp. 


> Frep Mancet as manager of The Trane Co.’s 
Philadelphia sales office. He was formerly manager of 
the New Orleans sales office. Succeeding Mr. Manget 
at New Orleans is George Shepherd, previously a sales 
engineer with the New Orleans branch. Jack Renninger 
has been appointed manager of the firm’s sales office 
in Wilmington, Del. He joined the company in 1950 
as a sales engineer. The Wilmington office was a sub- 
office of Philadelphia prior to Mr. Renninger’s appoint- 
ment as manager. 


>» Myron L. Unversaw as eastern sales manager for 
the Amerivent Div. of American Metal Products Co. 
He will headquarter in Indianapolis. 


Myron L. Unversaw R. M. Probizanski 


>» R. M. Propizanski as a member of Ilg Electric 
Ventilating Co.’s sales staff. Mr. Probizanski will work 
out of the New Orleans office. 


>» Howarp N. HartMan as district manager of Chase 
Brass & Copper Co.’s Philadelphia office. He succeeds 
Willard M. Brown, who retired March 1. Mr. Hartman 
joined the firm in 1952 and previously served as a 
salesman at Cleveland and Philadelphia. Mr. Brown, 
retiring after 32 years of service, has held several ex- 
ecutive sales positions in Cleveland and also has served 
as manager of the Washington. D. C. office. 


>» THomas R. WILLIAMs as a technical representative 
for Atlas Mineral Products Co. Mr. Williams will han- 
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NEW /MPROVED 


SQUARE 
DUCT HANGER 


With new ‘Positive Lock" cam 
action feature No Spe 
fate] Mm Rete) (tM alelulil-tame lols) 
the Job! Available 


in Six tare biats 








- Round Pipe Hanger used when 
joist is offset from duct 

- Simple Application of Square 
Duct Hanger as shipped to you 








Lock tap 








in place 


¢ Drive sharp 


SoS SQUARE DUCT HANGER 
NL Tp 
set your SUPPLIER 


for FREE samples 
TEST THEM YOURSELF 
ON THE J08! 


prong into 
joist 


Square Duct Hanger 
twisted and in place 


Manviaocturers of Sheet Metal Spe 


A. M. HEXDALL CO. 


MORRIS, ILLINOIS 


in individual 
cartons! 


SCHAEFER 


No more pricked fingers or danger from rusted bristles. 
Easier to display, merchandise and handle. 


Longer-wearing SILVER-BRITE RUSTPROOF WIRE or Black 
Tempered Wire. 





Every Carton clearly marked as to number, shape, size or 
specifications. 


Each and every brush in its own carton insures clean stock 
and eliminates re-wrapping. 


There's a correct Schaefer Brush for every industrial and 
domestic use. 


Schaefer’s special alloy “Silver-Brite” rustpoof spring steel 
wire has been developed for longer wear, more effective 
cleaning. Here's extra value, extra satisfaction in any brush 
and each is individually packaged for easier handling. 


Write for SCHAEFER Catalog 


on flue and furnace brushes, 


SCHAEFER BRUSH MFG. CO. 
117 West Walker St. 


Milwaukee 4, Wisconsin 


o: for information on any 
special brushes for specific 
requirements 
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FASTER HEAT 


MELTING POT FURNACES 


Melts 18-lb. lead capacity in 
under 10 min. Built to 
stand up under hard use. 
Has powerful No. 5, Type A 
Johnson Patented Direct 
Jet Bunsen Burner with 
shut-off valve and pilot 
light. Height, 13”. 13,000 
BTU’s per hr. 


Soldering and Melting 


No forced air blast required. 
Cast iron pot capacity, 10 
lbs. Two-burner unit 
doubles for heating solder- 
ing coppers up to 12 Ibs. per 
pair. Firebox 334” by 442” 
by 542”. 26,000 BTU’s per 
hr. Length, 14” 

WRITE FOR FREE 

JOHNSON CATALOG 
JOHNSON GAS 

APPLIANCE COMPANY 


580 E Avenue N.W., 
Cedar Rapids, lowa 


if it burns gos 
look to Johnson— Since 1901 











Sell QUALITY... 
Sell WORLEY STOKERS... 


There’s a Worley Stoker For Every Heating Need! 
© @¢ PERFORMANCE GUARANTEED ¢ ¢ 


Send 


For 


NEW 
CATALOG 


FAIRBANKS-MORSE STOKER 
REPLACEMENT PARTS 
Exclusive Manufacturers and Sole Source 


Pioneers in Automatic Coal Heating Equipment Since 1932 


WORLEY EQUIPMENT, INC. 





2301 N. KNOX AVE. 
CHICAGO 39, ILL. 





SOSOSCHCHSHESOHSOOSOOEEEEE 
FOR 


INFORMATION 
MAIL THIS 
A 
COUPON DDRESS 
TODAY city 


NAME—Please Print 























BULLETIN 


tells how 


ANEMOTHER 
Air Meter 


saves in balancing air conditioning, 


heating and ventilating systems 


The Model 60 Anemotherm Air Meter, developed 
by the Anemostat Corporation of America, gives 
you — in one convenient instrument — a simple, 
rapid method of balancing and checking any air 
system. It puts at your fingertips, by means of 
color-coded pushbuttons, air velocity, air tem- 
perature and static pressure. e The Anemotherm 
Air Meter pays for itself through time saved on 
only one major job. Write for Bulletin 55 giv- 
ing all the facts. 

ac 1336 


ANEMOSTAT CORPORATION OF AMERICA 
10 EAST 39th STREET, NEW YORK 16, N. Y 





18 ga. metal 
cut with 
Model B-1 
Shear 


Save time, labor and material 

use a Beverly to make any 

cut straight, curved or — 

irregular in any metal 

Exclusive design 

allows work to be . a 5 

turned at any me 

angle while ’ B-3 

cutting. Stand- with ball 

ard in the industry 

for years. 4 models bearing 

capacities to 1%" mild hold down 
See your Beverly Dis- Cap. *i6” 

tributor for a demonstration. Write mild; 10 

for FREE illustrated cir- 

cular on Beverly 

metal cutting Shears 


Beverly ATEN 


3020 W. Ilith STREET * CHICAGO 43. ILLINOIS 


gauge 
Stainless 


appointments 


(Continued ) 





dle corrosion-resistant tanks, linings, plastic pipe and 
fittings in the Detroit sales territory. 


>» Wacrer H. Morris as midwest district sales man- 
ager for electrical controls for Robertshaw-Fulton Con- 
trols Co. His office will be at 819 Busse Highway, Park 
Ridge, Ill. 


>» Lupwic Oronicar as a factory representative for 
H. C. Little Burner Co., Inc. Mr. Otonicar will cover 
Ohio, West Virginia and Michigan. He will head- 


quarter in Cleveland. 





Obituary 
William A. Neekamp 


Wituiam H. Neekamp, 46, died suddenly Sunday 
morning, February 15, at his home in Glastonbury, 
Conn. Mr. Neekamp, president of Vico Products Inc. 
at the time of his death, was formerly associated with 
Anemostat Corp. of America. At one time he was sales 
manager for Universal Diffuser Corp. Surviving are 
his widow, a brother and a sister. 











ORNAMENTS 


STAMPINGS & SPINNINGS 
Zinc Ornaments Available From Stock. Copper, 
brass, bronze, aluminum and stainless steel ornaments 
made up promptly. 

If you don’t have catalog K, send for it NOW 


MILLER & DOING 


89 ADAMS STREET 





BROOKLYN, N.Y. 











Wow - BOTH AVAILABLE FROM ONE RELIABLE SOURCE! 


oe eevee eeeeeeeeeeeereeeee ee 


Snap- On ithe quality all 
purpose GUTTER GUARD, 
with the rust proof alumi- 
num molding. 


Lmbldll , ine ow price 


economy roll type Gutter 


Guard. ORDER FROM YOUR FAVOR- 
yw KEEPS OUT LEAVES, BRANCHES, phe. JOBBER OR WRITE US FOR 


BIRDS NESTS, BALLS ULL INFORMATION, DETAILS 
we EASILY INSTALLED 


Nationally Advertised 








LOCKHART MFG. CORP. 


6350 E. DAVISON © DETROIT 12, MICH 
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CLIP 
PUNCH > 


For fastening slips 
or seams on ducts. 
Will push a “half 
moon’’ thru 
thicknesses of 18- 
SWIVEL HEAD SQUEEZER TONGS 2 
For closing Government box lock connection on ing a to fasten 
duct work and ali standing seams. Swivel head slip to the duct 
makes tongs usable on all four sides, in . 
either vertical or horizontal position. 
SOLDERING 
for a complete CLEAT DRIVE NOTCHER > OUTFIT > 
line of HANDY Handles up to 3” wide, 22 ga ‘ 
: e { —— Will give you hot soldering iron 
TOOLS AND y Maggs Bae A — a in one minute—Solders eight 
EQUIPMENT job with clamps, or bolts and hours for 10c—Right amount of 
see : - heat—No changing of irons— 
7.8 screws Make your own fuel from water 


REINER & CAMPBELL ¢O._INC = Silla 


ES 


SVS AL 
; ? : AVIATION 
BRUSHES , > and SCRAPERS PEX 0 DOUBLE-CUT 
oo Tubes and Flues S SNIPS (pot. pend.) 


~ — Needed ...and welcomed for accurate dou- 
P o f XS ble-cutting of sheet metal pipe. No scratch 


Soe awl or punched hole or drill necessary . . . low- 
y*>BOILERS ® FURNACES= i 


er blade ground to point (see below). Hot 
CHIMNEYS dipped “plastigrip’ handles. Well worth 


foe checking ... write us. 
salers: Caer 


— WORCESTER BRUSH AND 


TRIANGULAR 
Catalog SCRAPER CO. nee 
4 Division FOR 
MASON- WORCESTER STARTING 
BRUSH CO. cur 


SEE FATS 38 AUSTIN ST. WORCESTER 1, MASS. THE PECK 








4 
’ 


“ 


~ 


tay 
ZA 


BELLE! 


Sd J 


“ref 
Prt 


43 
if 


LOMEN 


¥) 


\ 


ff 


Complete line of machines and tools for Sheet Metal work. 


TOW & WILCOX COMPANY, SINCE 1785, SOUTHINGTON, CONNECTICUT, USA 


iA 


“J 








P FREE : 
SAMPLES Announcing the NEW NO. 41 K 
SODER STAINLESS “UTILITY’’ GUTTER HANGER 
— © Now, for the first time ““K’’ Gutter 
Ss T 7 7 L & A L U M 4 an SIZES poo easily be hung on any eave 
4"-5" esign 
Our new No. 41 K “‘Utility’’ Hanger 
N U M R A p l D L Y ee i is similar to standard No. 40 K 
BRONZE i Hanger except a portion of the plate 
al is bent back to fit all B.B. Stand- 
ard Shanks 
Simply bolt hanger to one of the 
many B.B. Shanks that matches the 
eave construction, as you would a 
ages circle for half round gutter. It 


28 : ‘ : allows 14” adjustments for grading 
oO purposes when used with shanks 
= | Hanger can also be used by itself 


without a shank on ends of narrow 


SODERING \S—m / lo BI | ie. by berger bros. Company 
BRAZING & WELDING a < a Pullndetphie 4, Po 


L.B. ALLEN CO. INC. Chicago 31, Ill. to TUNU LEADING JOUEORS EVERYWHERE, 
9302 Berenice, Schiller Park, I. 


= : _—— = 





























Expecting A Check? PERFORATED METALS 


for all industrial uses 


: . : ; . ARCHITECTURAL GRILLES 

You'll get it quicker if you gave your postal deliv- 
: Illustrated Catalogs give complete information 

ery zone number with your address. ” ay f . C 
The Post Office has divided 106 cities into postal Diamond Manu acturing 0. 

: , . Box 34, Wyoming, Pa. 
delivery zones to speed mail delivery. Be sure to . Wilkes-Barre Area 
include zone number when writing to these cities; Conus veal Caml Waa Directory 
be sure to include your zone number in your return 
address — after the city, before the state. 
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A & A Register Co., The 
Aeroquip Corp 
Aget Mfg. Co 
A-J Mfg. Co 
Aerofin Corp 
Air Conditioning Div. of 
Standard 
Air Conditioning & Pefrigeration 
Institute 
Air Control Products Inc 
Air Devices Inc 163 
Air Filter Corp 
Airtemp Div., Chrysler Corp 127 
Ajax Furnace Fitting Co. Div. Cin 
cinnati Sheet Metal & Roofing Co 
Albertson & Co, Inc 50, 51 
Allen Co., Inc., L. B 175 
Aluminum Co. of America 16, 17 
American Air Filter Co., Inc 
American Metal Products Co, Inc 105 
American Pulimax Co., Inc 
American Rock Wool Corp 
Anchor Div., Stratton & Ter 
Co 
Anemostat Corp 
Arkion Mfg. Co 
Armco Stee! Corp 
Armstrong Fittings Co 
Aver Register C The 
Auto Flo Corp 
Automatic Humidifier Co 


American 


48, 49 


125 
133 
169 


of America 


Bacharach Industrial 
Banner Burner Co 
Barber-Colman Co 
Barber Mfg. Co 
Bell Machine Specialtie 

Berger Bros. Co 

Bethiehem Steel Co 

Beverly Shear Mfg. Co 

Bostitch, Inc 

Boston Machine Works Co 
Bristol! Metal Working Equipment 
Brundage Co., The 

Buffalo Forge Co 

Burnham Corp 


Instrument 


Cain Mfg. Co 
Carrier Corp 42 
Central-West Machinery Co 
Century Electric Co 31 
Century Eng. Corp Outside Back Cover 
Champion Furnace Pipe Co 
Char-Gale Mfg. Co., Inc : 
Chattanooga Royal Co 139 
Cincinnati Elbow Co., The 155 
Clarage Fan Co 14 
Cleveland Humidifier Cc 177 
Colt Ventilation of America 
Condensate Siphon Jet Corp 
Condensation Engrg. Corp 
Connor Engineering Corp 
Controls Co. of America 
trols Div 3 
Coolerator Div. of McGraw-Edison Co. 123 
Crescent Tool Co 52 


152 
43 


Inc 
150 
A-P Con 


Day & Night Mfg. Co 

Deico Appliance Div. General 
Corp 

Diamond Mfg. Co ‘ 

Diamond Tool & Horseshoe Co 

Dieckmann Co., Ferdinand, The 

Dodge Corp., F. W 

Dreis & Krump Mfg. Co 

Dura-Vent Corp., Affiliate of Peerless 
Mfg. Div. of Dover Corp 

Duro-Dyne Corp 

Dwyer Mfg. Co 


Motors 


F. W 


Econo Products Co 
Instruments 

Elgen Mfg. Corp 

Elgo Shutter & Mfg. Co . 


Div. of Viking 


159 


INDEX TO ADVERTISERS 


Emerson Electric Mfg. Co 
Empire Ventilating Equipment Co 


120 
157 


Fairway div 
Farr Co 
Fedders-Quigan Corp 
Felter Co John 
Field Control Div 
& Co 
Flagler Corp., The 
Follansbee Steel Corp 
Fraser-Johnston Co 
Freon’ Products Div.. du Pont de 
Nemours & Co., Inc., E. | 
Frigidaire Div, General Motors Corp 


Auto-Flo Corp 


of H. D. Conkey 
Inside Front Cover 


G 


Galvan Mfg. Co 

Gem Clay Forming Co 

General Controls Company 

General Electric Company 

General Filters, Inc 

General Products Co 

Gerett Corp, M. A 

Goodrich Chemical Co., B. F 

Goodyear Tire & Rubber Co 

Grayson Controls Div 
Fulton Controls Co 

Great Western Steel Co 

Greenheck Fan & Ventilator Corp 


Inc 
Robert shaw 


Hall-Neal Furnace Co 
Hart & Cooley Mfg. Co 
178, Inside Back Cover 

Harrington & King Perforating Co 

The 141 
Hei!-Quaker Corp 
Henry Furnace Co 
Hexdall Co., A. M 
Hughes Mfg. Co 
Hussey & Co. C.G 


The 46 
173 


128 
99 


Illinois Iron & Bolt Co 

Independent Register Co 
Industrial Acoustics Co 
Inland Steel Co 

Inland Steel Products Co 
International Heater Co 
Iron Fireman Mfg. Co 


The 
Inc 


Janitrol Heating & Air Conditioning 
Div. Surface Combustion Corp. 35, 36 
Jay Zee Mfg. Co ° 
Johns-Manville 
Johnson Gas Appliance Co 
Johnson Furnace Co., The 
Johnson Ladder Shoe Co 
Jones & Laughlin Steel Corp 
less & Strip div 


Stain- 


Kalamazoo Furnace & Appliance Mfg 


r) 

Keeney Mfg. Co., The . 
Kilgore, Inc 177 
Kirk & Blum Mfg. Co " 
Kleen Air Mfg. Corp 
Krueger Sentry Gauge Co 


The 
117 


Lake Chemical Co ° 
Lau Blower Co 23 
Levow, David ° 
Lennox Industries, Inc 
Lennox Tool & Machine Builders 
Leslie Welding Co., Inc 


38, 39 
152 


Firms represented in this issue are identified by 
appears. Advertising which appears in 


Lima Register Company 
Little Giant Pump Co 
Lockformer Co., The 
Lockhart Mfg. Corp 


Malco Products 
Majestic Co 
Mastercraft 
Maurlee Co 
McQuay, Inc 
McQuay-Norris Mfg. Co 
Meyer & Bro. Co., F 
Meyer & Son, Inc 
Mid-Continent Metal 
Miller & Doing 
Miller Electric Mfg. Co 
Milwaukee Electric Tool Corporation 
Minneapolis-Honeywell Regulator Co 
Minnesota Mining & Mfg. Co 
Miracie Adhesives Corp 
Modern Lighters Inc 
Moncrief Furnace Co 
Morey, Dan 
Morrison Steel Products, Inc 
Mueller Climatrol Division of Worth- 
ington Corp 


The 
Industries 
Inc 


Wm. W 
Products Co 


Inc 


National Lock Company 
National Metal Fabricators 
National Modulation Co 
National Thermatic Corp 

Div. Felter Co., John 
National-U. S. Radiator Corp 
Niagara Machine & Tool Works 
Norman Products Company 
Nu-Way Corp 


° 


Olsen Mfg. Co 
OverHead Heaters 


Cc. A 
Inc 


The 


Parker-Kalon Div., General 
Transportation Corp 
Peck, Stow & Wilcox Co 
Peerless Corp., The 
Penn Controls, Inc 
Perfection Industries, 

Corp 
Premier Co 
Pullman Vacuum Cleaner Corp 
Purolator Products Inc 
Pyle-National Co 


American 


The 


Div. of Hupp 


Quickdraft Co 
Quiet Automatic Burner Corp 


Reiner & Campbell Co 
Republic Steel Corp 
Research Products Corp 
Revere Copper & Brass 
Reznor Mfg. Co 
Roberts-Gordon Appliance Corp 
Round Oak Co., Inc 
Ryerson & Sons, Inc 


Inc 
40, 41 


Inc 


Jos. T 


Schaefer Brush Mfg. Co 
Selick & Co., Walter E 
Signet Controls 

Skuttle Mfg. Co 
Smith, R. E. 

Sonoco Products Co 
Southern Screw Co 


174 
146 

25 
153 

10 
171 
177 


175 
ll 


141 


106 


168 
107 
149 
171 


Southwest Mfg. Co . 
Standard Stamping & Perforating Co. 19 
Steinen Mfg. Co., William . 
Stewart-Warner Corp., U. S. Ma- 
chine Div. . 
Stoddard Industries, Inc 
Sundstrand Hydraulic Division 
Surface Combustion Corp 


136 
35, 36 


Tecumseh Products Co 
Thermac Company 
Thermo-Base Div 
Inc 
Therm-0-Disc, Inc 
Thor Metal Products Co 
Thor Tool & Die Co 
Titus Mfg. Corp 
Toridheet Division 
Products Corp 
Trane Co., The 
Triangle Engrg. Co 
Co., John 
Tuck-Air Furnace Co 
Tuttle & Bailey 
Thermal Corp 
Typhoon Air Conditioning Co 


Gerwin Industries 
147 


Inc 


101 
Cleveland Steel 


div. of Felter 


Div. of Allied 


113 


Union Sheet Metal Supply, Inc 
United Shoe Machinery Corp 
United States Register Co 
United Sheet Metal Co., The 
U. S. Steel Corp 


v 


Van Packer Co. Div. of Flintkote Co. 110 
Viking Air Products Div. of The 
National—U. S. Radiator Corp 


w 


Walker Mfg. & Sales Corp 

Wallace Co., William 

Waterloo Register Co 

Waterman-Waterbury Co 

Weirton Steel Co 

Weity-Way Products, Inc 

Western Engineering & Mfg. Co 

Westinghouse Electric Corp 
Sturtevant Div 

Wheeling Corrugating Co 

White-Rodgers Co 

Whitney Mfg. Co., W. A 

Whitney Metal Tool Co 

Williamson Co., The 

Wilson Inc., Grant 

Wiss & Sons Co., J 

Worcester Brush & Scraper Co 
of Mason-Worcester 

Wood Co., John 

Worley Equipment, Inc 

Wysong & Miles Co 


The 


142 


XXth Century Heating & Ventilating 
Co 1 


York Corp., Subsidiary Borg-Warner 
Cor 10 


p 
York-Shipley, Inc 


Zatko Metal Products Co 


the folio of the page on which their advertising 
other issues is marked with an asterisk. 
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Rates for display space in the Service 
Section are $12.00 per inch per in- 
sertion. One-inch minimum space ac- 
cepted. Closing date — twentieth of 
the month preceding issue. 

















V AIR Loss 


V AIR 


DISTRIBUTION 


IN 30 SECONDS 
with 
safe » fast » positive 
Kilgore 
SMOKE CANDLES 


Write Today For Catalog 
Kilgore, Inc., Westerville, Ohio 











KEEP YOUR JANUARY DIRECTORY 
NUMBER HANDY... IT’S A BIG HELP 


MONMOUTH 
HUMIDIE LER 


Made in various 


Write for descriptive 

literature, prices and 

discounts. Effective 

contro! of humidity is positively 

assured by installing Monmouth Humidifiers. 

installation and greater customer satisfaction mean 
arger profits 

CLEVELAND HUMIDIFIER CO. 
7802 Wade Park Ave. Cleveland 3, Ohie 


FLOAT VALVES = 


Evaporative Coolers 
Troughs, etc 


Operates in 1” of water 
DAN MOREY 


814 S$. Rebertson 
Los Angeles 35, Calif. 


Poultry 





roe a 


$ SIMPLE INSTRUCTIONS 


$ EVEN TEMPERATURES — 
ROOM TO ROOM 


PROBLEMS 
TO PLENUM TEMPERATURES 


IF NOT CONVINCED SEND 


RETURN MAIL 
NATIONAL MODULATION CO. 





$ PROFITS PLUS 
NO CALL BACKS 


$ QUICK INSTALLATION 
$ GRAVITY COMFORT WITH FORCED AIR 
FLOOR TO CEILING — 


$ LICKS LONG RUN — COLD ROOM — SPLIT LEVEL 

$ REGULATES BLOWER SPEEDS IN DIRECT PROPORTION 

$$$$$ NO RISK OFFER TO INTERESTED DEALERS $$$$$ 
SEND US YOUR CHECK FOR $37.50 

LET ‘PALM BEACH" PROVE ITSELF ON ANY JOB OR JOBS 


IT BACK UNDAMAGED 
WITHIN 60 DAYS AND GET YOUR MONEY BACK BY 


2730 N. HY. 61 


5 Year Guarantee 
ORDER TODAY 


ST. PAUL 9, MINN. 








. find what you need — 
and ‘economically through . 


CLASSIFIED 
ADVERTISING 


and address. 





Simple | 


| 








Pittsburgh Lock Opener 


Opens 
Curved or Straight 
THOUSANDS IN USE 


= 
\ - 


$55.00 prepaid if check sent with 
order. Money Back Guarantee 


BRISTOL EQUIPMENT 


East Hartford, Conn. 








SO SOFT RUBBER 
KNEE PROTECTORS 
EVERY ROOFER SHOULD 
HAVE A PAIR. 
PRICE $2.50. 
ORDER YOURS TODAY. 
JOHNSON 


LADDER SHOE CO. 
EAU CLAIRE, WIS. 


BUY. AND HOLD 
U.S. SAVINGS BONDS 


Rates for classified advertising are 12 cents for each word including heading 
One inch $6.00. Count nine words for keyed address. Minimum 


$2.00 for each insertion. Cash must accompany order. Closing date 20th 


of month preceding issue 





7 FOR SALE 


FOR SALE Used Brakes — Foot 


Power 


Sheet Metal Tools 


ca Shears — 





FOR SALE — 36” nent Meta! Brake $37. pe Pan 
rake, $6 oor Brake, $8 

$3 ey Renc ch par 42? 

11, col 
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v SITUATION OPEN 


WANTED —_ ' Shop For reman 


general sheet metal 
t work 

4 C fT 

dwest 


se NAME PLATES 
NAMEPLATES, NUMBERED VALVE TAGS and Sprin- 


1° 


v BUSINESS OPPORTUNITY 


WAREHOUSE — Low 


Ra tes — Central Connecti cut 


THE 


4 MACHINERY WANTED. 


» 2 _& 5 Ton Water Cooled sesdention wong type 











QMETLVENT | 


THE NEW “EASY TO USE” LINE 
OF GAS VENT PIPE AND FITTINGS! 


We're sure you'll agree, once you have had an oppor- 
tunity to install a Metivent Type B venting system, that 
this is about the simplest and easiest vent pipe to install. 
It’s the finest line of double-wall, air insulated vent pipe 
and fittings that has ever hit the market. Safe, secure 
installations are easy to achieve with Metlvent. More- 
over, our central location and large volume production 
are bound to result in better service and important savings 
to you. 


Keep in touch with your H & C Jobber for full details. 
You'll discover that there are many real advantages in 


selecting all of your requirements from this unusually 
fine line. 


MANUFACTURING COMPANY 


500 EAST EIGHTH ST. © HOLLAND, MICHIGAN 
IN CANADA: HART AND COOLEY MANUFACTURING CO., FORT ERIE, ONTARIO 


AMERICAN ARTISAN, ApRIL 1959 





For every typeof HEATING AND AIR 
CONDITIONING, H&C bhasthe IDEAL 
REGISTERS, GRILLES & DIFFUSERS! 


Take PERIMETER, for instance-— 


you are not restricted to one or two types. The 
line is complete, you can give your customers just what 
they want. You are always in a favorable position to com- 
pete. And whether it is Sidewall, Baseboard, Floor or the 
““Out-of-wall’’ type you choose, you can be sure that each 
H&C Diffusaire is tops in performance, sound construction 
and fine appearance. Moreover the engineering data con- 
cerning it is absolutely accurate . . . an element that can 
mean the difference between a vastly satisfactory job and 


SIDEWALL 
DIFFUSAIRE® (PERIMETER). 
Blankets wall of average room. 
Has volume centrol valve. 


FLOOR DIFFUSAIRE® 
( PERIMETER ). 
BASEBOARD DIFFUSAIRE® Has opposed louvers for perfect 
(PERIMETER). No stockhead required. por arcs Destiny aaneing 
Damper adjustment for balancing. ee 


a 
_ 


BASEBOARD 

DIFFUSAIRE® (PERIMETER). 

Gives constant air pattern : ' 

regardless of volume. INTAKE. 

Installed individually or in Matches No. 462 DIFFUSAIRE® 

multiples of 2’ (No. 462) Actual free area: 41 sq. in. 2’ 

4’ (No. 464). Balanced at face. and 4’ units for installations 
of any length. 


trouble. You will find it pays to concentrate all your needs 
for air conditioning registers, grilles and diffusers with your 
H&C Jobbers. 


== 


Y HART & COOLEY & 
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MANUFACTURING COMPANY 


500 EAST EIGHTH ST. ® HOLLAND, MICHIGAN 
IN CANADA: HART AND COOLEY MANUFACTURING CO., FORT ERIE, ONTARIO 
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Century Helps You Make 
and Keep a Profit on Every Job... 


Making a profit and keeping it are horses of a different 
color. Adjustments and call-backs in answer to 
complaints can eat up a lot of your original profit 

in a hurry—buat not if you sell Century! 


Century equipment is priced to be sold at a profit in 
the first place, but more important—you can keep 

the profit you make. Century is designed 

and built better in 30 émportant ways! 


For instance, all Century furnaces come completely 

set up and wired for operation . . . the slotted-port gas 
burner is permanent cast iron . . . the sectional 

heat exchanger is edge welded, 100% stress relieved, 
pressure tested, and factory guaranteed for 10 years. 
No jacket racket, cither—it floats! 


All blowers are oversized for cooling, etc.—but get 

all the facts on how Century helps you keep your 

profit . . . how Century helps build you as the /eader in 
your community, and helps you se// them all. It’s all 

in the 7-minute story. Mail the coupon today! 
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The Century line is 
complete and com- 
petitive in price in 
gas and in oil. 
Hiboy, Loboy, 
Counterflo and 
Horizontal models. 





AND COOLING Tf 
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Jerry Johnson, Sales Manager 
Century Engineering Corporation 
Cedar Rapids, lowa 


Sure, I'll look and listen for 7 minutes. 


COMPANY 
ADDRESS 


CITY STATE 
| Contractor Wholesaler Mfgrs. Rep. 





